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Genuine Detroit" Zero Lubricators 


"Genuine Detroit” Zero Lubricators are designed 
for out-of-door uses, particularly in places subject 
to low temperatures such as on traction engines, 
portable engines and other steam engines and steam 
pumps exposed to the cold. 


A cored heating chamber, through which steam 
passes inside the body of the lubricator, keeps the 
oil at an even, warm temperature so that the rate 
of feed does not fluctuate through chilling of 
the oil. 





"Genuine Detroit” Zero Lubricators are made in 
three types, the Improved Double Connection Lu- 
bricator and the Single Connection Lubricator 
which are made with a condenser, also the Double 
Connection Lubricator which is supplied without a 
condenser. 


There is a 
every purpose. 


"Genuine Detroit” Lubricator for 


Stocked by leading jobbers. 





G Detroit|usricator (Company. G&G 
DETROIT, U. S. A. 





























Some Direct Questions 
To Mill Supply Dealers 


In the February issue of this publication we used this same space to announce the fact that we 
would carry warehouse stocks at 36 points, for advantageous distribution, to enable us to make 
immediate or within 24 hour delivery of our complete and standard line of Babbitt Metals. At 
the same time we sent all mill supply houses this same notice, with our revised price list effec- 
tive January 10th. It might now be in order to ask the following 


DIRECT QUESTIONS 





1. Do you appreciate and ap- 
prove this plan? 


2. Do you know of any better 
method of getting material of 
this kind closer to the dealer? 


3. Do you understand that the 
plan involves an outlay and in- 
vestment on our part of more 
than ONE HUNDRED THOU- 
SAND DOLLARS? 


4. Do you know that our prices 
for this practically store door 
delivery are less than for simi- 
lar competitive products? 


5. Have you figured that you 
can now sell your customers 
one box or one ton of any 
grade of reliable babbitt metal, 
promising immediate delivery? 


Babbitt Metal Department 


6. Will you take these ques- 
tions to the minds of the people 
who have real money invested 
in your business, the men who 
are making the real fight for 
progress and success, and tell 
them that this plan and this 
message comes from a man who 
has given 25 years of his life 
work in an earnest effort to 
make and market a product 
worthy of the appreciation of 
the wonderfully expanded mill 
supply business of this country? 


Michigan —_s & —— na Detroit, Mich. 
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HIGH GRADE BEARING METAL 
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The sales records of our jobbers offer convincing proof of the advisa- 
bility of concentrating on one line. They have found that their sales, 
and profits, on industrial cleaning equipment, have reached a volume 
they never thought possible when they handled a diversified line. 

The high quality of the CAPITAL “Red Cap” Line, the fact that it 
offers a broom or-brush for practically every industrial need, and 
the ever-increasing volume of repeat business that its extraordinary 


service brings,—all are advantages worth your most serious con- 
sideration. 


It will pay you well—better than ever before—to put your best 
efforts behind the CAPITAL “Red Cap” Line and push it exclu- 
sively. 


Write for catalog 17 and details of 
our sales co-operation program. 


Indianapolis Brush & Broom Mfg. Co. 


126 Brush St. Indianapolis, Ind. 


























Cover 
Removed 


Don’t shut off the power to test a Palmer-Bee Reducer— 
don’t dismantle any part of the drive— 


Simply remove four bolts, lift off the cover and see the gear- 
ing running under full load! 

Every engineer appreciates the advantage of this Palmer-Bee con- 
struction feature because he realizes that ordinary reducers necessi- 
tate shutting off the power and removing part of the drive to inspect 
the gears—and naturally in dismantling the mechanism the cause of 
the difficulty is often lost. 

This is only one of the many features of Palmer-Bee Speed Reducers 
that save trouble and expense in the years of satisfactory service 
that follow their installation. 


other PALMER-BEE COMPANY 


Patents 


Pending DETROIT MICHIGAN 


Manufacturers of 


Patented 
6-10-24 


Write for Speed Reducer Catalog! 


All the knowledge that we have gained in our 20 Palmer-Bee 

years’ experience as Engineers and gg ng TRADE MARK 
in the Power Transmitting Machinery field is at MILL CB) TYPE 
your disposal. REG. U. S. PAT. OFF. 


Send for Bulletin 245 containing a complete list of 
ratios, horse power capacities and dimensions of 


our entire line of Spur Gear and Worm Gear Speed Speed Reducers 
Reducers—do it NOW! Conveyors for Every Purpose 
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Royersford Advertising KESTER SOLDER. | 
reaches more than 200,- mer chron | 
000 users of transmission 


equipment 


VIRGIN TIM &LEAD SOLDER 








Underwriters’ Laboratories Inspected) 


“Requires Only Heat” 


This advertising helps you to sell 








Royersford equipment. Your cus- 
tomers are familiar with the name. 
They have read of hundreds of cases 
where Sells Roller Bearings, for in- 
stance, have made possible the pro- 


duction of one-fifth more goods with- 








out any increase in power costs. 


Because we have installations of 
Royersford equipment all over the 








country, we can readily refer your 
customers to concerns near them 








using Royersford transmission equip- 
ment. Then we have a continual di- 


rect by mail campaign, reaching plant For Maintenance Work | 


executives direct. Folders and book- AKE electrical maintenance alone, 


lets showing the line are yours for the (exclusive of plant upkeep, etc.). 
asking Knowing the value of soldered con- 
7 i e P ‘ ' 
nections in this work, check up your | 

, s ing time. 

We are always interested in oldering time | 
j hearing from good progressive Now, cut off one-third of this time, and ; 

| transmission houses who might see what you can save by using Kester. 
be located in places where we are With Kester Solder only two opera- 
: not represented. Address Martin tions are necessary —with common sol- | 
; . ' : : 
G. Sperzel—he is manager. dering three! Kester saves time, labor 


and material. It supplies its own flux 
from tiny pockets inside itself. This 
scientific flux is in proportion to the 
solder around it, and flows to the job 
just before the solder melts. 


Increase your net profit by decreasing 
your maintenance costs. How? Use 
Kester Solder. 








- Kester Acid-Core Solder for general use in 1 Ib. tons; 1, ‘ 
Royersford Foundry & Machine Co. 5 and 10 lb. spools. Small package Acid-Core Sehlen estes 
Metal Mender for autoist, householder, etc. For delicate 
43 North Sth Street, Philadelphia radio and electrical work — Kester Rosin-Core Solder. 
* xd 
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——— a Manufactured by the 
CHICAGO SOLDER COMPANY 


The ROYERSFORD LINE ICHICAGO, Us 
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For dealer nearest you 


see McRae’s Blue Bock 
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AS A MATTER 
OF COMPARISON 


There is no other pipe threading device that 
can compare with this ““TOLEDO” No. 1-A 
tool for threading 1” to 2” pipe. Quality, effi- 
ciency or price, from any angle it is the out- 
standing value in pipe tools to-day. 
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Compare it at the new reduced prices with 
other so-called easy operating threading tools 
of the same capacity, and you will realize how 
it dominates the field. It is but one example of 
“TOLEDO” supremacy. 


lf they buy by comparison they’ll buy a 


"TOLEDO 
Ww 


THE TOLEDO PIPE THREADING 
MACHINE CO. TOLEDO, OHIO 


NEW YORK OFFICE: 50 CHURCH STREET 












Worthy Companions 


HE American Pressed Steel Shaft 

Hanger “teams up” with the American 
Steel Pulley to develop the greatest 
efficiency in power transmission. 


But this efficiency is measured in more 
than foot pounds per hour. True efficiency 
implies an installation which is remarkable 
not only for strength but one which is a 
pleasure to the eye and of which every 
worker may be proud. A fine equipment 
attracts a fine body of men. Write for 
information. 


The American Pulley Company 


Manufacturers of Steel Split Transmission 
Pulleys, Pressed Steel Shaft Hangers 
and Pressed Steel Shapes 


4200 Wissahickon Avenue Philadelphia 


MERICAN 


PRESSED 
STEEL SPLIT 


HANGERS | PULLEYS 


——eee—— PATENTED PATENTED ———_ 
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JOBBERS of 
Mill Supplies 
Machinery 
Plumbing 


Hardware 





Automotive 
Equipment 





If interested in an up-to-date, standard size 
7'4x1058-inch catalog showing exclusively your 
stock at a reasonable price—write us for our 


CATALOG SERVICE BULLETIN 


outlining to you completely our system for com- 
piling and printing your catalog, including our 
system for keeping same constantly up-to-date. 
This service relieves you of all details connected 
with such work, as it is complete and perfect. 


CATALOG SERVICE DEPARTMENT 


The Cuneo Press, Inc. 
455 West 22nd Street Chicago, Illinois 
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20,000 
“Small Tool’ Items 
| at your service 

















The best place to go for a complete stock of threading tools 
is where a complete stock is on hand. “Headquarters” gained 
and has kept its reputation by always having available for imme- 


diate shipment the most complete stock of threading tools to be 
found anywhere. 














Dealers can appreciate what this means. Instead of depending on a half 
dozen manufacturers for their different screw cutting tools, they can buy them 


all from one reliable source. This saves them money by decreasing clerical work, 
postage, cartage and handling charges. 


Safeguard your own stock by getting in touch with— 


HEADQUARTERS 
















GREENFIELD §| TAP AND DIE 
CORPORATION 
GREENFIELD, t MASS.,U.S.A. 


j Chicago Store: 13 So. Clinton St. New York Store: 15 Warren St. 


Canadian Plant: Greenfield Tap & Die Corporation of Canada, Limited, Galt, Ont. 
London Office: Greenfield Tap & Die Corp., 159 Queen Victoria St., London, E. c.. % 


GT D> Screw Plates, Taps, Dies, Reamers, Gages, 
Pipe Tools, Twist Drills, Milling Cutters 
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WOOD 
SPLIT 
PULLEY 


and 


MOTOR 
PULLEY 


QUALITY 


HE factory superintendents of today are placing their pulley business with 
mill supply houses that carry recognized quality lines. 


By handling “THE REEVES” Wood Split Pulley and “THE REEVES” 
Motor Pulley you are not only handling a quality line but are selling goods 
that have a backing of over 35 years of successful performance. This is a 
source of satisfaction to your customer and a profit to yourselt. 











Write for jobber’s proposition. 


REEVES PULLEY COMPANY, Columbus, Ind. 


Reeves-Bond Sales Co., 39 So. Clinton Street, Chicago 








The name ROBERTS 


It is stamped on every piece of gen- 
uine ROBERTS goods. And every 


piece of ROBERTS goods is trust- 


INJECTORS or 


From master pattern to finished 











goods every operation entering the 


5 OO 9 OOO manufacture of ROBERTS goods is 


: ; carried out with a view to quality first. 
satisfied users of U. S. Automatic q y 


Injectors requiring repairs and re- = . 
saaeiiaina, saiies with an as- ROBERTS goods stand strictly on 
sured and proper profit to the job- their merit. Standardize on them. 

ber through our established resale 
prices, make U. §S. Automatic 
Injectors a satisfactory and profit- THE ROBERTS BRASS MFG. CO. 


able line for any jobber to handle. Vanufacturers of brass goods for steam, water, gas, gasoline, 


air, oil and automotive use. 


DETROIT, MICHIGAN 
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American Injector Co. 
DETROIT, MICH. 
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Ki THE OO LINE SI 
ES SONS COS 2 
| 3 
5 is : | 
ES of Power Transmitting Machinery is NOT ACCIDENTAL, but : 
A rather the result of studied experience and a PURPOSE. ie 
Fd S| 
S , . ; 

Et During the SIXTY-EIGHT YEARS of our EXPERIENCE ie 
EY we have continually made and are still making a study of all the 7 
EB ae S| 
KE conditions that present themselves to the user of Power Trans- is 
EY mitting Machinery, with the purpose of maintaining our enviable E 
= reputation and improving our product so that now the mere men- 4 
EY tion of Pulleys, Hangers, Clutches, Couplings, etc., leads one to s| 
| think immediately of i] 
5 5 
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Ee . . S| 
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eK Whether you require a single article or a complete equip- 
Ee ment, our corps of Engineers, experts in this field, is always at iS 
| your service. This makes it an especially attractive line for c| 
Ee dealers, as it gives them engineering service without cost. Si 
EY 5 
ES is| 
ES | 
By | 
OOGS SONS LO mbersour 
Ea * * e3 9 ° S| 
Bf MANUFACTURERS OF SHAFTING, COUPLINGS, SET COLLARS, HANGERS vel 
=| PILLOW BLOCKS, PULLEYS, ROPE SHEAVES, FRICTION CLUTCHES, BELT TIGHTENERS I 
E ie 
ES New England Branch and Warehouse, 624 Main St., Cambridge, Mass. | 
KE Southern Office, 312 Masonic Temple, Greenville, S. C. 8 
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There’s a NOTT Belt There's a igi? Belt 
for every pulley A Real Opportunity for gm wary 


Waterproof. Identical 


Diamond Brand amond Brand ex- 
Made from selected oak a Few Good Jobbers pb 7 aa sake” oh 





tanned belting butts, us waterproof cement and 

ing only center porti That NOTT’S Leather Belting is not excelled in quality is evi- py toot tu = a 

SS sisi Nigel Aire denced by its almost exclusive use for 45 years in many of the Ps aie Ain graces 

. world’s largest flour mills and sawmills. Nott Belting is made in quirements of fast rua 

several grades, headed by the well known Diamond Brand, which ning “we = ma 

is the best that can be made. ter ag AM yg eo 

A few good supply houses which are active in covering their factured with extra long 

cca ec territories can secure the Nott agency, and with it the assurance = ji, SYS SOT 

ae aa ae Bes tr hae that they will be assisted by our sales, engineering and adver- Long Life Combination 
ae ries ee tising departments, and protected in their respective territories. : Tanned 

were Don’t delay. This is a real opportunity. Your territory may be “Eee geste a a dee 

See ee open. Write us. size pulleys. Also made 


with waterproof cement 


Made f low cut sic 

ad w cu to resist water, oil ane 
ace: gee pe cage W. S. Nott Company Ay 

duced price Meets the Blue Chrome Tanned 
7 belt ; cai Minneapolis, Minn. Chicago, Il. Will snl om at aa 
oe 201 No. 3d Street 37 So. Clinton St. steam. ; 


ALSO MANUFACTURERS OF PUMP LEATHERS, HYDRAULIC PACKINGS AND LEATHER SPECIALTIES 











THE COLUMBUS ANVIL & FORGING CO. 
Main Off.ce and Plant 115-129 Frankfort Street 
Columbus, Ohio, U. S. A. 


MANUFACTURERS OF 


The Famous “Arm & Hammer” Wrought Iron Anvils—General Forgings 


Fea a aie: Pate, ttl ah So eee ed OS ak aimee Ae Shall Stet 





IT HAS STOOD THE TEST OF TIME 


Prompt Shipments Made From Stock 
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VALVES 


A few Reasons for O-B Dependability 














1—Only prime metals are used in the manufacture of 


O-B Valves. 


2—All metals are bought on rigid specifications and 
are thoroughly checked by chemists to make sure that 
these specifications have been met. 


3—Men from the technical staff constantly supervise 
the work of each department. 


4——The most modern machinery and equipment are 
used in their production, 


5—AIll valves are subjected to numerous tests in going 
thru the factory. 


6—O-B Valves are made by a Company that has had 
over 37 years experience in valve manufacture. 


The Ohio Brass Co. 


MANSFIELD, OHIO 
































Which One Should You Sell ? 


Many manufacturers of mill and 
factory supplies, in laying claim to the 
fast selling qualities of their goods, 
certainly keep the jobber in a 
skeptical frame of mind; they all 
claim superiority but very few 
offer to prove it. 













































A—Tube Oiling 
Insures positive and easy oil- 
ing at vital points. 


B—Ball Bearing Spindle 
i. Increases efficiency and ease of 
operation. 
b. Reduces wear at most vital 
points. 

C—Improved Ball Bearing 
Detachable Steel Coupling 
(Pat. Applied for.) 

a. Absolute freedom lower hook. 

b. Gain of 2 to 4 inches in mini- 
mum distance between hooks. 

c. Completely enclosed ball bear- 
ing. Easily detachable to renew 
chain. 

D—Steel Safety Straps 
An added precaution to care 
for extremely heavy overloads. 

E—New Process Chain 

a. Gives an overload factor sev- 
eral times rated capacity. 

Specially heat-treated and proof- 

tested, 


Exclusive improvements 
alone make better selling 
and more profitable mer- 
chandise! 


And the Wright Improved 
High Speed Hoist has 
such advantages over all 
other hoists. Has many 
big exclusively Wright 
features—and we are 
here to prove it. 
Look over just a few 
of them 


b. 


se 





IMPROVED | 
FHIGH SPEED 


HOIST 


LISBON, OHIO 
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= They cut- Belt 
Lacing Cost i Jo 


Waterproof, oilproof, acid proof—give 3 to 7 times more 
service than rawhide pins. 





After years of experimentation Detroit Belt Lacer Engi- 
neers found that BAKELITE as processed for these pins 
has the wear resisting qualities together with the rigidity 
that not only outwears many rawhide pins but gives a 
better service and cuts belt lacing costs in two. Detroit 
Bakelite Pins are flexible enough to take the crown of any 
pulley yet rigid enough to distribute the load on the hooks 
perfectly. 


Study these four pins care- 
fully. The three at the top 
are regular rawhide pins. 
The one at the bottom is a 
Detroit Bakelite Pin which 
was used in a test and wore 
out these three rawhide pins 
until they would no longer 
hold the joint while the 
Bakelite Pin scarcely shows 
wear. Write for a free sam 
ple and try it yourself 









You will never know what a saving these little pins will 
bring until you try them. Write for a free sample and 
full particulars. ~ 


DETROIT BELT LACER CO. | 


Makers of Wire Hooks-Be!t Lacing \ 
and Closing Machines 


DETROIT, MICH., U. S. A. 


Py 
eAs YY beet > Ee 
eo ee Ee Le ak 
pees Si ee arg 
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Established 1879 
In this large plant Medart makes 
everything in line shafting equip- 
ment —turned and polished steel 
shafting, couplings, hangers, bear- 
ings, friction clutches, five types of 
pulleys, gearing and kindred appli- 
ances. 


»MEDARF> Bearings «4 Hangers 


Medart Bearings and Hangers are substantial—sturdily built to safely carry more 
than the loads usually imposed upon them. They are sufficiently heavy to main- 
tain proper rigidity under operating vibration and can be easily and quickly erected, 
adjusted and aligned. 





Pillow Blocks and Bearings Standard Drop Hangers 


Pillow Blocks and Bearings are mad: by Medart in a wide Standard Medart Drop Hangers form a rigid ‘“troad bed" for line 
variety of types for general line afting requirements—heavy shafting in general service. Medart Hanger Frames are specially 
rigid ring-oiling types (with or without a i 









justing base plates) proportioned for strength and are fitted with 4-way adjustable 





—wick-oiling and plain oiling types—common flat boxes—solid screws with jam nuts for maintainirg proper alignment of their 

journal boxes—ball and socket pillow blocks and open adjust- bearings. They are equipped with Medart hanger bearings, either 

able types. They can be supplied in any required size, and ring. collar or wick-oiling type. We are also prepared to furnish 

are lined with virgin bearing metal best adapted to speeds and, Universal Drop Hangers, Single Brace Hangers, Sling Hangers, 
| pressures generally encountered. Extension Hangers and Closed Post Hangers. 


| Everything in Line Shafting Equipment 


Besides Hangers, Bearings and Pillow Blocks, Medart makes a complete line of power Trans- 

| mission Equipment. Concentrate your purchases and fill all your transmission requirements 

through Medart Catalog 43, with discount sheet. This affords a simple, direct method of econom- 
ical buying. Engineer’s estimate furnished on your specifications without obligation. 


THE MEDART COMPANY 


(Formerly Medart Patent Pulley Co.) 
General Offices and Works, St. Louis, U. S. A. 


Offices in Chicago, Philadelphia, Pittsburgh and New York. Office and Warehouse in Cincinnati 


197006 

















Steel rim Split Pulley. The rd ; r; 
Prt onr. — om S-in, to 15u-in. diameter, them from stock the day you The las: 
eraatiatort plate tace pulles and up to 60-in. face order. , strength. wWitnetanie . a 
strain 


i 
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Live Leather 
Where the Pull Is Hard 


It’s the lasting resiliency of correctly prepared 
“live” leather, not obtainable in other material, 
that makes this oldest power transmission 


| 
medium the most popular where pull is long and j 
the drive hard. Wy 














Cocheco Belting is cut from the backbone center 
of carefully selected packer steer hide butts; it 
is oak tanned and curried by a special process 
that gives firm and pliable stock; it is carefully 
stretched, stripped and matched by experts; it 
is as dependable, as durable, as serviceable as 
leather helting can be made. 


Made to meet each driving need where the best 


leather belting is desired. The Cocheco Belting 
Booklet tells all about it. 


I. B. WILLIAMS & SONS 


DOVER, NEW HAMPSHIRE, U. S. A. 


} 
K 
Fy 14-16 N. Franklin St. 71-73 Murray St. 
ki Chicago, Ill. New York, N. Y. 
oN 157 Summer St., Boston, Mass. 
~ 
k eo pr ra cit Ee a ae Se 






















When writing to Advertisers please mention Mitt Suppties. 





els Dd 
“f4 is rr 
2 “® Ae 
s AI g be Pw 
7 rd 3i4 Ee -- 
Sa ~~. 


A Manual of - 
Belting Application written 
SOM VeMerliMiie(oeicliiemls 
Every buyer and user of belting 
UM yu Gliomilmrererints 
book. Send for your copy! 


BOSTON WOVEN HOSE & RUBBER CO., Cambridge, Mass. 














Machinists’ 
Vise 









Stationary Base Solid Jaw 
12 Sizes 


Machinists’ 
Vise 


Swivel Base Solid Jaw 
12 Sizes 
2” to 814” jaw 


GUARANTEED 


Yost backs up every vise with a 
“Make Good” guarantee. A 
Yost Vise must make good or 
Yost does. 


Machinists’ 
Vise 












8 Sizes 
3” wo 7” 
jaw 
Swivel Base Adjustable Jaw 








MACHINISTS’ 


VISES 


OST Machinists’ Vises are made in six 

styles and 47 sizes. The Yost line in- 
cludes: Solid Jaw Stationary Base Vise; 
Solid Jaw Swivel Base Vise; Adjustable Jaw 
Stationary Base Vise; Adjustable Jaw 
Swivel Base Vise; “Special” Adjustable Jaw 
Swivel Base Vise, and an especially heavy 
Chipping Vise. 


The excellent metal from which Yost Vises 
are made and their ability to withstand hard 
usage and severe stress has gained a re- 


markable reputation for satisfactory per- 
formance. 


Yost Manufacturing Company 
Meadville, Pa., U. S. A. 


Drill Press Vise 





Vise 


_ Stationary Base Adjustable Jaw 
2 Sizes ; 8 Sizes 
3%” and 5” jaw 3” to 7” jaw 


f Machinists’ 
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Bassicks travel a rough 
| e, road in a smooth way 


AY after day truck casters must roll—roll—roll over 

hard and bumpy factory floors. Weight they must 
support staunchly—goods, packages, materials they must 
transport quickly. 


When your customers ask “What casters give such ser- 
vice?”—think Bassicks. Built of steel, to live a long and 
strenuous life—correctly constructed, to take the hardest 
knocks—designed with rubber tires, canvas cushion or 
iron wheels, to suit every need. 


There is no better way of making steady Caster custom- 
ers than with easy-rolling Bassicks. 


Casters 


The BASSICK COMPANY 
BRIDGEPORT, CONN. 


Catalog 102M contains 
some interesting facts 
about truck casters. It Reg. U.S. Pat. OF 

Bye - is worth writing for For thirty years the leading makers of high grade casters 
for home, office, hospital, warehouse and factory. 
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Old Order 


Changeth / 











For too many years the buying of belting has 
been fraught with uncertainty. A new belting 
was put on a drive with many misgivings—plant 
managers and superintendents had about as much 
confidence in a new belt as they did in the 
weather. 


Beltings were simply classed with other mys- 


teries as something beyond the ken of ordinary 
mortals. 


Buyers have gradually discovered, however, that 
the safest method is to purchase their belting 
by NAME. And as a result, hundreds and thou- 
sands now know that SCHIEREN stands for 
reliable belting,—that it stands now as always 
as a definite guarantee of real value and unvary- 
ing quality. 


The New Era in Belt Buying: 


All of this simply means that we have entered 
upon a new era in belt buying in which the old 
“rule o’ thumb” has given way to a more scientific 
and intelligent practice. 


When it comes to the actual selection of the 
belts to be used in their plants, most buyers now 
employ as the basis for their selection the stand- 
ard brands of some large, well established and 
reputable manufacturer. That is to say, after 
the mechanical requirements of the various drives 
have been determined, as well as the conditions 
under which the belts must operate, the order 
is put through for the particular brand which 
meets these requirements in each case. This plan 
eliminates the necessity of making up detailed 
specifications for the various belts required and 
insures the use of a belt which can be exactly 
duplicated at any future time by merely specify- 
ing the same brand. In this way the responsi- 
bility is passed back to the manufacturer to 


furnish belting that will successfully meet the 
requirements in each case and give lasting service 
on the drives. 


Reliance is placed in the NAME of the manufac- 
turer whose brands are chosen simply because 
belting sold by that manufacturer over a long 
period of years has proved that the name stands 
for long, uninterrupted service—more value per 
dollar spent. 


This new era in belt buying also carries with 
it a definite message of increased sales to mill 
supply jobbers interested in handling quality 
products. 


The name SCHIEREN stamped on the belting 
you sell justifies the buyer in placing his business 
with YOU because he knows that in buying 
Schieren Belts he can expect what his eyes 
cannot see—real VALUE. 


Our series of “Quality Facts About Belting” 
will give you an insight into how we are educat- 
ing the buyer to the use and purchase of good 
belting. And we would also like to outline our 
cooperative sales plan for you, should you be 
desirous of handling Schieren Beltings. A copy 
of the Quality series will be sent you without 
obligation on your part. 


Main Office and Factory 
42 Ferry St., New York 


Tanneries: 
Bristol, Tenn. 





Distributing Branches and Dealers in All Leading Cities 
Throughout the World 





DUXBAK 








When writing to Advertisers please mention Mitt Supptres. 


19 




















ee | 














LA FENDRICH 


et APL b EE Fi, / 


ic — W , 


tN> noes 


“Most Satisfactory Caster 
We Have Ever Used—”’ 


In the factory of the H. Fendrich Com- 
pany, where the famous Charles Denby 
and La Fendrich cigars are made, Faultless 
Truck Casters are used. 


As they put it, ““Faultless Truck Casters 
are noiseless, easy to operate, and easy on 
floors, and although we have given them 
hard usage for one year, they show practi- 


Ss cally no wear. They are by far the most 
ch — ; vs 
satisfactory caster we have ever used. 


nal mae Faultless Caster Company 


Evansville, Indiana 


’ Y, 
4 





FAULTLESS CASTERS 


Makers of Quality Casters for a Third of a Century 
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The Load Sheave 


The Heart of the Block 


In Yale Spur-Geared Blocks the load 
carrying sheave rotates on ball bearings. 


Less work lifts a greater load, more 
quickly. 

Yale Ball Bearing Spur-Geared Blocks 
are the easiest, most efficient and service- 
able because the substantial load-sheave 
ball bearings of chrome-vanadium steel 
eliminate sliding friction where friction 
is greatest. 


The aggressive dealer can multiply his sales volume with 
this new improved block. He can give the user more value 
for the same money than ever before. The Yale Ball 
Bearing Spur Geared Block is priced exactly the same as 
the old model. 

Yale advertising has begun for the new block and the 
dealer who follows it is in line to reap the benefit in 
greater business. 


The Yale & Towne Mfg. Co. 
Stamford, Conn., U. S. A. 


YALE MADE IS YALE MARKED 


UIP PL Cees 





Yale Material Handling 
Equipment includes Spur- 
Geared, Screw-Geared, and 
Differential Chain Blocks, 
Electric Hoists, I-Beam Trol- 
leys, Overhead Crane Equip- 
ment and Electric Industrial 
Trucks, Tractors and Trailers. 


Factory Locking Equipment. To acquire 

locking control, security and conve- 

nience throughout the factory, use Yale 
Master Keyed Locks. 





YALE 


Chain Blocks for a 
Electric Hoists b 


Industrial Trucks | Shifts 





I-Beam Trolleys |= For_, 




















*« Conveying Systems 





Ball Bearing 
Spur-Geared 
Chain Blocks 
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The most satisfactory lacings 
are made with Clipper Belt 
Hooks when applied with 
the Clipper Belt Lacer, uni- 
versally recognized as the 
most efficient lacer in the 
world. More Clipper Lacers 
are in use than those of all 


other makes combined. 
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- forthe Rawhide Pin on the Market 


This lacing pin is an exclusive Clipper product, made of a 


specially treated friction resisting substance—tough and 
durable, yet pliant. 





Exhaustive tests of all types of pins on the market have 
definitely proved that it will outlast any substitute for 
the rawhide pin yet devised. 


Sample pins will be sent upon request to 
~ those whose requirements seem to call 
for a composition pin. 
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Now Ready for Shipment 


ENGINEERING DIRECTORY 


1925 EDITION 


SSS 





, 
| 
| Sellers’ Guide to Supply Houses 


Contains Eight Mailing Lists of Jobbers and Distribu- 
tors of and Dealers in Mill, Mine, Steam, Machinists’, 
Contractors’, Plumbing and Heating Supplies, Machinery 
and Tools. It is a leather bound book of 400 pages, in ; 


convenient pocket size. The price is $3. 


Mill Supply Buyers’ Guide 


Contains 460 pages, 7'/2x101!/2 in., bound in cloth, list- 
ing the products of more than six thousand manufac- 
turers of the lines stocked by the jobbers and distributors 
named above. Trade or brand names of products are 
given. 





An alphabetical list of manufacturers, with street ad- 
dress, is printed for handy reference. Buyers who have 
used the Guide for years say they find it indispensable. 


The Crawford Publishing Co. 


537 South Dearborn St., Chicago 
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| Now, Mr. Dealer— 


It Costs You Nothing to Give 
PULLEY SERVICE 


Hew to give service on motor pulleys, without Rockwood Paper Pulleys are from 1%” to 14” dia- 


tying up too much money in stock has been a 
problem with many dealers in the past. 


A small stock of pulleys always fell short of being 
adequate to cover the range of sizes called for. And 
a big stock with its slow turn-over, made service cost 
too much. 


But now—you can give pulley service without tying 
up one cent in stock. And you can make just as good 
profit. The stock Rockwood Paper Pulleys—and the 
distribution plan behind them—makes this possible. 


We now carry 2194 sizes of Rockwood Paper Pulleys 
in 16 industrial centers. And other distributing 


meters—in a complete range of face widths and shaft 
sizes. 2194 different sizes in all—each a finished pul- 
lev, ready for immediate demand. 


2194 pulley sizes represent too much money for deal- 
ers to tie up ina slow moving item like pulleys. Yet, 
we know after years of experience that it takes all 
these sizes to give real pulley service, without resort- 
ing to boring or turning down, which only increase 
the cost of the pulley and adds nothing to its value. 


We have placed a stock of the standardized sizes of 
Rockwood Paper Pulleys near you. This is your stock. 
Use it—and you can give the pulley service you have 


points are being established. These stock sizes of always wanted to give. 


Listed below are the Rockwood Paper Pulley warehouses established to date. Order from 
the warehouse nearest you giving the diameter of pulley wanted, width of belt to be used, 


shaft size and dimensions of keyway in shaft. Ask for booklet, (form 546). 


BOSTON, MASS., ROCK WOOD PAPER PULLEY STORES, Inc., Olmsted-Flint Company, Cambridge . - . - All Sizes 2 to 14 in. dia 
CHICAGO, ILL., ROCKWOOD PAPER PULLEY STORES, Inc., Chicago Electric Company, 740 W. Van Buren St. - AllSizes 2 to 14 in. dia. 
CINCINNATI, O., ROCKWOOD PAPER PULLEY STORES, Inc., The Doermann-Roehrer Co., 450-456 East PearISt. - All Sizes 2to10 in. dia. 
CLEVELAND, O., ROCK WOOD PAPER PULLEY STORES, Inc., The Strong, Carlisle & Hammond Co., 1394 W. Third St. All Sizes 2 to 14 in. dia. 
DENVER, COLO., ROCKWOOD PAPER PULLEY STORES, Inc., The Hendrie & Bolthoff Mfg. & Sup. Co., 1635 17th St. All Sizes 2 to 8 in. dia. 
DETROIT, MICH., ROCKWOOD PAPER PULLEY STORE, Inc., Spaulding Electric Company, 1344-1346 Michigan Ave. All Sizes 2 to 14 in. dia. 
} INDIANAPOLIS, IND., ROCKWOOD PAPER PULLEY STORES, Inc., 1801 English Avenue - - += + «+ All Sizes 2 to 14 in. dia. 
| KANSAS CITY, MO., ROCKWOOD PAPER PULLEY STORES, Inc., Webb Belting Company, 1501 West Twelfth St. AllSizes 2 to 10 in. dia. 
LOS ANGELES, CAL., ROCKWOOD PAPER PULLEY STORES, Inc., Illinois Electric Company, 313 S. San PedroSt. All Sizes 2 to 20 in. dia. 
NEW YORK CITY, ROCKWOOD PAPER PULLEY STORES, Inc., W.A. Jones Fdy & Machine Co.,Church and Murray Sts. All Sizes 2 to 14 in. dia. 
PHILADELPHIA, PENN., ROCKWOOD PAPER PULLEY STORES, Inc., Charles Bond Company, 617 Arch St. - - AllSizes2to14 in. dia. 
PITTSBURGH, PENN., ROCKWOOD PAPER PULLEY STORES, Inc., Transmission & Belting Co., 325 Second Ave. - AllSizes2 to 12 in. dia. 
SALT LAKE CITY, UTAH, ROCKWOOD APER PULLEY STORES, Inc., Capital Electric Co., 310-314 W. Second South St. All Sizes 2 to 8 in. dia. 
SAN FRANCISCO, CALIFORNIA, BUZZELL ELECTRIC WORKS, 532 Sansome St. oe - s£ + oe Ss Most Sizes 2 to 18 in. dia, 
SEATTLE, WASH., ROCK WOOD PAPER PULLEY STORES, Inc., Seattle Hardware Co., 501 First Ave. South - All Sizes 2 to 14 in. dia. 
ST.LOUIS, MISSOURI, ROCKWOOD PAPER PULLEY STORES, Inc. 801 North Second Street - - « . AllSizes 2 to 14 in. dia. 







2194 
STOCK SIZES 
ROCKWOOD PAPER PULLEYS 














THE ROCKWOOD MANUFACTURING CO - Indianapolis, Ind. 
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are made in the following styles: 





Countershaft Clutches 








Line-Shaft Lig 





ht Duty 













































































Edgen nt 4 lI Hatt ‘ ite! ) t Sha Light Duty 
1 vit} yy ip wit solid 
evs nd ng heavy 
on 
ee we » 24 
Type I ‘l r po 100 
Line-Shaft with Exte 
Edg , Extended Sleeve Clut r 
: : cand. aval n pe 
ge n ht 
vic whe $s not if 
engagen i Ty 
Line-Shaft Heavy Duty Cut-Off Couplings Hi 
— 7 alten I : Edgemont Friction Cut-Off } 
evel nont = Line-SI "s I shag als Couplings are made in the same i 
Du ( Ss, with Type ¢ ty as Edgemont Friction 1] 
frictions stand rv Clutches. for both heavy and Hil 
ice and abuse t ‘lutch is light duty The bearing end of il] 
hrown in and continuously the shaft runs in a bronze bush i 
and picks up heavy loads. Wear ing whi h is liberally supplied \i\| 
: with oil from a chamber sur | 
mg parts enclosed rounding the bearing Hy 
Ht 
I 
ar} | 
Dealers can meet all demands for friction clutches iii! 
from the Edgemont line. Our special engineering 


service will help you sell. 


The Edgemont Machine Co. 


DAYTON, OHIO 

















ALLEN 


the 30% stronger hollow screw 


30% extra strength over broached hollow screws— 


the only other kind made. 


Cold-drawn by a pat- 


ented process which increases the density of the 
steel around the socket-hole, and heat-treated scien- 
tifically according to size and style of point. 


The Allen process makes deep, perfectly formed socket-holes, 


with no chips 


in the bottom. 


The entire length of the 


“Allen” is utilized either for solid metal at the point, or 
depth of socket for the wrench. All sizes in stock from % to 


1%” 


diameter; any length, point or thread. 


Also Socket 


Head Cap Screws, Pipe Plugs, Tap Extensions and Socket 


Wrenches—All 


en process. 


The Allen booklet, with its charts of sizes and 
prices, will make itself useful to every mill sup- 
bly dealer who sends for it. 


The Allen Mfg. Co. 


143 Sh 


SS 


eldon St. 


Hartford, Conn. 





EDGEMONT | | 
Friction Clutches / Sy | 
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WATSON-STILLMAN 
HYDRAULIC FITTINGS 


MADE FROM SOLID FORGED STEEL 
FOR HIGH PRESSURES 





Too much care cannot be taken in the selection of 
hydraulic fittings. You do not want to take down a line 
of piping to replace defective fittings when this necessi- 
tates a full or partial shutdown of your plant. Watson- 
Stillman fittings are tested far beyond their rated strength 
and insure you against this loss and annoyance. We 
build everything necessary to the installation of hydraulic 
systems from pipe to press. Our experience of nearly 
70 years is at your disposal. 


Write for catalogs. 







































2O years 
without a “drink!” 


Twenty years of service is a long time. Long enough 
to test any bearing. Long enough to prove that the 
Arguto principle is right. Long enough to merit 
the enthusiastic praise of the thousands who know 
the economy and durability of Arguto Oilless Bear- 
ings. Long enough to warrant their use in your 


products. 
. . 
Ask for more information 
We quote from the letter of a 
prominent manufacturer of abra- 
sive machines, who, like hundreds 
of others, has satisfied himself that 
‘ait Arguto Oilless Bearings perform 
gre OT nets better even when neglected, than 
ty ~ cus $s : : 
qt 98 ons out at Me ree metal bearings do with frequent 
pat Ted ME one  Fenines: and troublesome attention. 
nto siD® gins A ewe, ° ‘ ‘ 
GUNN ver Oy we Further detailed information re- 
sanetS._ xe ed nit et = z 
Farjyutectin’ AM ye COUNTED garding these remarkable bearings 
seats ea Grind ne of will be sent upon request. 
¥ an© ane are ine 
enatt Ber a, um 
c may the ese ~ TT ~ 
Artal MEren St. 10, toinet ArcuTO OILLEss BEARING Co. 
yntAcT paced tine ao Wayne Junction, Pa. 
we yns) sy)* 
mits ko atte pete 
te 
wee 











OILLESS BEARINGS 
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Three Important Reasons for the Unusual Efficiency of 


; * 
oy f° « . ie ee a 7 i al | 3e] 
itacular Suction Belting 
PATENTED AUG. 7, 1923 

1. The specially treated soft chrome strips give high pulley grip. 
2. Vacuum cups increase pulley adhesion to the utmost maximum. 


3. Ventilating channels eliminate air pockets between belt and pulley. 

















IMustration shows 


pulley side. iF ts 3 





Tentacular Belts 


cavt slip. 





Alexander 


1¢ SOUTH STREET 


Our Tentacular Booklet tells why 
this belt gives high efficiency in 





power transmission, 








Brothers 
PHILADELPHIA 


Vanufacturers and Sole Licensees 


for the United States and Canada. 














‘The CHICAGO Line” 


Power Transmitting Appliances 





“DAGGETT” BALL BEARING 
HANGER BOX 








Ball Bearing Hanger Boxes 


CONSIDER THEIR ADVANTAGES. 
Fit present hanger frames. 

Simplest possible construction. 
Lubricate but two or three times a year. 
Hot bearing impossible. 

No noise—no dirt. 

No dripping of oil. 


Each Bearing fitted with two high class Ball 
Bearings. 


This is only one of many power saving specialties 
of CHICAGO LINE EQUIPMENT. 


SEND FOR CATALOG No. 12 


Chicago Pulley & Shafting Co. 


MAIN OFFICE: 
17 No. Desplaines St., 
Chicago, Ill. 
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SKF” is linked with a world-wide 
reputation for delivering satistactory ser- 
vice, and to an investment too large to be 
jeopardized by non-performance of any- 


thing with which it is connected. 
. 


Therefore SKF 
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provides a super- 


vision of factories throughout the world 
and an international organization for 


scientific research in engineering, 1 
facturing and merchandising to ass o 
the user a full measure of performance in 
productsendorsed withthe mark SKF 








All the above literature imprinted with your name and address 
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Have delivered satisfactory service 


| 

| 

| 

| throughout th 
i , st 17 years. " 
i | and 
| | 
| 





e world during the 


ficiency have long 


> 
SKAYEF HANGERS 


heir dependability 








The large 48-page bulletin is chock full of pertinent questions and 
answers which your salesmen are most likely to require, with a history, 
in word and picture, of the fight against friction and the development 
of Skayef Self-Aligning Ball Bearing Hangers—of which more than 


2,000,000 are now in use throughout the world. 


And another factor in helping you get the coveted signatures on 
the dotted line is the unbiased, fai fact surveys prepared ex- 
clusively for us by the A. C. Nielsen Co. of Chicago, which place 
in your hands and that of your salesmen real figures showing dollar 
and cents savings in many of the leading plants in the United States. 
Your first step to get some of this business is to write us NOW for 
full details of our attractive agency plan. 


The SKAYEF BALL BEARING COMPANY, 165 Broadway, New York 
9 


BALL BEARING 
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Puts the 


Another Handful of Aids to Help 
Land Your Prospects! 


ST month we gave you a flash of the intensive direct mail campaign which is helping dealers of Skayef 
Self-Aligning Ball Bearings to “clean-up.” Another step in the “go-getting” plan is shown above. A series 
of dynamic folders, each one dramatically portraying and pounding home a vital factor why Skayef Self-Aligning 
Ball Bearings are necessary in industry to stop the hidden leak in profits, speed up production and make plants 

run at their highest efficiency. 





| 
SKAYEF REEPLACE BOXES 


Developed to meet conditions 
where it may be impractical to re- 
move present hanger frames. Fit 
regular hanger frames of corres- 
ponding shaft size. Are securely 
clamped to shaft. Take care of 
shaft contraction and expansion. 
Require no adjustment. 








Righc Bearin 
in the 
Right Place 
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Every industry that turns a 
wheel must make both ends meet. 
And making belt ends meet is no 
small factor—production consid- 
ered. Production depends upon 
the belt; the belt in turn upon its 
joining. Continuous production 
is the goal—eliminating unneces- 
sary losses in time and _ labor. 
Many modern plants, by the 
standardization of Crescent Belt 
Fasteners have reduced belt join- 
ing troubles to a minimum — 
added to their continuity of pro- 
duction. Antiquated methods 
which mutilate and weaken the 
belt fibres have been discarded, 
with other production and time 
thieving heirlooms. A “Crescent” 
joining is the modern method of 
joining belts. An interesting and 
practical “belt joining” booklet is 
yours for the asking. Write to the 
Crescent Belt Fastener Company, 
247 Park Avenue, New York. 
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CRESCENT 


BELT FASTENERS 
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HILE this is an era of efficiency 

which tends to take personality out 
of business, HEWITT believes that the 
highest service comes with individual in- 
terest to the individual customer. 


Every member of the HEWITT organ- 
ization, from the mill mixer to the man- 
ager, has been trained to put himself in 
the position of the purchaser. With this 
dominant idea the customer WILL be 


served most satisfactorily. 


Through the era in which we are now 
passing, and in the future, HEWITT 
will endeavor to preserve this tradition. 


With such a policy steadfastly main- 
tained and with a complete line of in- 
dustrial rubber products, HEWITT 
makes an ideal proposition for every en- 
terprising Mill Supply Dealer. Write 
today. 


HEWITT RUBBER COMPANY 
BUFFALO, NEW YORK 
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reakdown Insurance 


Answer that telephone, your friend is in trouble! 


When a hurry-up call comes from the Mill Superinten- 
dent telling you his belt broke and he will be down until 
you deliver, what do you do? 


Oh! Mr. Jobber, why don’t you tell your customers and 
your prospects about these things? When Republic origi- 
nated the five point policy, full realization was had of your 


importance, and an honest desire to help you prompted 
the question. 


“What does the Jobber want or expect?” 


The result was the five point policy issued Oct. Ist, 1923, 
and a service plan to broadcast you as the most important 
medium of distribution. 


Read the five points and write us for information regard- 
ing our sales plan. 


The Republic Rubber Company 
Youngstown, Ohio 


INNo Branches 


REPUBLIC 


BELTING - HOSE - PACKING - MOLDED 
LATHE CUT GOODS 








na wren meneame eo 























ar 
$1 
si 


Dp 

















There Is a Sales Force in the Name 
Like the Quality in the Metal 


The universal and time-tested acceptance You would have difficulty in finding a user 
of Bunting Phosphor Bronze as the highest of bearing metal who does not know and 
obtainable quality in bronze bearing metals 


and the consistent national advertising sup- aperecsase Exmrng eae exureuiaiare 
porting it constitute powerful solvents of prospect and customer is thoroughly sold 
sales resistance for the jobber selling it. before he enters your market. 





Cored and solid bars of 
Bunting Phosphor Bronze 
are stocked in 31 different 
sizes. Hundreds of other 


The Bunting Bronze Bar 
Shop Assortment is a fast 
selling specialty—5 of the 
most popular bars in a 
strong wooden box with a 
hinged lid. 


sizes can be almost instant- 
ly delivered. 








Look into the 


We have a good sales opportunity 


proposition for the 





The Bunting Brass 





FE suswess cuARacrEs | . . , Bunting Bars 
mill supply jobber. ive Leatens j & Bi onze Co. offer. 

® Association 4 ‘ 

f raseras | Toledo. Ohio 





Branches and Warehouses at 


NEW YORK CLEVELAND 


Dons 


FE. ! CHICAGO 
West 54th St - St. Clair Ave. N. 1] 722 S. Michigan Ave 
Columbus Main 5991 (2015 S. Michigan Ave 
after May Ist) 
PHILADELPHIA SAN FRANCISCO Wabash 9158 
fe Arch St 198 Second St _ BOSTON 


6 Oliver St 
Main 8488 


BUNTING 


pp gp ee 
a hs o ge 


CORED and SOLID BARS 


FATEN F © © 





























What they are 
about Jenkins Valves 


—in power plant papers 


“Jenkins Valves used through- 
out Atwater-Kent new power 
plant.” 

“In 1913, these valves, installed 
on boiler feed pumps, were put 
in service in the power plant of 
the Win. Wrigley, Jr., Company, 
Chicago, Ill Mr. William 
Robertson, Chief Engineer, in- 
forms us there has been no 
repair or maintenance cost since 
that time 








—in intimin papers 
“Valves shown here are installed 
on line from house tank on 27th 
floor of the new America in Tele- 
phone and Telegraph Co. Build 
ing, 195 Broadway, New York 


City.” 

“They're your valves to many 
people. Let yourself be repre- 
sented by valves made for the 


maximum service, not merely 
the average.” 
—in architects’ papers 


“Henry and Foulke Dormitory, 
Princeton University, in which 





Jenkins Valves ire used 
hroughout.” 
Roosevelt Hotel power 
plumbing and _ heating 
equipment, ‘for which hundreds 


of Je nkins Valves are used.’ ” 


—=§i} petroleum papers 
“Jenkins Valves may be sup 
plied, when ordered, specially 
tested for oil service.” 


‘This picture shows a_ typical 
oil installation of Jenkins 
Valves. This battery of Stand- 
ard Iron B Cross Valves was 
taken in a Tulsa refinery.” 





—in refrigerating papers 


‘*Always tight—no trouble,’ is 
the comment of Mr. P. J. Scan- 
lon, Plant E ngineer of the 
Mountain Ice Co., Newark, 
eee 


—in laundry papers 


‘Increases washing output 300 
Ibs, reports Mr. Masterman, 
Chief Engineer, Hotel Pantlina, 
Grand Rapids, Michigan.” 


best we ever used’—Cas 
cade Laundry, Sacramento 
Calif.” 


—in — papers 
here strength in a Jenkins 


or type 


selected 








exp 







+ HE extracts quoted are 
from current Jenkins adver- 
tising in a partial list of fields. 
The complete list blankets the 
valve users in every trade and 
industry. 


Your customers are reading, 
in their own business papers, 
about Jenkins performance, 
about new Jenkins installa- 
tions, about types of valves 
specially suited for use in 
their field, and about the ad- 
vantages of Jenkins superior 
design and construction. 


Tie up your own sales efforts 
with this publicity, which in- 
cludes (1) advertising appear- 
ing regularly in over a hun- 
dred publications, (2) wide 
circularizing, and (3) thou- 
sands of calls made in person 
by Jenkins service representa- 
tives. 


Jenkins advertising aims to 
help you sell Jenkins Valves. 


JENKINS BROS. 


80 White Street New York, N. Y. 


524 Atlantic Avenue .....Boston, Mass. 
133 No. Seventh Street......Philadelphia, Pa. 
646 Washington Boulevard Chicago, Ill. 


JENKINS BROS., LIMITED 


Montreal, Canada London, England 


FACTORIES 
Elizabeth, N. J. 


Bridgeport, Conn. 


Montreal, Canada 





Always marked with the” Diamond” 


yenkins Valves 


SINCE 1864 


reading 


—in lumber papers 


“150 miles from a supply house, 
the Henderson-Waits Lumber 
Co., Caryville, Fla.—can’t afford 
to take chances. me 3. 3. 
Calloway, Master Mechanic, 
says, ‘We use Jenkins Valves 
altogether as we find they give 
the best service. 


—in marine papers 


“Jenkins Valves are doing their 
bit in helping to maintain the 
prestige _of the powerful, mighty 
U. . California. They are 
ote in fire prevention systems, 
heating, and elsewhere, and are 
worthy of this recognition of 
their superiority.” 


—in textile papers 


“On practically every pipe line 
in the Dan River Cotton Mills, 
Danville, Va., Jenkins Valves 
are installed. Mr. W. T. Hogg, 
Master Mechanic, states, ‘When 
we want dependable valves for 
special jobs, we use Jenkins 
Valves.’ 


““Add to the long list of suc- 
cessful mills standardizing on 
Jenkins Valves, the Eagle and 
Phoenix Mills of Columbus, 
Ga.” 


—in paper mill papers 


“The Jenkins Y or Blow-off 
Valve is well suited for control- 
ling the flow of thick fluids in 
paper mills.” 


—in a hotel paper 


“Guest satisfaction, and a maxi- 
mum return from capital in- 
vested, two objectives in hotel 
management, are materially pro- 
moted by Jenkins Valves. 


Hundreds of different types are 
installed in the Los Angeles 
Biltmore as well as in numerous 
other first class hotels through- 
out the United States and else- 
where.” 


—in a hospital paper 


“Tenkins Valves are used 
throughout the Nurses Home of 
Abington Hospital, Abington, 
2 he 


“Valves for all hospital require- 
ments, from engine rosm_ to 
surgical operating room.” 


—in a railroad paper 


“Tenkins Valves were chosen for 
valve equipment for 15 of these 
oil-burning locomotives recently 
built by Baldwin Locomotive 
Works, for the St. Louis South- 
western Railway. 
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Caldwell Conveying and Power 
Transmission Machinery 


Used Throughout Industry 















Caldwell equipment is playing a big 
part in the successful operation of 
factories throughout the country. 


Since 1875 Caldwell has held strictly 
to the basic principle of its founders, 
“Quality with Prompt Service.” 


Make Caldwell products a part of 
your regular stock. They will extend 
your markets to every industry. 


Send for Catalog MS-45 


H. W. CALDWELL & SON CO. 


LINK-BELT COMPANY, OWNER 









Chicago : 1700 S. Western Avenue 
New York : Woolworth Building 
Dallas 810 Main Street 


Link-Belt Company Offices in Principal Cities 
C-21 











CALDWELL 
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A Partial List of 
Contents 


Illustrations, data, dia- 
grams and tables on gears 
and pulleys of every type 
and size, on hangers, 
pillow blocks and flex- 
ible couplings. Friction 
clutches, compression 
couplings, etc., etc. Speed 
reducing equipment, spur 
gear speed reducers, en- 
closed worm gear drives 
are illustrated, diagramed 
and tabulated. We doubt 
whether any other book 
contains as much author- 
itative data on power 
transmission, 


Jones 


Power Trans. 








A 24 Ounce Library on 
Power ‘Transmission 


This 448 page book is less than an inch thick. It is the last word— 
a handy ready-reference library on the transmission of power. It 
is the latest—just off the press. 


It shows a wide variety of appliances for power transmitting, with 
usable information about each type of equipment. The many 
diagrams and tables are practical and easy to understand. 


Every engineer, manufacturer, purchasing agent and plant execu- 
tive should have a copy of this handy, compact, thoroughly indexed 
book. In it are expressed over 34 years of specialized experience 
in the power appliance field. 


It is free. Send for your copy today on your business letterhead. 


W. A. Jones Foundry & Machine Company 


Main Offices and Works: 4411 West Roosevelt Road, Chicago 
Pacific Coast Representatives: The King-Knight Company 
San Francisco Los Angeles Seattle 
Branch Sales and Engineering Offices: 
New York Pittsburgh Cleveland Buffalo Milwaukee Detroit 
Church and Murray Sts, Union Trust Bldg. 226SuperiorAve. N.W. 45 Pearl St. 425 E.Water St. 137 E. Woodbridge St. 
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Interesting 
Facts on the 
Spiller’s Elevator 


Workhouse, 204 ft. 
high, cap. 444,000 
bu.; 38 tanks, 115 ft. 
high, 26 ft. diam., 
cap. 41,700 bu. each; 
26 interspace bins, 
10,000 bu. cap. each. 
Total cap. plant over 
2,200,000 bu. The 
speed with which the 
Spiller’s Elevator was 
erected is claimed as 
a world’s record for 
this type of structure 






















Great New Canadian Elevator installs 
Two Miles of Diamond Grain Belts 


The last word in grain handling efficiency was wanted— 
hence the specification of Diamond Belting. 


The Spiller’s Elevator (Vancouver Terminal Grain Co.) 
simply follows the lead of other recent gigantic installations. 


Actual performance alone counts, and the steady, reliable, 
all-round superiority of Diamond Belts has brought striking 
recognition of their value. This applies to not only grain con- 
veying service, but to every phase of industry and every 
variety of belt service—conveyor, elevator or transmission. 


Write our nearest Branch Office for further information. 


THE DIAMOND RUBBER COMPANY, Inc., Akron, Ohio 


Atlanta Boston New York Kansas City Philadelphia 
Chicago Dallas Seattle Los Angeles San Francisco 


Diamond 


Elevator and Conveyor Belts 
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ATKINS 


SAWS—SAW TOOLS—MACHINE KNIVES—METAL CUTTING MACHINES—HACK SAW BLADES— 
FRAMES—GRINDING WHEELS—CANTOL BELT WAX—UPSET SWAGES AND SAWMILL SUPPLIES 





E_C.ATRINS & CO. INQUANAPOUS, IND, 








Atkins Upset Swages for Solid and Inserted 
Tooth Saws 





Kwik-Kut Metal Cutting Hack Saw Machines, 
belt or motor driven; capacity up to 8 by 8 in. 
More economical than Circular Metal Cutting 





Metal Band Saw Machine for cutting all kinds of “, Saws 
metal; can be driven by belt or motor; capacity Akh Won Biches Tack Saw indes for 
# aa - : 
weep ne yh hand frames; can be twisted and abused but 
it will not break in work. Send for sample. V6 
JID, fe 









&: | 
Qard 


Inserted Tooth Circular Saws, Teeth & Holders; Band Saws, Narrow and Wide, made from Solid Tooth Circular Saws for saw and planing 
for light, medium and heavy mills. “Silver Steel” in widths of % in. to 18 in. mills, woodworking and furniture factories. 





Send us your inquiries for Saws of all kinds, Saw Tools and Saw 
Mill Supplies. Manufacturers of Acrolite and Ferrolite Grind- 
ing Wheels for Saws, Knives, Tools, Iron, Brass, Copper and 
other metals. Distributors of Cantol Belt Wax in paste, bar, 
stick and liquid form. 





Acrolite Wheels for Saws, Write nearest point below for complete catalog No. 19 
Knives and Tools. 


| “Wax YOUR SEL TS" 
z 


<é 


Ferrolite Wheels for Iron, 
Brass, Copper, etc. 











= Twax Tous atte” 
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————— 
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Saw Frames Machine Knives for Every Purpose 
Template paper for the asking 








Sear 

\ BELT WAX 

\ \WATERPROOF OILPROOF 
Stops Belts from Slipping AAA Hack 


Write for free sample 


| 








‘‘A Perfect Saw For Every Purpose’’ 


E. C. ATKINS & COMPANY 


Established 1857 The Silver Steel Saw People 
Home Office and Factory Indianapolis, Indiana 











Canadian Factory, Hamilton, Ontario Machine Knife Factory, Lancaster, N. Y. 
Branches Carrying Complete Stocks in the Following Cities 
Atlanta Memphis New Orleans Portland Seattle Paris, France 
Chicago Minneapolis New York San Francisco Vancouver, B. C. 
38 


When writing to Advertisers please mention Mitt Supp tes. 





OF (EEE LOE 


LOE OI 


a hee aes 


are 


ae Pr Basa 2 a a Sa 
LE Ee eae : 











PT LT 


ET SINT 


NE St PEE ACEP, 


TRAIT 











KRULL QUPPL 














BENDING PIPE 


WITHOUT BREAKING OR BUCKLING 


UNIFORMITY—In “NATIONAL?” Pipe this qual- requires that the 
ity is given first and last attention. Uniform ore, pipe shall be 


uniform refining in large quantities, uniform rolling 

with modern mill equipment, uniform tests and in- LOM 
spection, all combine to give exceptional uniformity. UNIFO 
DUCTILITY—“NATIONAL” Pipe is particularly STRONG 
noted for its high degree of ductility. The possession 

of this quality makes the pipe especially adapted for 


bending into coils and various shapes with most sat- DUOC y, VLE 
isfactory results. 


STRENGTH—The walls and welds of 
“NATIONAL” Pipe have great strength which per- 
mits manipulation without detriment to the fitness of 
the pipe for whatever service it is intended. High 
grade, uniform steel rolled by modern methods, gives 
a strong, sound weld that is indispensable to good 
results in bending. 





Ask for “NATIONAL” Bulletin No. 1— 
Characteristics and Advantages of “NATIONAL” Pipe 


NATIONAL | UBE COMPANY 


Frick Building, Pittsburgh, Pa. 
DISTRICT SALES OFFICES IN THE LARGER CITIES 
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Wickwire Spencer begins to 
make rope at the mines. Every 
process all the way from the ore 
is controlled within one organ- 
ization. 


The result is wire rope of uni- 
form top quality, the kind that 
makes repeat orders. 


WICKWIRE SPENCER 
N Cay fF 
L\/ 


Wickwire Spencer Steel Corporation 


General Offices 
41 East Forty-second Street, New York 


Worcester Buffalo Philadelphia Cleveland Detroit Chicago San Francisco 
Los Angeles Seattle 
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Dependability 





baamnel with the use of 


Powell Valves 


For every purpose— 


High, medium or low pressures; screwed 
FIG. 256 or flanged ends. Material and workman- 
Extra Heavy Iron Body Globe _ ship are of the best. A\lll valves thorough- 


Valve, f ki 
to 250 oats. mg Pressure NP ly tested before leaving the factory. 


Write for 


Descriptive Literature 


FIG. 3420 


THE WM. POWELL COMPANY Extra Heavy Steel Gate 


Valve with Rising Stem. 














DEPENDABLE ENGINEERING SPECIALTIES For 350 lbs. working steam 
pressure 800°F. Total 
CINCINNATI, OHIO Temperature. 
40 When writing to Advertisers please mention Mitt Supp irs. 
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“the journal of quality ”’ 


AN INDEPENDENT MONTHLY JOURNAL DEVOTED TO THE INTERESTS OF THE 
JOBBERS AND MANUFACTURERS OF MILL, 


STEAM, MINE AND MACHINERY SUPPLIES 





FOUNDED IN 1910 BY 








ELMER CRAWFORD 
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THE CRAWFORD PUBLISHING CO. 
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ATLANTA AND ATLANTIC CITY 
The National Supply and Machinery Distributors’ 
Association has decided to hold its convention on 
Monday, Tuesday and Wednesday, April 27th, 28th 
and 29th, at Atlantic City, with the Ambassador 
Hotel as headquarters. This selection of place and 
dates appears to be based on admirable good judg- 
ment. While it is regrettable that there will be no 
triple convention this year, it is now more prob- 
able that the National association’s gathering will 
be successful, because many manufacturers from 
the eastern territory will be able to visit with the 
National association members at Atlantic City, be- 
fore leaving for the Atlanta convention. 
According to present plans, the American Supply 
and Machinery Manufacturers’ Association will hold 
only one formal convention this year. That will be 
a joint gathering with the Southern Supply and 
Machinery Dealers’ Association at the Atlanta Bilt- 
more Hotel in Atlanta on Tuesday, Wednesday and 
Thursday, May 5th, 6th and 7th. It is highly desir- 
able for manufacturers, who are interested in south- 
ern markets, to attend this joint convention and help 
to make it a success. 
The officers of the National association were con- 
vinced that they could not secure a good attendance 


of their members if they held their convention in 
Atlanta, and while they are sold on the general 
value of a triple gathering of the three mill supply 
associations, they deemed it unwise to join forces 
this year with the members of the other two asso- 
ciations. 

Regardless of individual opinions as to what 
should or should not have been done, it is now up 
to the mill supply field to accept the situation as it 
exists, and for the members of both the National 
and the Southern associations to do everything pos- 
sible to make their conventions successful. As for 
the manufacturers, how could anything be more 
alluring than to bask in the spring sunshine along 
the boardwalk for a few days, inhaling the health- 
giving sea ozone, renewing acquaintances among the 
National distributors-—and making new business 
connections—and then going down to the beautiful 
new Atlanta Biltmore hotel in Atlanta for a few 
days of glorious southern sunshine and hospitality? 

Manufacturers, why not adopt the slogan, “On 
to Atlanta via Atlantic City?” 





NEWS THAT SUGGESTS SALES 

Two news items which appeared in the daily 
press within the past ten days contained information 
which may well be utilized by mill supply houses 
with beneficial results. They were both pertaining 
to matters which are closely related. One is a report 
on a fire prevention program; the other tells of the 
renewed efforts of a leading railroad company in 
accident prevention work among its employes. 

It appears from the first of these reports that 
there are now 331 cities throughout the United 
States co-operating with their respective chambers 
of commerce in the fire prevention program of the 
United States Chamber of Commerce, and in each 
city concerted action is being taken for the education 
of the public in the ordinary hazards which cause 
loss from fire, as well as in supplying improved fire- 
fighting facilities for the municipality. 

The news item about the railroad’s program cites 
the fact that the Baltimore & Ohio Railroad Com- 
pany, through its safety department, is renewing its 
efforts among employes to guard their eyes from in- 
jury, especially the classes of employes whose sight 
is exposed to flying particles. For several years the 
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company has been furnishing goggles for protecting 
the eyes of employes in the shops and in other occu- 
pations, where the use of such goggles is essential. 

During the period from November, 1923, to Octo- 
ber, 1924, there were a total of 480 eye accidents to 
employes in industries within the state of Maryland, 
according to the records of the industrial accident 
commission of that state. One of these accidents 
resulted in total blindness, in 31 cases one eye was 
lost by each injured person, 19 accidents resulted in 
impaired vision and 429 in temporary impairments 
of eyesight. 

Since the Baltimore & Ohio railroad started fur- 
nishing goggles to employes, material reductions 
have been made in eye injuries, and when such acci- 
dents do occur, it is generally found that the safety 
rules of the company had been disregarded. 

Sales managers in mill supply houses selling safe- 
ty equipment should impress on their salesmen the 
possibilities of utilizing the substance of these and 
similar reports to impress on industrial establish- 
ments the importance of paying more attention to 
fire and safety appliances. 

One middle western mill supply house sales man- 
ager makes it a hobby to try to sell fire fighting 
equipment and safety appliances to all new build- 
ings within his city. He has been successful to the 
extent of equipping fully 90 per cent of the buildings 
erected within the past year with all of their equip- 
ment in this line. 

We do not suggest that all mill supply house sales- 
men make fire fighting and safety appliances a 
hobby, but we do believe that when there is a well 
defined movement underway to impress upon indus- 
tries and the general public the great need of 
equipping themselves against the perils of fire and 
accident, that it would be well to take advantage of 
the lessened sales resistance of buyers, and without 
reducing the efforts to push the “bread and butter” 
lines, to add a little profit here and there by selling 
this special class of equipment. 





SEND IN YOUR SUGGESTIONS 

What wastes need elimination in the mill supply 
field? What industries, whose products are dis- 
tributed through the recognized mill supply houses 
of this country, and whose lines have not yet been 
simplified, may be induced to start a simplification 
program, with a view to cutting out unnecessary 
sizes and varieties, thus reducing the number of 
items which their distributors are forced to carry, 
with a consequent reduction in the cost of doing busi- 
ness ? 

The Department of Commerce, through Ray M. 
Hudson, chief of the division of simplified practice, 
has requested the editor of MILL SUPPLIES to con- 
sider the industries within the mill supply field, and 
to suggest to the division what further wastes can 
be eliminated in this field. 

Here is an opportunity for manufacturers and dis- 
tributors alike to assist in formulating a program 
which will be very beneficial to all factors in the 
mill supply field. 

Send in to MILL SUPPLIES any suggestions you 


may have for additional simplification proposals, and 
these will be properly correlated, and the substance 
of them will be forwarded to the division of simpli- 
fied practice at Washington. 

Everybody connected with the mill supply field 
knows the benefits that are accruing in the work of 
simplification. The good work must go on, and there 
are still plenty of lines in which it can go on. No 
one is better qualified than a mill supply distributor 
to suggest possible ways of eliminating waste by 
reduction of sizes and styles. MILL SUPPLIES has 
always supported the work of the Department of 
Commerce along this line, and now is only too glad 
to offer its services again in the furtherance of this 
great work. Let us hear as soon as possible from 
anybody with a suggestion along this line. 





MAKE IT A FRIENDSHIP YEAR 

It is refreshing these days, when from so many 
distributing centers come reports of unfriendly 
business relations among mill supply houses, to find 
that in some other sections of this country there is a 
growing realization of the fact that it is possible to 
transact a profitable business, and at the same time 
live as a true neighbor with your fellows in the 
same line. A few months ago the attention of the 
field was directed to the splendid use of a prominent 
Atlanta mill supply house executive’s letter to his 
trade, in which he presented his competitors with a 
nice bouquet, reminding his customers that there 
were other strong mill supply houses in his city, and 
that his company did not presume to be the only 
worth-while distributor. 

Last month another instance of this new co-oper- 
ative spirit was evidenced in the praiseworthy action 
of a group of mill supply houses which expended a 
sizable sum of money in a newspaper advertisement 
to welcome a new wholesaler into their midst. 

In a recent number of a house organ issued by a 
Texas supply house, there appeared on the cover 
page the following statement, which again furnishes 
an example of the trend of the times: 

“There is no industry under the sun that cannot 
be bettered by a constant interchange of ideas, a 
conservation of wasted energies and curtailment of 
mismanaged details. Co-operation with a fellow 
dealer is the one way these things are accomplished.” 

These are truly salutary examples which, it is 
hoped, will spread throughout the entire country. In 
the old days, the co-operative efforts were largely in 
the form of associational activities which revolved 
around price-fixing combinations, and quite properly 
the law stepped in and this type of co-operation 
stepped out. 

Often one hears from one mill supply man about 
the lack of good business ethics on the part of some 
competitor, and a casual conversation with the latter 
will disclose that, in the latter’s opinion, it is the 
other man who is responsible for such practices. 

To the outsider who is acquainted with both men, 
and who knows that each is an individual of good in- 
tentions and desirous of doing the right thing, it is 
apparent in such instances that the main cause of the 
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deep-seated evil is the lack of personal acquaintance- 
ship between the two, and that they could not long 
remain at swords’ points if they came into contact 
with one another in a personal way. 

It is to eradicate such misunderstandings and to 
create the basis for making the mill supply business 
one in which the spirit of brotherly love is predom- 
inant, that frequent contact among mill supply house 
executives in the various territories is highly desir- 
able. 

The lack of understanding is the main reason for 
most of the insidious practices that have made the 
mill supply business one of small profits during the 
past few years. Why not start a series of dinners 
throughout the country, strictly informal affairs, 
without any lengthy business program, and with the 
sole purpose of letting competitors get acquainted 
with one another? 

There is scarcely a city, where there are several 
mill supply houses, in which such a dinner could not 
be arranged if some one distributor will take it upon 
himself to call up the other distributors in his terri- 
tory, and invite them to meet at some convenient 
hotel or restaurant. It has been done very success- 
fully in some cities, and it can be done in every one. 

Those mill supply executives who have time and 
thought for their fellows in the same line of busi- 
ness are not suffering from lack of business. Even 
their competitors speak highly of them, and this is 
certainly helpful. They are not forced to be on the 
defensive, and are able to devote more of their 
thought and energy to building up a good will factor 
that is worth more than all the cut-price, no profit 
sales that they could possibly make. 

It is hoped that MILL SUPPLIES will hear reports 
of numerous local gatherings in the coming months, 
and that no matter what the remainder of this year 
may bring forth in the way of business for the dis- 
tributors, it at least will find that 1925 marked a 
glorious epoch of friendship building in this field. 





SECURING GREATER EFFICIENCY 

The number of new mill supply house catalogues, 
which are making their appearance these days, is an 
indication that distributors are exerting special 
efforts to go after business. In this field, more than 
in most other lines, the catalogue represents an es- 
sential sales expense. It is the silent salesman at the 
beck and call of the customer. 

Because of the importance of the catalogue and 
the fact that so many new ones are now making 
their appearance, it may be well to call to attention 
of the executives in those mill supply houses, which 
are now preparing their new catalogues for distribu- 
tion, that the selection of the list of prospects and 
customers, to whom these expensive books are to be 
sent, is of primary importance. 

Are your catalogues being sent haphazardly here 
and there throughout your territory, or are you se- 
lecting the recipients with a view to making the ex- 
pense involved a warranted one? 

It’s a sheer waste of money to send out an expen- 


sive catalogue to a list of small shops, whose require- 
ments in the mill supply line in the course of a two 
or three year period would manifestly not return 
sufficient profits to the house to offset the cost of the 
catalogue, plus the additional selling expense. 

tecently an experienced mill supply house execu- 
tive, one of the leaders in the field, was interviewed 
by a representative of MILL SUPPLIES, who found 
him laboriously checking a list of names. Inquiry 
elicited the information that this executive had been 
spending hour after hour in this check work because 
the list was to be used to send out his company’s 
catalogue, and he deemed the work of selection of 
names one which should not be delegated to a subor- 
dinate. 

This particular executive had been through the 
mill. Some years ago he had broadcasted his cat- 
alogue over a wide territory, without sufficient con- 
sideration of the importance and purchasing power 
of some of the recipients. He had found that this 
careless distribution of his message was a costly one, 
and is determined that it shall not happen again. 

There can very easily be a great deal of waste in 
connection with catalogues, and it is not only in the 
distribution of them. An example of another kind 
of waste is the disproportional amount of space that 
is alloted to various lines by some of the less expe- 
rienced supply houses, which compile their own 
catalogues. 

Recently a distributor sought contribution for a 
new catalogue from one of the manufacturers whose 
lines he represented. This distributor informed the 
manufacturer that he was planning to use several 
pages of the manufacturer’s listings in a new cat- 
alogue which was then being compiled, and he be- 
sought a contribution of several dollars a page. An 
examination of the sales records disclosed the fact 
that this distributor’s average annual sales of this 
manufacturer’s products did not equal the amount 
sought as a contribution towards getting out a cat- 
alogue. 

The possibilities for the sale of this particular 
product within this distributor’s territory did not 
warrant the use of so many pages in a catalogue. 
To use several pages of valuable space to list lines 
whose sales possibilities could not be stretched, ex- 
cept by wildest imagination, to bring adequate re- 
turns for such an expenditure, is waste of the most 
unreasonable kind. 

It will pay mill supply house executives to consider 
this general subject, and possibly to have a confer- 
ence of their entire sales organization for the sole 
purpose of finding out whether the highest point in 
efficiency has been reached in this branch of the busi- 
ness, whether the catalogues are going where they 
will do the most good and whether they are missing 
any good prospects. 

The fact that many successful mill supply houses 
have discovered that they were well repaid by pay- 
ing more attention to the apparently little details of 
their business should be sufficient reason for others 
to give more attention to the possibilities for profits 
in similar directions. 
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GET READY 


The passing of winter and the coming of warmer weather imparts impetus 
and quickening to all industry. Mills, factories, mines and quarries enter a 
period of increased and enthused activity. Contractors and construction men 
take up their interrupted work on road, bridge, caisson and tunnel operations. 
All will need good hose. Get ready for this certain demand with these tried 
and proven products. 


STERLING braided AIR HOSE For pneumatic tools and air 


drills. The toughest, longest 
wearing hose ever made. Note 
the thick rubber cover and the 
powerful herringbone woven 
jackets. Obviously this hose 
gives longer, better service. 


The contractor’s and construc- 
tion man’s friend because its 
quality and stamina will whip 
the hardest concreting and grout- 
ing job to a finish. Can be made 
in any continuous length up to 
500 feet—another reason why 
contractors prefer it. 





NEVERLEAK braided molded GARDEN HOSE 


Neverleak Garden Hose, for general con- 
struction work requiring a steady flow of 
water not over 34 inch size. A stout, sturdy 
water hose that can always be relied upon 
to earn its cost and make a profit. 








These brands of hose for sale by 
distributors in nearly every import- 
ant industrial center. Ask your 
nearest source of supply. 

















WE BACK THE DISTRIBUTOR 


The Mechanical Rubber Co. 


CLEVELAND, OHIO 
Sales Offices: 4614 Prospect Ave. 
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Unethical Practices in the Mill Supply Field 


All of the Faults in the Business Should Not Be Laid at the Door 
of the Manufacturer, But Both Sides Need to Apply the Golden Rule 


H. L. JOBSON 


Secretary-Treasurer, Richmond Belt Dressing Manufacturing ‘Co. 


I have just read, with much interest, the article in the 
February issue of MILL SUPPLIES, by Mr. C. E. Davis 
on the sins of the mill supply manufacturers, and while 
I am in thorough accord with Mr. Davis as to the injus- 
tice of some manufacturers selling the cream of the trade 
direct, and using the jobber to get the small, inaccessible 
trade, and trade of questionable financial responsibility, 
my experience has’ taught me that some jobbers have 
equally pernicious and peculiar faults of their own. 

It is the policy of our company to sell exclusively 
through jobbers, and we never deviate if we have a 
jobber any where near the consumer who will handle the 
business. We absolutely will not ship a consumer for 
the account of a jobber who does not stock our material, 
but it would probably surprise you to know the number 
of orders we receive for direct shipment from jobbers 
who fall into this category. 

In a certain New England plant our material is pur- 
chased in exceptionally large quantities. This business 
was originated for us by one of our New England job- 
bers who has been very ioyal to us, and whom we have 
endeavored to protect as far as possible. A competitor 
in the same town sent us several orders and inquiries, 
and we always replied, stating we were satisfactorily 
represented in his section and could not sell him, but 
some time ago he evidently decided to get the business 
from the particular large consumer I mentioned. At any 
rate, we received an inquiry from a jobber several hun- 
dred miles distant for a quotation on the same quantity 
said consumer was accustomed to buying, freight prepaid 
to the same town. This, naturally, made us suspicious 
and we hesitated long enough to investigate. We finally 
received the same inquiry from three other jobbers, one 
quite a distance away, before Mr. Pirating Jobber bought 
the material from a jobber 500 miles distant, at full con- 
sumer’s price, plus transportation. 

Now my contention is this: the jobber, who took the 
order from the consumer, knew he was taking business 
from a competitor to which he was not entitled, because 
he knew the competitor had controlled the material for 
that immediate section several years. Furthermore, each 
one of the other three jobbers must have known there 
was some reason why the jobber for whom they were 
trying to buy could not buy direct from the manu- 
facturer. Probably they were as prolific with excuses as 
Mr. Davis says the manufacturers are for their iniqui- 
ties. 

I realize mill supply salesmen often pick up orders for 
material their house does not stock, and often the busi- 
ness may be mutually satisfactory to the consumer, job- 
ber and manufacturer, but when a jobber writes a manu- 
facturer for a quotation and is advised the material is 
controlled, in his territory, by a competitor, I think the 
jobber would show a much more decent spirit if he would 
get in touch with his competitor, rather than resort to 
syndicate buyers and distant jobbers in an effort to cut 
his competitor out of some business and increase his own 
profit by a small margin only. 

I cannot suggest any general panacea for the unethical 
practices of either manufacturers or jobbers, but I be- 


lieve Mr. Davis has the right principle. Manufacturers 
should cooperate to the fullest extent with loyal jobbers, 
protect them from syndicate buyers and competitors who 
welcome business regardless of how they get it, and the 
jobber should show his appreciation of the manufac- 
turer’s efforts by his loyal, consistent support. 

In other, and fewer words, practice the Golden Rule. 





SHEET 


Estimated 


STEEL SIMPLIFICATION 
More $2,500,000 Annually 
By Sweeping Reduction in Variety 


Saving of Than Indicated 


Simplification of variety of sheet steel, the third of 
the eleven principal products of the steel group, fore- 
shadows a saving of more than $2,500,000 annually to 
the industry, according to an estimate furnished by 
Walter C. Carroll, vice president of the Inland Steel 
Company, Chicago, who was a leading figure in the 
movement to reduce the variety of sheet steel sizes. It 
is pointed out by Mr. Carroll that 35 manufacturing 
companies having 686 mills are affected. The production 
involved is 5,000,000 net tons annually. 

Sheet steel has a widely varied demand, ranging from 
the automobile industry, which consumes 37 per cent, 
down to the casket and vault industry, in which the 
demand is less than one per cent. The distribution of 
sheet steel by jobbers is some 13 per cent of the pro- 
duction, ranking second only to the automobile industry. 

Eighty-five per cent of the demand, Mr. Carroll indi- 
cates, was for 15 per cent of the sizes manufactured 
before the simplification program was undertaken. In 
the field of one pass cold rolled and box annealed steel, 
72 per cent of the demand was in 43 of 434 numbers 
made. In blue annealed sheets, 70 per cent of the de- 
mand was in 52 of 523 numbers made. In galvanized 
sheets, 71 per cent was for 110 of 673 items made, while 
in galvanized roofing there was 97 per cent of the de- 
mand for 38 of the 142 varieties made. Eighty per cent 
of the demand in painted roofing was for six of the 
47 numbers made. 

Warehousing of the 1819 varieties made has been a 
huge expense for the distributor, it is pointed out; and 
if the sizes had been reduced by but 50 per cent the 
saving would have been $2,500,000 annually. 





Tribute to W. M. Pattison 

The following editorial comment appeared in the Feb- 
ruary 12th issue of Daily Metal Trade. “W. M. Patti- 
son, Cleveland mill supply dealer and a shrewd busi- 
ness man, is of the opinion that when the impression pre- 
rails in the minds of bankers, manufacturers, jobbers 
and artisans generally, that the business situation is 
about to improve, prosperity usually is knocking at the 
door. He says this feeling is prevalent now. Many 
agree with him and trade indicators are supporting his 
view. A great collective mind force is sure to have an 
influence on human relationships. This is as true in 
business as in religion and politics.” 




















Power and 
Money 
Savers 


FRICTION CLUTCHES 





Friction Clutch 


Dodge Friction Clutches have 
economically and_ efficiently 
served industry for many years. 
The power saved by their use Pict Ciutah 
will pay for the installation the 

first year. 


Dodge Solid 
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What about the prospects for 
friction clutches in your territory? 


There are hundreds of power problems in industrial 
plants in your territory that could be economically 
solved by a Dodge friction clutch installation. 





. Dodge Clutches mean more productive power per 
pinta acs dollar expended in the boiler room. They afford 
3 protection against one machine breakdowns which 

may in many cases mean complete tie up of produc- 
tion. 














Why not investigate the sales possibilities of Dodge 
Clutches? Write us for the complete story. 


DODGE MANUFACTURING CORPORATION 
General Offices: Mishawaka,Ind. Works: Mishawaka, Ind., and Oneida, N.Y. 


Branches: New York Philadelphia Pittsburgh Boston Cincinnati Newark Chicago 
Adanta Minneapolis St. Louis Houston Seattle Portland San Francisco 
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No Mechanism Can Far Surpass 
The Tools That Make It 
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HOLE in asled runner taxed the ingenuity 
of the Eskimo. Fulton’s Clermont taxed 
the mechanical equipment of its day. The 
Leviathan sought still better drills to work the 
new steels and alloys. The super-ship of to- 
morrow may awake machines and steels to form still 
other metals. But the CLE-FORGE, with its world’s 
records in drilling steel, cast iron and armor plate, is 
far enough ahead of the drilling demands of the day to 
invite the use of alloys and new methods in the fabrica- 
tion of the world’s machinery. Its use in your plant 
should eliminate close figuring on your drilling costs 
and give you a welcome margin to apply to the develop- 
ment work that is the root of all progress. 
Remember, it’s the drill that “tells its own story.” 


CLE-FORGE DRILLS are carried in stock by the 
“‘Cleveland”’ distributor in your city. 















TWIST DRILL 
COMPANY 
CLEVELAND 
NEW YORK: CHICACO: LONDON 












TRADE MARK REG U S PAT OFF AND FOREIGN COUNTRIES 






Manufacturers, also, of 
Carbon and High Speed Drills for every purpose; ‘‘Mezzo” Super-Carbon 
Drills; Hand, Jobbers’ and Shell Reamers; *‘Peerless’’ High Speed Ream- 
ers; ‘‘Paradox’’ Adjustable Reamers; ‘‘Quick-Set’? Reamers; Chucking 
Reamers for Turret Lathes; Counterbores; Countersinks; Sockets; End 
Mills; and the “‘Ezy-Out”’ Screw Extractor. 


CLE*FORG “speeD DRILLS 


TRADE MARK REG. U.S. PAT. OFF. 
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Practical Sales Promotion Plan for Dealers 


First Step Must Be the Selection of a Definite Objective Based 
On An Analysis of the House, Its Facilities and Its Territory 


W. W. FRENCH 


Advertising Manager, Dodge Manufacturing Corporation, Mishawaka, Ind. 


The mill supply and machinery dealer, in promoting 
sales in his local territory, faces a situation in many 
ways similar to that of the manfacturer in promoting 
the sale of his products nationally. 


difference between the merchan- 
dising problems involved. 

The manufacturer _ selling 
through dealers must necessarily 
consider his sales promotion plan 
as national in scope. Any 
promotional effort carried on by 
him must take into considera- 
tion the dealers in local terri- 
tories, whose business it is to 
move the stocks into the con- 
sumer factories. 

This national effort is directed 
toward the creation of a national 
demand that will be diverted to 
the local dealer. The establish- 
ment of a reputation for quality 
and performance, plus the per- 
sistent merchandising of a name 


There is little or no 


facturer. 


In this, the third article of Mr. 
French's series on “Mill Supply House 
Advertising,’ the author makes some 
specific suggestions for building up a 
real sales promotion plan, which will be 
helpful to the distributor of mill sup- 
plies, not only in merchandising the 
name of his house, but also in adding to 
the annual sales volume. He also tells 
about a sales campaign which has been 
worked out successfully by a leading sup- 
ply house. In the fourth article of the 
series, which will appear in the April 
issue, Mr. French will express some well 
defined ideas on “The Local Newspaper's 
Value to the Dealer,” and will show sev- 
eral illustrations of advertisements used 


is as necessary for the dealer as it is for the manu- 
It means a better balanced sales effort, with 
more specific merchandising of leading lines deserving 
of special attention; the reduction of sales resistance, 


the extension of trading areas 
and a fund of good-will, the cu- 
mulative value of which over a 
period of years would be difficult 
to estimate. 

The first step in the develop- 
ment of a sales promotional plan 
must be the selection of a defi- 
nite objective based upon an 
analysis of the house and its 
facilities, and also the territory 
which is to be served. 

The analysis mentioned can be 
made with little difficulty. It 
can be made very easily with the 
co-operation of salesmen travel- 
ing the various territories. The 
first questions to be answered 
would logically be: 





(as indicating the quality and 
performance of the product), is 
essential to the success of both 
dealer and manufacturer. 

The fact that a manufacturer 
is nationally recognized as a 
producer of quality merchandise, 
and that his name is so firmly fs 
established in the minds of the 
buyers in connection with prod- 
ucts in his class, is of first im- 
portance to the dealer whose 
problem is turnover and profit. 

The establishment of these 
things is of course possible only through consistent sales 
promotion, backed by properly co-ordinated sales effort. 

The local dealer’s problem is somewhat complicated by 
the fact that his efforts must be devoted to the sale of 
not a single product, but of many products. 

The local dealer’s store is a service station. 


lowing subjects: 


er’s Business. 
Your Business. 


Used. 


ment. 


The value 
of his store to the industrial buyer depends upon the 
completeness of his service and the extent of his stocks. 
The fact that each of the many lines carried are of rec- 
ognized standing and unquestionable quality is a sales 
point of the greatest importance. 

The dealer, in order to cash in to the fullest extent on 
his facilities, must see that his house is merchandised to 
his local trade as a headquarters for everything in sup- 
plies. His problem in this respect is almost exactly that 
of the manufacturer whose institutional advertising has 
brought his name to the position of leadership in his 
field. 

The responsibility for the establishment of the repu- 
tation of a mill supply or machinery house in its local 
territory cannot be shifted to the manufacturer. It must 
be the job of the dealer. 

The development of a practical sales promotion plan 


by mill supply houses. 
articles in the series will discuss the fol- 
5. Using Direct Mail to Build Up the Deal- 
6. Establishing a Distinct Personality for 
The Catalogue and How It Should Be 
8. The Dealer's House Organ. 


9. The Mechanical Side of Advertising. 
10. The Dealer’s Sales Promotion Depart- 


The remaining (a) Who am I now selling? 

(b) Who are prospects? 

It is assumed that all sales- 
men intensively cultivate their 
territories and call on every fac- 
tory. Ifa report is filled out on 
a form similar to the one illus- 
trated on the following page, 
and turned into the sales, or 
sales promotion, manager, the 
problem of analysis will be an 
extremely simple one. 

The following information 
will be available :— 

(a) List of customers. 

(b) List of prospects. 

(c) List of buyers. 

(d) Classification by industries. 

(e) Extent of competition. 

The customer list should then be further analyzed, and 
this can be done by routing orders, or copies of orders, 
through the sales promotion department. The object of 
this analysis is to determine what is now being pur- 
chased, and to devote special effort to the sale of items 
which are perhaps being purchased elsewhere. 

For example: Blank & Company in 1924 purchased 
goods amounting to $5,000. On the face of the ledger 
they are an excellent account, and it would seem unneces- 
sary to devote any great amount of special effort to them. 
However, an analysis of their purchases for the year 
might disclose the fact that the bulk of the business was 
confined to two or three lines, and that other very desir- 
able business was going somewhere else. 

It may fairly be assumed that, if an account is prop- 
erly sold and serviced, a normal increase in sales can be 
expected from year to year, but in many cases factories 
in cities, where there are several supply houses, divide 
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The Mill Supply House is the “General Store” of Industry. It . . : . 
furnishes such requirements as are used continually in the industrial This book, with its lubri- 


enterprises it serves. cation data and charts, 
Why is it that so few Mill Supply Houses handle the Oil and will instruct and help 


Grease requirements of this trade? Oils and Greases are not your salesmen to sell oils 
hard to sell, and they are just as much a part of Mill Supplies 


aa tanh: cate Wadi: sik shale. and greases. 


Since we inaugurated the Waverly Plan of merchandising Oils 
and Grease through the Mill Supply Houses of the country, 
many have been distinctly successful in the volume of business 
they have obtained. 








The Waverly Oil Works Company will train your salesmen, INDUSTRIAL 
furnish manuals and charts on lubrication, and help acquaint LUBRICATION \ 
your customers with your new line by generous advertising 
helps and Business Paper advertising. 


The quality of Waverly products is well known. Waverly oils 
are refined from only Pennsylvania Grade Paraffin Base Crude 
Petroleum and have been advertised extensively for years. 
Waverly greases are compounded by expert chemists and have 
been awarded the preference in competitive tests all over the 
country. 


Complete details of this proposition, with samples of 
advertising and dealer helps, will be sent to 
any responsible party on request. 
We suggest that you at least look into this plan. 


Waverly Oil Works Company 
5408-54th STREET PITTSBURGH, PA. 
Established 45 years 





eS 
100% PURE 





PENNSYLVANIA 





Member of Pennsylvania Grade Crude Oil Assn. 
PERMIT NO.11 
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their business. The question as to the advisability of 
soliciting this business, now given to competition by 
direct selling methods, may be raised. Perhaps the buyer 
feels that he can get better service by dividing his pur- 
chases. He might resent efforts made to pull business 
away from competition. 

The point we are making is this: Sales promotion 
work can accomplish many things that it might not be 
policy to present forcibly by direct methods. A consist- 
ent presentation of the service your institution is pre- 
pared to give, and the merits of your various lines, will 
pave the way for orders that your salesmen are not now 
able to secure. 

Going back to the analysis we have made, let us see 
how it should be utilized. We have our customer list, 
and we know what we sell to each one. Our problem in 
this case is to lay out a plan of circularizing, concen- 


trating on important items that they are not buying. 

ANCSIAM  cocirsiinenciaeee 
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Who specifies: ee Sr re ee re re 
Have they a catalogue?.. 
What items offer greatest possibilities?.......... 


SUGGESTED FORM FOR CUSTOMER LIST 


We have the good-will that has been built up by prompt 
service and satisfactory merchandise to lessen sales re- 
sistance. 

The sale of additional lines to old customers does not 
carry with it the sales expense necessary in developing 
new accounts, and if direct mail is used properly, the 
total expense, when compared with increased volume, 
will be found almost negligible. This promotional work 
will also help the salesman, whose problem of presenting 
the complete line to the buyer is extremely complicated 
because of the extent of the line and the number of items 
involved. 

There is another important point in this connection. 
Because of the number of lines listed in the average 
dealer’s catalog, a great many salesmen concentrate their 
efforts on certain lines. This is almost necessary because 
of limitations of time, but the salesmen’s work can be 
made much easier, and sales can be equalized to a greater 
extent, if the sales promotion plan is geared to the sell- 
ing plan. 

Now we have our prospect list. Our survey has been 
completed. We know our customers and our prospects, 
which represent all of the available business in the terri- 
tory. The prospects list is made the basis for a con- 
sistent month-by-month direct mail campaign starting 
with a general presentation of the complete service 





offered, the advantages of centralized purchasing and the 
responsibility of the firm as proved by its progress and 
performance. 

Following should be specific presentations of the lead- 
ing lines stocked. A good plan worked out by a leading 
supply house seems worthy of note in this connection. 

A month is set aside for each product. The campaign 
is arranged as follows: 

(a) A sales meeting with all members of the 
selling force present. <A factory repre- 
sentative of the line to be featured presents 
the product and explains the operation and 
principal sales points. 

(b) All stationery used during the month 

carries advertising of the particular line. 
A special four-page letter is sent out on 
the first of the month. 

A window display is arranged and carried 
through the entire month. 

(e) All letters, invoices, ete., used during the 
month are accompanied by envelope stuffers 
featuring the line. 

Some dealers have found the quota system to work 
out satisfactorily. At the sales meeting, preceding the 
opening of the campaign, a definite quota is set for each 
salesman. 

The principal point to remember is that the sales pro- 
motion plan must be properly co-ordinated with sales 
work. It must also be consistent and not spasmodic. The 
results must be judged by the effect of the campaign on 
the year’s sales volume, and it must always be borne in 
mind that a month’s test is never an accurate indication 
of the soundness of the plan. 

There is another sound reason for sales promotion 
work. It fills the gap between the salesmen’s visits. It 
keeps your institution and your lines foremost in the 
buyer’s mind. It also creates interest and the desire for 
specific information that your sales department, or your 
salesman on his next visit, can furnish. This interest 
may be converted into orders, either immediate or future. 

While direct mail will be the subject of a later article, 
which will take up the mechanical details incident to the 
preparation of this form of advertising, there are some 
general principles that should be borne in mind. 

Adopt some particular dominant thought that best 
describes your business, and feature it. Never let it be 
submerged, but use it upon which to build. If you have 
a color scheme that has been used for your labels or 
trade-marks, feature it strongly. 


~ 


(d 


Make every piece of advertising command attention. 
Good advertising must attract first. A recent test, made 
to determine the value of direct mail, divulged the im- 
portant fact that the reason why so much material of this 
kind found its way into the waste basket was simply 
because it offered no inducement to the recipient to read 
it. A careful analysis of the waste baskets brought forth 
overwhelming evidence to support our contention that 
direct mail must attract, and it must contain informa- 
tion that will earn itself a place in the prospect’s files. 

The same care should be exercised in arranging to 
approach the prospect through advertising as is exercised 
by the salesman in his personal visits. 

We have said nothing about the other information our 
analysis has brought out. Take classification by indus- 
tries. The various industries require much material 
peculiar to the particular line. All products are not sold 
in the same volume to all classes of industrial plants, 
and while a certain plant might be a large consumer of a 
line, others might not use it at all. Elimination of waste 
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WRENCHES 


ILLIAMS Superior Drop-Forged 
‘ Wrenches are unequalled where exacting 
service and dependable strength mean speed 
and efficiency. 


¢ 


There is as much difference in wrenches as 
in men:—power and worthiness in both are the 
fruit of careful, systematic development. 


That's why the growth, for nearly half a 
century, of Williams’ Line stands for excellence 
in design and quality—that’s why “Superior,” 
as applied to Williams’ Drop-Forged Wrenches, 
means dependable service, always. 


Every one of the 40 patterns in about 1000 
sizes, with openings from 3/16 to 7% in.— 
standard in design and size for every recognized 
trade need—carries Williams’ guarantee. 


Specify “‘Williams’ Wrenches,” and get 


Superior quality. Ask for Wrench Book. 


J. H. WILLIAMS & CO. 
“‘The Wrench People’’ 
New York BUFFALO Chicago 
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in sales promotion work can be accomplished by handling 
mailing lists according to industries using the same 
classes of merchandise, and the appeal can be made speci- 
fic, which will show the buyer that your house offers 
valuable service based on a knowledge of his require- 
ments. 

Buying seasons are also important. While this does 
not apply to general manufacturing, it does apply to 
many industries whose activities are seasonal. Concen- 
tration of effort at these times is important. 

Lastly, we can find out by the simple methods de- 
scribed, the extent and importance of competition, the 
products they sell, the sales points they use and other 
important information. By using this information in 
sales conferences, and by building it into the sales liter- 
ature in such a way as to offset the arguments constitut- 


ing sales resistance, much good can be accomplished. 

A great deal of assistance can be given to the dealer in 
sales promotion work by the manufacturer. The litera- 
ture featuring special lines referred to, the stuffers to 
include with mailings, and other helps will be furnished 
by them. There is one important thing to be remem- 
bered, and that is that the responsibility for the dealer’s 
local success can never be shifted to the manufacturer. 
The dealer must advertise his institution, and his efforts 
must tie up with the national publicity of the manu- 
facturer. The greatest measure of success will always 
accumulate to the credit of those who thoroughly under- 
stand the value of co-ordinated effort. 

[<lny reader of Mitt Supprirs, who has missed reading the first two 
articles in the series by Mr. French, may secure reprints of them by ad- 


Iressing “Mill Supplies,” 557 S. Dearbern St., Chicago-.] 





Atlantic City Selected 


National Supply and Machinery Distributors to Convene April 27th to 29th 


The National Supply and Machinery Distributors’ 
Association will hold its convention this year on Monday, 
Tuesday and Wednesday, April 27, 28 and 29, at the 
Ambassador hotel, Atlantic City, N. J. 

The Southern Supply and Machinery Dealers’ Associa- 
tion and the American Supply and Machinery Manu- 
facturers’ Association have already decided to hold a 
joint convention at the Atlanta Biltmore hotel, Atlanta, 
Ga., on Tuesday, Wednesday and Thursday, May 5, 6 
and 7, and the National Pipe and Supplies Association 
has announced that it will convene at French Lick 
Springs, Ind., on Tuesday, Wednesday and Thursday, 
May 26, 27 and 28. 

According to the announcement of Secretary-Treas- 
urer George A. Fernley of the National association 
the Ambassador hotel has quoted the following special 
rates on the American plan: Large outside room with 
private bath and three meals, for one person, $11, $12 
and $13 per day; large outside rooms, with private bath, 
twin beds and meals, $10 and $11 per person per day. 
The very best available rooms will be assigned to the 
members of the association in the order of receipt of 
reservations. Mr. Fernley made the following statement 
about the convention: 

“On Nov. 10, 1924, our officers, advisory board and 
executive committee held a meeting in Pittsburgh. At 
that time we conferred with Mr. John C. Ruf, president 
of the American Supply and Machinery Manufacturers’ 
Association, and Mr. F. D. Mitchell, secretary and 
treasurer of that association, regarding the place of the 
next convention. Our committee, after a very careful 
consideration of the question, advised Messrs. Ruf and 
Mitchell that our association was in favor of a triple 
joint convention if held at ahy place where we could 
secure a proper representation of our membership, but 
having canvassed the situation carefully and having had 
a previous experience in endeavoring to secure a repre- 
sentation of our membership in Memphis, the committee 
Was very certain that we could not secure a good attend- 
ance in Atlanta. 

“Our committee advised Messrs. Ruf and Mitchell that 
if we were to hold our convention separately we would 
poll our membership on Chicago, Detroit and Atlantic 
City, the meeting to be held at the point receiving the 
greatest number of votes, but that, if it were possible to 
arrange a triple joint convention in Richmond or in 
Washington, or in any other easily accessible southern 


city, we would be glad to unite with the other two asso- 
ciations in holding a triple joint convention. 

“It was, and still is, the conviction of our committee 
that we could not secure adequate attendance of our 
members in Atlanta or in any other city in the far south. 

“The poll of the members indicates that a majority 
prefer that our twentieth annual convention be held in 
Atlantic City, and conference with Messrs. Ruf and 
Mitchell indicated that Atlantic City would, in their 
opinion, be an agreeable and convenient point for the 
members of the American association to attend. 

“Our convention will, therefore, be held in Atlantic 
City, and while the American association will not hold a 
convention there, the manufacturers will be invited to 
attend ours. The matter of dates has been a very difficult 
one to adjust, owing to the great number of conventions 
to be held in the latter part of April and during May. 
In addition to the Southern Hardware Jobbers’ Associa- 
tion and the joint convention in Atlanta the following 
organizations meet during that period: 

“The American Iron, Steel & Heavy Hardware Asso- 
ciation, the National Pipe and Supplies Association, the 
National Association of Purchasing Agents, the National 
Association of Sheet & Tin Plate Manufacturers, the 
metal branch of the National Hardware Association and 
the American Iron & Steel Institute. 

“It is certainly too bad that a triple joint convention 
could not have been arranged at some point which would 
have enabled both associations to have the fullest possible 
attendance, but the officers of our association felt that 
it is their duty to endeavor to hold their convention 
wherever the greatest attendance can be secured.” 

Reports from Atlanta indicate that reservations are 
being made in large numbers for the Atlanta convention, 
and that it will be well for manufacturers and distribu- 
tors who plan to attend this gathering next May to make 
arrangements now for accommodations at the Atlanta 
Biltmore hotel. It will likewise be a wise move on the 
part of those planning to attend the National association 
convention in Atlantic City to make their reservations 
at the earliest possible moment as the.demands on the 
hotels in the famous seaside resort at that season of the 
year are very great. 

The National Pipe and Supplies Association is plan- 
ning to make its convention at French Lick Springs one 
of the most enjoyable ones in its history, with business 
sessions in the forenoons only. 
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ja = real live representa- 
tive Mill Supply 
House or Jobber to 
handle Lay Brooms 
in your territory. 





We have a sure shot 
























100% co - operative 
proposition for the 
right connection. 





A two-cent stamp 
and two minutes of 
your time will bring 
you complete details. 


Here is the 
“Lay” Broom 


Note the sturdy construe- 
tion, Stapled metal case 
at top; then the rein- 
forcing band; then two 
heavy Flax Twine Sewings. 
Using the hest materials 
money can buy “LAY” 
Brooms are BUILT, not 
just put together. 


We are the originators 
of the Metal Case Broom 
and it has been used con- 
sistently by leading indus- 
trial plants since 1876. 


THE JOSEPH LAY COMPANY 
120 Third St. Ridgeville, Ind. 
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| Some Thoughts on Friendliness 








in’ Business 


Be Able to Meet Your Competitor Without Fear or Favor, Co-operate 
With Him Whenever It Is Possible, and You Will Find It Profitable 


A. C. RYNDERS 
President, White Star Company, Wichita, Kansas 


For several years it has been my custom to spend from 
one to five weeks each year on what I term self-educa- 
tional tours in various sections of the United States, far 
removed from my own territory, dropping in here and 
there at mill supply houses—and manufacturing estab- 
lishments as well—for the purpose of getting acquainted 
with the other fellow and learning, wherever possible, 
any methods of doing business which may be incorpo- 
rated with profit into my own business. It is a pleasur- 
able as well as a profitable hobby. 

One of the most mystifying recollections of many of 
these visiting tours is the apparent lack of friendliness 
noticeable among the mill supply distributors in some of 
the jobbing centers. I have found numerous instances 
in some cities where competitors not only do not think 
of lunching with one another, but where they appear to 
be almost in fear of calling up one another. 

Why should such a condition exist in this enlightened 
age? Weare all in business with the same ultimate aim, 
and particularly in the mill supply business where there 
are so many angles in which co-operation is necessary, it 
would seem that a spirit of friendliness among competi- 
tors is highly essential. 

On one of these little journeys, the head of a mill sup- 
ply business remarked that within the succeeding few 
days he and his competitors were going to dine together 
“for the first time in history.” I wasn’t present at this 
memorable get-together dinner, but I cannot but feel that 
those competitors must have found it one of the most 
satisfactory meals they had ever enjoyed, because they 
must have found that these much dreaded “business 
enemies” were, after all, very much like themselves under 
the skin, with problems akin and with the same capacity 
for brotherly relationship which is always so good for 
the soul. 

We can all help one another, and without sacrificing 
our own interests in doing so. In fact, we can help one 
another with great gain for all of us. 

This thought leads me to consideration of a possible 
solution of a problem which seems to be prevalent in 
some sections of the country, and that is the exclusive 
agency proposition. My own policy has always been to 
make no contracts for any line. Here is my own reason- 
ing on this subject, and I will say that it has worked out 
in a highly satisfactory manner in my business: 

I worked for a long period building up a substantial 
trade in a certain brand of belt lacing, and I did help to 
put that particular product on the map in my territory. 
The other supply houses later on put in this same line. 
With their salesmen as well as mine pushing this belt 
lacing, the result was that the product became even better 
known than before, and it was only natural that my com- 
pany, having been known as its distributor for so many 
years, also profited along with my competitors from the 
joint effort to push its sale. 

There are certain business groups which will not do 
business with certain other groups, and it seems unrea- 
sonable when a certain manufacturer’s product is wanted 
that that manufacturer should lose the benefit of a sale 





because the distributor who carries his line happens to be 
in disfavor with the prospect in question. 

I have found that it is a paying proposition, when a 
customer specifies some particular product, which one of 
my competitors stocks, but which I do not stock, to refer 
the business to my competitor, or pick up the goods. 

Likewise, I have often found that when some automo- 
tive accessory is sought by one of my customers, it pays 
to refer that business to some automotive accessory job- 
ber. The latter in turn, feeling friendly, naturally will 
reciprocate wherever possible by referring some business 
to my house. 

In recent issues of MILL SUPPLIES I have read several 
articles and editorials on the question of price cutting. 
There is an angle to this price-cutting business which 
many seem to overlook. Think it over in this light—if a 
prospect comes to you and tells you that he won’t buy 
from you because your competitor across the way will sell 
him the same thing for five per cent less, isn’t it just as 
probable that he will take your price, if you cut, and use 
it to job around as a bait for another cut-rate? 

I have often had a customer come in and ask for a cer- 
tain product, and when he was given my price, say: ‘Oh, 
so and so will sell me the same thing for less money.” 

“All right,” I would reply, “Give so and so the busi- 
ness, because that’s the best price I will offer,” and, I got 
the business. The story about the lower price of the com- 
petitor was merely a fabrication. 

If mill supply jobbers will only realize that these cut- 
price seekers do not make the kind of customers who rep- 
resent substantial and profitable business, and if they 
will realize that they should put forth their best efforts 
to build up the business in those lines which they are 
best equipped to sell at a profit, and be willing to pick up 
from their brother jobbers those which the latter can 
best stock and sell, they can do business more pleasantly. 

Out here in Wichita we live very happily together and 
are not afraid to say hello to our competitors on the 
street or to call them on the telephone. 

It isn’t, therefore, the competition among ourselves 
that disturbs the equilibrium of the mill supply business 
in this section. It is, rather, the competition of those 
manufacturers who are trying to sell directly to the con- 
sumer, either with the excuse that they have no distrib- 
utor in the territory or for some other reason. 

It is this last mentioned evil that is the real hurdle 
for the mill supply distributors to vault, and the sooner 
they get down to a friendly basis among themselves, in- 
creasing their efforts to make the mill supply house an 
even more necessary institution than at present, the 
quicker will the manufacturer who is now attempting to 
compete with the mill supply jobber realize his error. 
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Progress on Bolt Standards 
Six sub-committees at a recent sectional meeting of 
the American Engineering Standards Committee in New 
York reported progress in the work of standardization 
of bolt, nut and rivet proportions. 




























































































li [Vhitney contracted to furnish this government 
thousand muskets, the corresponding parts of 
which were to be exactly alike and interchangeabie. This 
was the first “interchangeable” contract ever written in 
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Story of Rapid Rehabilitation of a Factory 


The Sandusky Tool Company Made Quick Work of Rebuilding Its Plant 


Which Was Demolished by the Tornado Last June—New Owners in Charge 


A rehabilitation program, which has resulted in a sur- 
prisingly rapid return of a manufacturing organization 
to industrial activity, following a catastrophe which had 
left it without plant or equipment, has just been com- 
pleted by The Sandusky Tool Company, Sandusky, Ohio, 
manufacturer of carpenters’ and other tools, which is 
once more operating its factory at top speed after six 
months of enforced inactivity. 

The tornado, which devastated Lorain and a part of 
Sandusky on June 28th, 1924, inflicted very serious dam- 
age to the company’s plant. The main factory building 
was unroofed, the north wall on the third story was razed 
and part of the floor at the north end of the third story 
was blown out. The hoe mill was likewise unroofed, the 
east and west walls and part of the north wall were razed 
and ail of the lineshafting was carried away. The stack 
was blown down and innumerable breaks occurred in the 
steam plant, which made it impossible to operate the 
250 horsepower Hamilton-Corliss engine. To make mat- 
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AFTER TORNADO HAD WRECKED THE PLANT 


ters worse, several warehouses and timber sheds were 
completely razed, and the sash and glass in practically all 
of the windows of every building of the entire plant were 
blown out. 

Inasmuch as the entire business of The Sandusky Tool 
Company was owned by the estate of the former presi- 
dent of the organization, the affairs of the company were 
tied up with the remainder of the estate, and no money 
was forthcoming for repair work on the factory. Con- 
sequently the condition of the plant was substantially as 
it was following the tornado until last December, when 
the business was sold to George A. Schwer and William 
F. Seitz. The sale was consummated on December 10th 
and the new owners at once took possession and began 
plans for rebuilding the plant. 

George A. Schwer was elected president of the com- 
pany and personally directed the reconstruction work. 
The very first day, large quantities of building material 
were delivered to the factory grounds, and part of the 
roof of the main building was restored. In ten days the 
stack and steam plant were sufficiently repaired to permit 
the engineer to start the big engine operating, and pro- 
duction was resumed in part of the woodworking and 
plane making departments. By Christmas the roof was 
completely restored to the main building, the fallen walls 
were rebuilt and the windows were replaced. 

Work was then begun on the hoe mill, which, as was 
said before, had been practically demolished, inasmuch as 
only a wall and a half remained of the original struc- 





ture. On January 10th, just one month after reconstruc- 
tion work had been started, repairs had progressed suffi- 
ciently to enable the hoe mill to resume operations. De- 
partment after department in the woodworking and 
plane making shop had been put in commission, and by 
January 10th, when the hoe mill resumed operations, 
every department in the factory was once more operating. 
One week later, a new addition to the plant, which now 
connects the main building with the hoe mill, was com- 
pleted and machinery installed and running. Just six 
weeks from the day the company changed hands, all re- 
pairs were completed and the plant was again operating 
at normal capacity. 

It is believed that this rapid rehabilitation is quite an 
accomplishment inasmuch as the construction work was 
interrupted by 10 days of zero weather at Christmas time, 
during which practically nothing could be done. One of 
the leading architects of that section expressed the opin- 
ion, at the time the work started, that he personally 
would not guarantee to have the work completed inside 
of three months. 

Wilbert G. Schwer, secretary of the company, when 
questioned by a representative of MILL SUPPLIES about 
the rehabilitation and the present operations of the com- 
pany, stated: 

“It is just two months now since we started. We are 
now operating at a greater capacity and with a larger 
working force than has been the case in many years. We 
had a great accumulation of old orders on hand when we 
resumed production. We have been able to despatch 
most of these to date, but we find that new orders, which 
have been received since our customers have learned that 
we are again operating, reach a total slightly in excess of 
the large accumulation which we had at the start. Or- 
ders are coming in faster every day, and we feel very 
optimistic about prospects for good business this year. 

“We have enlarged our factory, installed new machin- 
ery, increased our working force, installed modern fac- 
tory system, laid in large stores of timber and other ma- 
terial—in short, we are preparing for a big year. We are 
manufacturing the same line of tools that has been made 
by this company since the late ‘fifties’, and we are going 
to develop and expand this business still more.” 

The present officers of The Sandusky Tool Company 
are: President, George A. Schwer; vice-president, Wil- 
liam F. Seitz; secretary, Wilbert G. Schwer; and treas- 
urer, Alden Seitz. 
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World Auto Registrations 

On January 1, 1925, there were in operation in all 
countries of the world 18,615,000 passenger automobiles, 
2,892,000 automobile trucks and 1,262,000 motor cycles, 
making a total of 22,769,000 vehicles of these three 
classes. This represented an increase for the year of 
3,479,000, or 18 per cent. Of this total increase, the 
United States alone accounted for 2,427,000 or 70 per 
cent. At the very conservative figure of $1,000 as an 
average retail value for the cars and trucks and $300 for 
the motor cycles, the world spent $3,360,000,000 for new 
motor vehicles in 1924. The United States now has 84 
per cent of all passenger cars, 74 per cent of all trucks 
and 11 per cent of all motor cycles. 
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WALWORTH 


VALVES, FITTINGS AND TOOLS 


for STEAM, WATER, 


Advertising an old 
line in a new way 


"Whatever you build, you need 
Walworth” 


GAS, OIL AND AIR 


As Advertised in 


February 28th 





HATEVER You Build, You Need 

Walworth”. That is the keynote 
of a new campaign of national advertising 
aimed and written to reach the greatest 
market for valves and fittings—the people 
who build. 


It’s no news to you that Walworth 
makes a complete line of valves, fittings and 
tools for every kind of piping installation. 
But it is news to many a man who ought 
to have known it long ago and who still 


thinks of Walworth as only the manufac- 


turers of the original STILLSON wrench. 


There is romance in the story of Wal- 
worth and Walworth’s contribution to 
modern engineering and the health and 
comfort of the modern home. And there 
is good business in the telling of it for 
everyone who knows and sells the Wal- 
worth line. Watch for this interesting full 
page series of advertisements in the Satur- 
day Evening Post. 


WALWORTH MANUFACTURING CO., Boston, Mass. 


Chicago Cleveland Glasgow 
San Francisco Seattle 


Kewanee, II, 
Youngstown 


WALWORTH INTERNATIONAL CO., 


London New York Philadelphia Portland, Ore. 


Plants in Boston and Kewanee, Ill. 


New York, Foreign Representative 











The Saturday 
Evening Post 
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The man with an idea is a man who will get some- 
where if he has the energy and the determination to put 
that 


idea across. 

In the Valley Forge Park, about 25 miles out from 
the heart of Philadelphia, stands what the promoter of 
the enterprise has modestly termed a “chapel,” although 
to the average eye it seems a church of more than or- 
dinary proportions. 

This Valley Forge Memorial Chapel is the outcome of 
an idea on the part of a clergyman who visualized his 
idea and set about putting it into effect. 

With no official backing, without specific government 
assistance, seeking help wherever it might be found, this 
one man developed a wonderfully beautiful edifice, filled 
with memorials, illuminated by wonderfully colored glass 
windows, with architectural beauties seldom and 
with an estimated value of $350,000. 

All this is the result of the determination of the Rev. 
W. Herbert Burk to put into effect his idea that the 
nation ought to see a beautiful Washington memorial on 
the spot where the spirit of patriotism in the revolution 
reached its high water mark. 

With only an idea as the beginning, the result has 
reached these remarkable proportions. 

It is that way with an idea backed by energy and de- 
termination. Just an idea may be the making of a man’s 
success in selling mill supplies. There is an idea back 
of every big business success. 


seen, 


That idea may be for a certain form of service, for an 
improved product, for a method of salesman ap- 
proach, for a better way of presenting selling arguments. 
You know of ideas that have come to you for bettering 
your work. The trouble has been in many instances 
that you have turned the idea over in your mind a few 
times, thinking it might work out, and then you have 
forgotten it. The only test of the value of an idea is 
putting it into execution, and the most wonderful idea 
ever evolved has nothing wonderful about it until it is 
carried out. 

Men have made fortunes out of ideas—but only when 
they were carried out. One idea in use is worth a thou- 
sand in the head. The man who thought of putting a 
rubber tip on the end of a lead pencil left a fortune of 
a quarter of a million because that idea was carried out. 
The man who devised a successful lemon squeezer got 
$50,000 for the idea put into effect. Two hundred thou- 
dollars in royalties have gone to the man who 
thought of an automatic ink-well and got it produced. 
Geo. M. Pullman became a rich man because of the carry- 
ing out of his idea that such a thing as a sleeping car 
was practical. Instances could be enumerated by the 
hundred of how an idea made a man successful and rich 
—when the idea was carried out. 

What ideas have you evolved about the selling of mill 
supplies, or even about their manufacture, their ship- 
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Ideas 
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ment, their advertising, their use? You do a good deal 
of thinking about the products you sell and there come 
into your mind ideas about other phases of their mar- 
keting than just your own end of the work. Do you 
dismiss those ideas, perhaps with a wish that the house 
would do something of that sort, or do you try to boil 
them down to tangible and practical form and then put 
them before the right persons? 

You may not think you are concerned with details of 
other phases of the business than the selling part, but 
you are indirectly, if not directly concerned. Every 
phase of the mill supply business that concerns your 
house and its products concerns you in one way or an- 
other. It makes a difference with your selling success. 

You ought to grab every fleeting idea that comes to 


you, every idea you hear suggested by a customer. You 
ought to make a note of all such things, and if you 


haven’t time to think them over at the moment, vou can 
take time later for the thinking part. 

The first thing to be done with an idea is to think 
about it, to revolve it in your mind until you have viewed 
all sides of it and contemplated all its possibilities. Do 
this with each idea as soon as you can, and then seek to 
get that idea put into use if it looks good to you upon 
deliberation. 

The man who expects to evolve from his own brain 
all the ideas he will ever need in his work is going to run 
short of ideas unless he can be satisfied with a few and 
far between supply. We need all the good ideas we can 
get from others as well as all we can ourselves evolve 
—and that is a pretty good idea. We need to use other 
brains as well as our own. 

If your wife were going to make a cake and you saw 
her get out the flour and eggs and milk and sugar and 
all the various ingredients and begin to mix together a 
little of each by guess, making different combinations 
and baking them, one after another, until at last she 
happened to strike it right and get something that could 
be eaten, you would think her foolish. You would ask 
her why she didn’t get her recipe book and hunt up 
the formula someone else had found would make a good 
cake. 

It looks like good sense to take what somebody else 
says who has been through the experimenting, who has 
found out the wrong ways and set them aside, finally 
writing down the right method that others may follow 
it. 

Not much intelligence would be shown by the house- 
wife who would insist upon starting at the beginning 
and figuring out all her recipes for herself. 

And yet, in business, how many men we see blunder- 
ing ahead, doing things this way and that way, without 
taking the trouble to find out what is the best practice, 
what way has been proved to be right in the experience 
of others? Men who have experimented, who have made 
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Drop FORGED 
. STEEL VALVES 
and FITTINGS 


Full page advertisements at regular and 
frequent intervals in these trade papers 
show that Vogt Drop Forged Steel 
Valves and Fittings are correct for difh- 
cult high pressure and high temperature 
service with oil, gas, ammonia, air, 
water and superheated steam. 


Vogt Sales Agents and Jobbers find this 
trade paper advertising a strong influ- 
ence for enlarging their market and de- 
creasing sales resistance. 








HENRY VOGT MACHINE CO. 
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the mistakes and discovered the right ways of manufac- 
turing and selling, have set down the results of their 
experiments and they are to be read in books and peri- 
odicals. It is easy to find books on salesmanship and 
study what others have learned about it. Now and then 
a salesman intimates that writers upon the subject are 
theorists, that they could not get out and sell goods 
themselves, that a day of practical experience is worth 
a whole book of theory. Let us admit that salesmanship 
writings are sometimes theoretical. Is there any prac- 
tice more sound than that based on a sound theory? And 
as a reader you have the privilege of rejecting all ideas 
you do not believe to be sound. 

Of what value is a brain to a salesman if he will not 
use it to prevent the waste of energy? To what end 
have others experimented and made mistakes and dis- 
covered right ways if you do not take advantage of what 
they have learned? Why travel the same road others 
have traveled after they have pointed out that it is the 
wrong road, charting the right road for you? 

The man who rejects new ideas because they seem 
to be suggested by a theorist is like the man who would 
reject a desirable food just because it was recommended 
by a dietitian as being theoretically desirable as a builder 
of strength. There are plenty of people in the country 
who do reject the scientific or theoretical ideas offered 
to them. Such people are declaring that they will not 
have their children vaccinated or inoculated, that they 
will eat the food they like whether it has the proper 
calories in it or not. They claim to believe in the good 
old ways of doing things. But they are foolishly incon- 
sistent, because they turn around and accept such modern 
theories and such technical advancement as please them. 
They may be pig-headed about eating a balanced ration 
themselves, but if they own livestock, they take pains 
to feed the animals scientifically. They may resent a 
scientist in psychology telling them anything about sales- 
manship, but they welcome the suggestions of the scien- 
tist in mechanical engineering who tells them how to 
get more mileage out of a gallon of gasoline. 

The good old ways we have always done things may 
be entitled to our respect and veneration, but that does 
not mean that we should not place them on the shelf 
in due time and supplant them with the new ways sug- 
gested by whosoever may suggest them. It is said that 
the editorial office of a German humorous paper used 
to contain, preserved in jars on a shelf, the ashes of the 
succession of editors who had died. It is all right to 
preserve the out of date and show it respect, but let us 
not hesitate to use the new and modern, whether the- 
oretical or practical, whether presented to us from the 
side of theory or from the side of practice. 

The easy way, of course, is to jog along in the rut. 
taking what comes and letting it go at that. But the 
men who work in that way are not going to be among 
those present when there is a round-up of all who have 
achieved a success worth while. 

The easy way is the same old way you have been doing. 
avoiding the stimulation of new ideas, the necessity for 
effort in trying out new plans. But the easy way in any 
work or business always leads down hill. The grade 
may be slight and the descent slow, but it ends at the 
bottom just the same. 

The mere fact that an idea suggested to you is new 
does not argue that it is right and should be adopted, 
but it does argue that you ought to give it consideration. 
You ought not only to consider every new idea that comes 








































































along, but you ought to be looking for new ideas in order 
that they may not slip by you when not aimed at you. 

You never know when the idea that comes your way 
may be an idea that would be the making of a doubled 
success for your work. 
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NEW ATTENDANCE RECORD 


Eastern Supply Association Held a Very Successful 
New York—Predict Good Business 

Attendance records were broken at the 80th meeting 
of the Eastern Supply Association, which was held at 
the Hotel Astor, New York City, on Wednesday, Febru- 
ary 11th. Approximately 400 members and guests were 
present. The business discussions, which constituted 
an important part of the program, indicated that this will 
be a year of substantial volume. Among the outstand- 
ing features of the meeting was a warning by George D. 
Mcllvaine, secretary of the National Pipe and Supplies 
Association, against the present epidemic of price cut- 
ting which appears to be nationwide. Mr. Mcllvaine 
urged that a survey should be made on methods of dis- 
tribution with a view to eliminating costly and waste- 
ful practices. 

President George E. Keenen presided at the meeting, 
and briefly traced the growth of the association since 
its organization in 1899. Secretary Frank S. Hanley 
told the members about the work of the credit bureau, 
and stated that during the past year claims amounting 
to over $1,500,000 were collected through its instru- 
mentality. 

Representatives of the Trade Extension Bureau urged 
the members to support the “Ask ’Em to Buy” campaign, 
which is now being conducted with a view to increasing 
the sale of plumbing and heating supplies. This idea is 
similar to, and patterned after, the successful one which 
was instituted some time ago by the automotive acces- 
sory industry. 

R. D. Kaufman, vice-president and manager of the loan 
department of S. W. Straus & Co., investment bankers, 
made an interesting address on the conditions in the 
building industry, and stated that this year gives every 
indication of being an outstanding one in this industry. 
He said there is still a shortage of 500,000 homes in 
the New York metropolitan area. He does not foresee 
any reduction in building costs at present. 

John J. Vogelpohl of Cincinnati, president of the Na- 
tional Association of Master Plumbers, was one of the 
guests of honor, and in an inspiring address pointed out 
the benefits of standardization, and urged the adoption 
of a standardized national plumbing code. 

Among the manufacturers who expressed their views 
on the present conditions in the business were: John 
J. Kennedy, general sales manager of the National Tube 
Company, who predicted that, although the pipe busi- 
ness last year had fallen off a little as compared with 
the two previous years, there is assurance of continued 
prosperity and substantial business for the coming 
months; J. W. Oliver, vice-president of the Standard 
Sanitary Manufacturing Co., who reported that his com- 
pany’s plants are all working at capacity and that indi- 
cations point to a substantial year; Charles K. Foster, 
vice-president of the American Radiator Co., who pre- 
dicted a year of steady demand; William Ayres, vice- 
president of Walworth Manufacturing Company, who 
stated that conditions are getting better in the valve 
and fittings industry; B. A. Schutz, sales manager of 
the Central Foundry Company, who also expects steady 
trading this year; and J. J. H. Koven, of L. O. Koven 
& Bro., who sees no price reduction on range boilers. 
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Compression 
Grease Cups 
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Easily withstand hard usage because 
of ample stock in shank and base. 


Operate easily. Nicety of cut thread 
work insures this. 


Highly polished brass, or rough brass, 
or larger sizes in malleable iron as de- 
sired. 


Sizes range from No. 6—1!/” dia. 
14 oz. to No. 18—37%” dia. 26 oz. 
capacity. 


Ready for immediate shipment. See 
complete line in Cat. No. 18-5. 


Sherwood Manufacturing 
Company 


Brass Founders and Finishers 


Sole manufacturers of Sherwood Engineering Specialties 


1713 Elmwood Ave., Buffalo, N. Y. 
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Show ’Em and Sell "Em 


One demonstration of the Oster 
No. 402 Power Drive makes the 
sale. 


Combining the simplicity of the 
hand tool with the advantages 
and economies of power opera- 
tion, this outfit practically sells 
itself. That’s why we say 


Show ’Em and Sell ’Em 


It threads and cuts off those sizes 
of pipe used mostly in the aver- 
age pipe shop. It requires little 
space and is really portable. It 
will run off an ordinary light 
socket at an average power cost 
of only a few cents a day. 


We know they want it, last 
year’s sales proved that. Will 
you 


Show ’Em and Sell ’Em? 


Write today for particulars 


STER 


The Oster Manufacturing Co. 


Manufacturers of the most complete 
line of pipe threading equipment in 
the world. 


2087 E. 61st Place, Cleveland, O. 














When writing to Advertisers please mention Mitt Suppties. 























Eliminating Unreasonable Service Demands 


How Moore-Handley Hardware Company of Birmingham Sells Its 








Customers on the Idea of Reducing Special Delivery Orders 


RUEL McDANIEL 


Over in the silver mining district of Nevada a mine 
operator, who believed in getting everything in his reach 
in the way of service, telephoned to his mill supply 
dealer some 40 miles away, down the valley. He was 
in great trouble—just had to have a new pulley that 


night. It was then four o’clock in the afternoon, and 
winter. Would the dealer rush the part to him right 
way? 

The dealer, who had made service his long-suit in 


selling to miners, thought for a moment and realized 
what an undertaking it meant to send a pulley over 40 
miles of mountain roads, with darkness drawing near. 
He knew it would cost more than the entire selling price 
of the pulley, if nothing went wrong. Many costly 
things could happen. 

“Yes; I'll send a truck with the pulley right away,” 
he replied; “but I have to send an extra man along with 
the driver in case of trouble, and I’ll have to charge you 
for this extra man’s time. That’ll be all right?” 

The man at the other end of the line stuttered a 
moment, tried to say something to the contrary and 
replied: ‘Oh, well, if it’s all that trouble, just ship it 
out by freight tonight: I'll get it first thing in the 
morning, anyway. That’il be soon enough, I guess.” 

This miner was going to demand that his mill sup- 
ply dealer—the man who had saved him in many an 
emergency—make a trip into the mountains after dark 
in the winter, at a cost of perhaps $30 or $40, but he 
was not in need of the pulley to the extent of paying 
five dollars for an extra man to come along with the 
truck. The incident brought the dealer a realization of 
how greatly his liberal service was being abused. 





The same problems, so far as mill supply needs go, 
confront the miners of coal and iron ore in Alabama 
and adjoining sections as do the silver diggers of Nevada. 
Occasionally each needs service badly from his mill sup- 
ply house, and each can easily form the habit of abusing 
his dealer if allowed to do so. 

Realizing that their delivery service was beginning 
to be abused to some extent by good customers—good 
except that they had forgotten how to look at a thing 
from both sides of the fence—the Moore-Handley Hard- 
ware Company, Birmingham, Alabama, some time ago 
began tightening up on service to the extent that now 
money is not recklessly thrown away, trying to give 
unreasonable delivery service. Yet the company’s mill 
supply business has continued to grow, and old custom- 
ers have continued to buy, just the same. 

This firm is one of the largest wholesalers of hard- 
ware in the South, traveling about 44 men over several 
states. The mill supply department is an old and prof- 
itable part of the business, and naturally the experiences 
of this company are of value to other mill supply men 
who are having difficulty in the matter of service. 

“We are doing a number of things to take the place of 
so much special delivery service,” explained W. W. 
French, vice-president and general manager of the com- 
pany. “We do not claim to have solved the problem 
entirely, for the subject continually comes up. But we 
have eliminated a considerable amount of the demand for 


special deliveries, and consequently have cut our delivery 
costs materially.” 

Mr. French then mentioned a number of things enter- 
ing into the plan of serving coal and iron ore miners 
properly, but without having to waste a great deal of 
earned profit on special deliveries. An important factor 
in holding down delivery costs is the regular delivery 
system, established some time ago. 

“We have enlarged our mill supply business until we 
usually have a considerable amount of material to deliver 
almost every day to the various mining centers,” Mr. 
French said. ‘‘To some of the outlying districts we run 
a delivery truck each day; to others only three or four 
times a week. When we first started running on sched- 
ule, we could not make some of the districts oftener 
than once a week, because the business did not justify it. 

“Our customers all over the country covered by the 
trucks know about what time each day the vehicles leave 
our place and they know when an order must be in to 
make the truck. They have gradually formed the cus- 
tom of ordering in time for regular delivery. Of course, 
we do not cover our entire territory by truck—only 
the sections adjacent to Birmingham. We do not attempt 
special deliveries to any point not ordinarily covered 
by trucks.” 

It is a part of the salesmen’s job to sell customers 
on the idea of ordering in time each day to make these 
scheduled deliveries. The idea has been so thoroughly 
sold that comparatively few customers now place an 
order after the truck for the day has gone, and expect 
delivery the same day. 

Another thing that is helping to eliminate special 
deliveries is the promptness with which salesmen call 
upon customers. Many of the mines have purchasing 
offices in Birmingham or other trade centers. Moore- 
Handley salesmen call upon these people every day, influ- 
encing them to buy for future use as well as current 
needs. The most remote customers are called upon at 
least once a week. 


The company likewise encourages all customers to 
establish small warehouses of their own, in which to 


keep an assortment of emergency mill supply articles in 
stock. By selling the customers duplicates of the parts 
most often needed in emergencies and inducing them to 
keep these in the stockroom at all times, special deliv- 
eries are not necessary in order to keep the mine run- 
ning. The part may be replaced from the mine’s own 
stock, and the stock in turn replenished when the sales- 
man calls next. 

Of course, most large concerns in all lines keep stock 
rooms, more or less; but few of these keep a well-assorted 
stock of emergency mill supplies of their own accord. 
Salesmanship is needed to keep this stock to the point 
of cutting out demands for the supply dealer’s special 
delivery service. 

Among the most commonly called for mill supply lines 
handled by the Moore-Handley Hardware Company are 
pipe fittings of all sizes, valves, belting, bar steel and 
pulleys. 

The company maintains a regular belt repair depart- 
ment, and often a special belt man accompanies the deliv- 
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Mills and General Offices: 
HARVEY, ILLINOIS 


Chicago Phone: Pullman 6496 


Turned and Polished Shafting 
Milled Key Seats at Reasonable Prices 

Cold Drawn Rounds, Flats, Squares, Hexagons 

and Screw Stock 


Shipments from stock made the same day. Jobbers—Send for our stock list. 


BLISS & LAUGHLIN, Inc. 


Established 1891 






Chicago Warehouse: 
1023-1025-1027 West Jackson Blvd. 


Phone: Monroe 5356 and 5357 

















LEIMAN BROS. 
ROTARY 
POSITIVE 


for 
PAPER FEEDERS 
BOTTLE FILLERS 
GAS APPLIANCES 
SAND BLASTS 
FUEL OIL BURNERS 
TESTING FOR LEAKS 
AGITATING LIQUIDS 
BLOWING CHIPS and 
STAMPINGS from presses 
and tools 
BLOWING DUST out of 
machinery parts 
ATOMIZING 
VACUUM CLEANING 





Every factory needs an 
air pump so why not 
have a quiet one. It 
will cost no more yet 
will give you better 
satisfaction and more 




















All sorts of buildings, factories, green- 
houses, hotels, office buildings, homes, 
etc., are rapidly discarding coal in favor 
of fuel oil. 


NO ASHES, DIRT, DUST, 
LABOR OR COAL STORAGE 
There are many points in favor of fuel 


oil burning It's the coming fuel all 
over the weeld. 


LEIMAN BROS., 60-H, Lispenard St. ew York 


Makers of pn machinery for 35 years 


AIR PUMPS FOR PRESSURE OR VACUUM | 





THEY TAKE UP THEIR OWN 


NOISELESS 


WEAR 


USED BY 
STANDARD OIL 
FORD 





GENERAL ELECTRIC | 




























LEIMAN BROS. 


OIL and AIR UNITS 


with self-lubricating oil device. Both 
coupled and belted units in large and 
small sizes. 





THE HEAVY, CHEAP GRADE 
FUEL OILS ARE MOST 
ABUNDANT AND CAN ONLY 
BE USED WITH A PUMP LIKE 
THIS 





These pump units are already being 
installed by manufacturers of the lead- 
ing oil burners because once installed 
they stay installed. They are as near 
self contained as it is possible to make 
them—small, compact, yet powerful, 
they transport the oil without fluctua- 
tion and atomize it under low pressure. 


WESTINGHOUSE | 
FRANKLIN MOTORS 
EAGLE PENCIL 
VICTROLA 
DE FOREST RADIO 
EASTMAN KODAK 
COCA COLA 
CARTER’S INK 


And thousands more 





See the relative size of the 
piston compared to the 
cylinder, see the large air 
space. This means that a 
small pump will give a big 
air supply. This reduces 
the cost of the air. 


THE CURVED WINGS 
SCOOP UP THE AIR. 




















LEIMAN BROS. 
ROTARY 


GAS BOOSTER 


will maintain gas pressure 
no matter how much is 
being used at the burner. 


FOR NATURAL 
or MANUFAC- 
TURED GAS 


These pumps are 
made in many 
sizes and may be 
used in any fac- 
tory where a 
steady, even 
gas pressure 
is essential. 





NOISELESS 








When writing 


to Advertisers please mention Mitt Supp ies. 
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ery truck on its regular calls to the mines, where he 
makes belt repairs and installations. Belting is one of 
the company’s biggest supply lines. Wire rope also is 
rated as a leader. 

Among the well-known lines regularly handled by the 
company are: Jeffrey Manufacturing Company’s con- 
veyors and elevating equipment, for which Moore-Hand- 





ley has the state agency; Boston Woven Hose and Rub- 
ber Company’s belting, Edwin R. Ladew’s leather belting, 
Powell valves, Youngstown Steel and Tube Company’s 
steel pipe, A. Roebling’s Sons’ wire rope, copper rope 
and cable, American pulleys, T. B. Wood’s Sons Com- 
pany’s hangers and shafting. 

J. M. Bates is manager of the mill supply department. 





BOOM PACIFIC COAST INDUSTRY 
Maynard McFie Elected Chairman of Committee Which Will 
Plan Active Campaign in the Western States 

Maynard McFie, of W. T. McFie Supply Co., Los Ange- 
les, has been elected chairman of an executive committee 
which has been organized to promote the steel industry 
of the Pacific Coast. This committee was elected at the 
first California steel industry conference which was held 
at Del Monte on January 23 and 24, under the auspices 
of the California Development Association of the Los 
Angeles and San Francisco Chambers of Commerce. 

In addition to Mr. McFie, the other members of this 
committee are: vice-chairman, Charles M. Gunn, Gunn, 
Carle & Co., San Francisco; secretary, Charles S. Knight, 
California Development Association; E. S. Houdlette, 
Pacific Coast Steel Co.; F. J. Bruzzone, Baker, Hamilton 
& Pacific Co.; P. F. Gillespie, Judson Mfg. Co.; J. M. 
Culverwell, Kortick Mfg. Co.; H. H. Whiting, Best Steel 
Casting Co.; J. D. Fenstermacher, Columbia Steel Cor- 
poration; L. C. Scheller, Union Hardware & Metal Co.; 
N. E. Dawson, American System of Reinforcing; R. P. 
Miller, Union Iron Works; W. J. Boyle, Boyle Mfg. Co., 
and Martin Madsen, of Madsen Iron Works. 

It is proposed to coordinate all steel industry groups 
and agencies for the most effective development of the 
steel industry of the Pacific Coast, to formulate a pro- 
gram to obtain the purchasing policy of buyers of steel 
products in California to support California, Pacific 
Coast and American steel products; to make plans for 
reducing foreign importations of steel products into Cali- 
fornia, to make a complete survey of the steel industry 
of California, to encourage new industrial enterprises 
within the state and to obtain active participation of 
other interested Pacific Coast and western states in these 
developments. 

Mr. McFie, as was evident from his statement in the 
January issue of MILL SUPPLIES, is a strong proponent 
of development of Pacific Coast industries. In explana- 
tion of what the movement means, he points to the key- 
note address which he delivered at the recent conference. 
In this he stated that there is need for coordination of 
all steel industry groups on the Coast, not only the steel 
mills, but also the jobbers, the foundries and the manu- 
facturers. He made it clear that it is not a movement to 
legislate against eastern mills, because a great deal of the 
steel tonnage to be consumed in California should be 
legitimately diverted to eastern manufacturers. 

“The steel industry in California,’ says Mr. McFie, 
“is where the citrus fruit industry was 25 years ago; and 
you have seen the miraculous growth of that. That is 
what we must undertake.” 

There were approximately 175 representatives of vari- 
ous interests present at the initial conference. The 
executive committee will hold its first meeting in Los 
Angeles on March 6th. 

There are three types of steel supply houses on the 
Coast. One is the general hardware house catering prin- 
cipally to the merchant trade; the second is the supply 
house, similar to the McFie company, which specializes 
in heavy steel products such as bolts, nuts, rivets, bars, 


cap and set screws, cold finished steels, shovels, chain, 
welding rods and other such products; the third is the 
class of mill supply houses handling belting and packing, 
greases, grease cups, gauge glasses and similar items. 





SEEKS MANUFACTURERS’ AID 
New Orleans Mill Supply House Supporting National Movement 
to Stop Waste Caused by Floods 

Woodward, Wight & Co., Ltd., New Orleans, mill sup- 
ply distributor, is lending its active support to a mem- 
bership campaign in behalf of the National Flood Com- 
mission, of which C. French, vice-president of the com- 
pany, is vice-chairman of the national executive and 
finance committee. The officials of the company believe 
that the plan, which the flood commission has for con- 
trolling flood drainage, will prove of distinct benefit to 
merchants and manufacturers. Here are some extracts 
from a letter which is being broadcasted by Woodward, 
Wight & Co.: 

“A cubic mile of silt—the top and most fertile soil— 
equivalent to three inches from the top of 13,000,000 
acres—is washed down the Mississippi river each year. 
Uncontrolled flood drainage carries nearly all the water 
away from the source streams. Three million five hun- 
dred thousand tons of water per minute pass Cairo in 
flood time. Only 500,000 tons of water per minute flow 
over Niagara. Much of this water can be controlled and 
used, for streamflow regulation, so that all the year 
cheap navigation can penetrate far into the interior; for 
irrigation of now dry prairies in the West, and for the 
development of hydroelectric power at many places. 

“To do these things will mean a sustained increase in 
buying power on a large scale. Periodically great floods 
tear down the main rivers, and often break down the 
levees and devastate many farms. The fear of such dis- 
asters prevents development, and decreases buying power. 
Such floods are caused by uncontrolled interstate drain- 
age. 

“The Mississippi valley is the spectacular illustration, 
but the same thing is true in the valleys of the Columbia, 
the Sacramento, the Colorado and other great river sys- 
tems. The annual flood damage in the Ohio valley alone 
is estimated at $50,000,000. In the Missouri valley, there 
are millions of acres, far to the northwest, too dry for 
use, while in the lower valley annual floods do great 
damage. 

“This condition can be reversed. Interstate flood 
drainage all over the country can be harnessed and be 
made to work for the people of the country. Soil erosion 
can be checked and greatly reduced. Much power can 
be developed. Stream-flow regulation will mean cheap 
transportation. 

“We want to carry this message to every American 
manufacturer. We want to enlist his aid and his influ- 
ence on Congress in behalf of wise legislation that will 
set up a wise national policy, under which a plan can 
be developed for the control of interstate flood drain- 
age, and its use in aid of business, agriculture, industry 
and navigation.” 
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Answering Inquiries From Mill Supply Houses 


Some of the Recent Questions and Answers Which Have Passed Through 





The Service Department of “Mill Supplies” Are Unusually Interesting 


Mill supply houses have some very difficult inquiries 
to handle at times, particularly in instances where cus- 
tomers demand some special repair part or little known 
brand of product, and where substitution is inadvisable 
or impossible until every possible source of supply is 
exhausted. Very often the information files in the sup- 
ply houses do not contain the answer to the inquiries, 
and as a result the “service department” of MILL SUP- 
PLIES is called upon to help furnish the solution of the 
problem. Below are some of the more recent inquiries 
from the trade, together with the answers. If any of 
these latter are incorrect, MILL SUPPLIES would like to 
know about it so that the correction may be called to the 
attention of the supply house making the inquiry. 
inquiry which arrived on February 18th 

“Do you know of any firm making a quick 
with a marking on the side 


Here’s an 
from Detroit: 


opening globe valve (brass 
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MARK AS REGIS- 
TERED 


SKETCH SUB- 
MITTED 
of the body of the valve as per sketch. I believe it stands 
for D4. The marking is raised on the body. The valve 
has a lever and fulcrum like a float valve. The stem rises 
and lowers like a quick opening gate valve. Has no 
threads on either stem or bonnet. The seat is like an 
ordinary globe valve and is equipped with a disc similar 
to a Jenkins valve. I would appreciate very much any 

information possible on this.” 

A search of the ordinary reference books and informa- 
tion on file failed to disclose any valve which appeared 
to fit the requirements in this case, and inquiry among 
Chicago houses also failed to disclose the name of the 
manufacturer. Finally a visit to Mida’s Trade Mark 
Bureau, Chicago, brought the solution, or at least what 
appears to be the solution. The Mida service disclosed 
that Thomas P. Ford of New York City in April, 1905, 
filed an application for a trade-mark—D4—for a valve. 
The inquirer was referred for further information to the 
Ford Regulator Corporation, 403 Broome street, New 
York City. 

An Ohio supply house asked: “There is located some- 
where in Indiana a company that makes a covering for 
iron pulleys, known as the ‘Lion’s Paw’ covering. Will 
you kindly advise us if you are familiar with the com- 
pany that makes this, and if so give us their name and 
address ?” 

Answer: “The manufacturer of ‘Lion’s Paw’ pulley 
covering is the Lion’s Paw Products Company, Liberty 
Building, Indianapolis, Ind. We did not receive a report 
of this company for our 1925 directory, but you can 
probably get in touch with it by writing to the address 
given.” 

Question from New York supply buyer: “We have an 
order for one quart of ‘One Minute’ quick drying belt 
cement, and we have tried every known source of supply, 


but have been unable to locate anyone who manufactures 
this particular brand. Kindly advise, if possible, the 
name of the manufacturer.” 

Answer: “The nearest we can come to ‘One Minute’ 
belting cement is ‘Minute’ cement, made by the Oleum 
Products Co., Scranton, Pa.” 

Another inquiry from New York: “We have a yequest 
for quotation on a 10-inch ‘Sweet’ horizontal oil separa- 
tor. We have been trying to find out the name and 
address of the manufacturer without success. It has 
occurred to us that you may be able to enlighten us. 
Any information you may give will be appreciated.” 

Answer: “The ‘Sweet’ oil separator is made by the 
Direct Separator Co., of Syracuse, N. Y.” 

The same company asked: “Can you advise us who 
has the selling rights in this country for the ‘Tenax’ 
magnifying gauge glasses, which we understand are 
made on the other side. We have an inquiry for some 
of these glasses and want to get a quotation. Any infor- 
mation you can give us will be appreciated.” 

Answer: “ ‘Tenax’ gauge glasses are being sold by the 
Nason Mfg. Co., 71 Fulton Street, New York City.” 

Here’s one from Memphis: “Can you give the name 
and address of firms manufacturing steel wheels for 
lumber buggies and planer mill trucks, similar to those 
being made by the Electric Wheel Company, of Quincy, 
Ill. This information will be appreciated.” 

Answer: “We are pleased to enclose an advertisement 
of the J. R. Little Metal Wheel Co., which shows the type 
that company makes. We believe this type of wheel is 
also made by French & Hecht, Davenport, Iowa; S. C. 
Overpack, Manistee, Mich., and Geneva Metal Wheel Co., 
Geneva, Ohio.” 

A plumbing supply house buyer wrote: “Can you give 
us any information as to the maker of the ‘Clureco’ No. 
12 steam boiler? We would appreciate any information 
you can give so as to assist our customer in securing 
material required for the above boiler?” 

Answer: “We have searched our records and reference 
books without finding out who makes the ‘Clureco’ steam 
boiler. Our guess is that it is a trade name used by 
some supply house, in which case it may be traced 
through local plumbers where the boiler is installed.” 

A New York state inquiry: “We would ask that you 
kindly advise us who is the maker of light weight Welch 
steel plugs. We have a customer who is desirous of 
procuring some of these plugs and your help in assisting 
us to locate a manufacturer would be appreciated.” 

Answer: “The Welch expansion plug for closing core 
holes is, we believe, manufactured by the M. D. Hub- 
bard Spring Mfg Co., Pontiac, Mich.” 

An inquiry from Kansas City: “We would appreciate 
having you advise us who now manufactures Pratt & 
Cady fire hydrants. We have a customer who desires to 
purchase some repairs and any information you can give 
us will be appreciated.” 

Answer: “The Pratt & Cady Company was succeeded 
by the Reading Steel Casting Company, whose main office 
is in Bridgeport, Conn. Upon receipt of your letter, we 
telephoned the Chicago office, and were told that the 
Pratt & Cady fire hydrants have been discontinued, but 
that repairs can be secured from Bridgeport. To get 
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The Jobber’s 
Most Urgent 


Problem 


And One Suggestion Toward 
Helping To Solve It 


URING the last dozen years condi- 

tions have been changing in the 

mill supply jobbing business, as in other 

lines. Ifa jobber is going to continue to 

succeed, he must adapt himself and his 
methods to these changing conditions. 


His problem now is not merely how to 
sell supplies, but rather, how to realize a 
living profit from the goods that he sells. 


Your cost of doing business has been 
getting higher during the last few years, 
and it is idle to try to stand still and wait 
for costs to “drop back to normal.” Sal- 
aries, railroad fare, freight rates, and the 
prices you pay for goods keep your costs 
up. Keen competition, that is too often 
unintelligent competition, keeps your 
selling prices down, with the consequent 
shrinking of your profits. 
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Built on the Donnelley Unit Selection Plan 


It would be absurd to suggest that any 
one remedy offers a cure for this whole 
condition. It is far too complex for that, 
but it will be self-evident that unless some 
changes are made, it is not reasonable to 
expect that the existing conditions can be 
materially improved. 


Is it not worth while then for you 
frankly to “take inventory” of all of your 
present methods of getting orders and of 
filling them, and of your methods of buy- 
ing, to see if some changes may not be 
made to the improvement of your profits? 


On the following pages are suggested 
tor your frank consideration some as- 
pects of one means of helping you in- 
crease your profits—an up-to-the-minute 
catalogue carefully built to your measure 
on the Donnelley Unit Selection Plan. 


Jobbers’ Catalogue Department 


-R. R. DONNELLEY & SONS COMPANY 


731 PLYMOUTH COURT : CHICAGO 


It is better to secure the best catalogue service than to wish you had. 
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Standard for Forty Years 


Our experience, facilities and modern equipment, 
enable us to manufacture all kinds of metal stamp- 
ings of the highest quality, in quantities that per- 
mit low pricing. We make prompt deliveries out of 
our large and complete stock. 





PRESSED STEEL DIPPING AND 
POURING KETTLE 


Rigid bail, bent handle, broad spout. 





)) 





PRESSED STEEL MELTING LADLES 


Twenty-five to fifty percent deeper and thicker 
and with longer handles than ordinary Plumbers’ 
Ladles. Furnished with three lips if desired. 





STEEL MELTING 


PRESSED KETTLE 
Furnished complete with pouring lip, hinged bail 

and tilting hooks. Depth of bowl is about 
three-quarters of its diameter. 


We also make a wide variety of steel factory 
equipment of standard sizes, including steel shop 
boxes, barrels, kegs, annealing pans, tool boxes, 
etc. These are built to stand rough handling and 
to give maximum service. 


Write for Catalog No. 21 


MULLINS BODY CORPORATION 
102 MILL STREET SALEM, OHIO 


‘STEEL LILUING 
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prompt attention, give a detailed description of the re- 
pairs needed.” 

An inquiry from Springfield, ill.: ‘We have a customer 
who has been trying to secure some repairs for Thermo 
radiator valves, which were furnished by the Consoli- 
dated Engineering Co. of Chicago. We don’t seem to 
be able to locate these people, and wonder whether you 
could give us any information as to whether or not they 
are in business and where we can secure the repairs for 
these valves.” 

Answer: “The Consolidated Engineering Co., of Chi- 
cago, was taken over by the Bishop & Babcock Co., whose 
main office is in Cleveland and Chicago office at 112 West 
Austin avenue. You can probably secure repairs for the 
Thermo valve from them.” 

From Youngstown, Ohio: “Please advise, if possible, 
who manufactures the Tighton galvanized ground joint 
unions.” 

Answer: “The Tighton galvanized ground joint union 
is made by the Standard Union Company, 7 Water street, 
Boston, Mass.” 

A St. Paul plumbing supply jobber asked: “We have 
been trying for some time to locate the manufacturer of 
swedging tools, as per enclosed illustration, but have 
been unsuccessful; also furnace repairs. What we want 
is the manufacturer, not jobber. The furnace repairs 
mentioned are for plumbers’ furnaces.” 

Answer: ‘We believe the illustration which you sent 
us is taken from a catalog of the Wolverine Brass Works, 
Grand Rapids, Mich. We believe this company is also 
a manufacturer of furnace repairs.” 

A Rochester jobber’s inquiry: “Will you kindly give 
us the address of the Adamson Westlake Mfg. Co. As 
we understand it, they make a similar line to the Trage- 
ser Co., of New York. If you can give any information 
as to their whereabouts, we will appreciate it.” 

Answer: “We believe you have reference to the Adams 
& Westlake Co., 319 West Ontario street, Chicago. This 
company manufactures railway car equipment, which 
includes sheet metal lavatories such as are used in pas- 
senger cars, and in this respect their lines resemble that 
of the Trageser company in New York.” 

An inquiry which has not yet been satisfactorily 
answered is for the manufacturer of “Brenner’s” double 
washer cutter—No. 3l—small to cut washers to six 
inches diameter. 

—<. 


HAS SOLD OUT HIS INTEREST 
J. C. Richardson Resigned as Vice-President of The Queen City 
Supply Company After 23 Years 

Too close application to business has made it necessary 
for J. C. Richardson, vice-president of The Queen City 
Supply Co., Cincinnati, to take a long rest in order to 
regain his health. During the year 1923 Mr. Richardson 
suffered a nervous breakdown, from which he has never 
recovered. On the advice of his physician and his own 
inclination, he has sold out his interest in the company 
and has resigned as vice-president. Mr. Richardson first 
began his career with the Queen City company 23 years 
ago, starting as a clerk and working his way up step by 
step to the vice-presidency. He has won a wide circle of 
friends throughout the mill supply field. He expects to 
remain in Cincinnati, and has no plans for the future 
except to endeavor to regain his health. 

A. C. Blaisdell and W. E. Butler assume the responsi- 
bilities formerly borne by Mr. Richardson. The former 
is now sales manager of the company and the latter 
assistant sales and office manager. Both men have been 
with the organization for several years. 
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STUDY DISTRIBUTION PROBLEMS 


National Conference Will Make Comprehensive Survey of the 
Entire Field of American Industry 

A national study of the problems of distribution will 
be made. The project was formally launched at a meeting 
held at the Chamber of Commerce of the United States, 
Washington, D. C., on Jan. 14 and Jan. 15. At this 
meeting were present more than 200 representatives of 
trade associations, manufacturing and merchandising or- 
ganizations, economists and government officials. 

As a tentative program for carrying on the work the 
entire field of distribution was divided into six sections, 
each of which will be covered by a special committee. 
Tentatively the committee approved a program as 
follows: 

1. Collection of business figures as a means toward 
accomplishing economies in distribution. It is proposed 
to make a study of the possibilities of a periodical com- 
parison of quantities of certain commodities produced 
and on hand, and prices of the same commodities at 
wholesale and at retail, to give distributors a knowledge 
of market conditions in order that intelligent buying and 
selling policies may be adopted and extreme market 
fluctuations avoided. It is also proposed to consider 
plans for a census of distributors substantially like the 
census of manufactures which is now conducted as a 
regular feature of the bureau of the census. It is 
believed that such a census would make it possible to 
judge the relative need for more or less establishments 
in various localities, to eliminate wasteful marketing 
efforts and to permit estimation of accurate sales quotas. 

2. Trade relations. Under this head will be con- 
sidered: methods for reducing the losses due to cancella- 
tions of orders; ways in which better credit practices 
may be established; promotion of the highest ethical 
standards; practical means toward the investigation of 
complaints, the conciliation of disputants and the arbi- 
tration of claims. 

3. Market analysis, advertising and advertising 
mediums. This will include a study of co-ordination of 
research to avoid duplication of work and to increase the 
net results of research by a unification of effort. 

4. Expenses of doing business. This will include a 
study of services to determine as nearly as possible those 
which contribute to the facility of distribution; adoption 
of uniform systems in recording the costs of distribution 
by manufacturers, wholesalers and retailers to be used 
as comparisons by all classes of distributors in studying 
their own costs; principles upon which credit should be 
based and its relation to “good” and “bad” times; 
methods of arriving at the most economical rates of 
turnover and the number of varieties, styles and sizes 
as well as to “hand-to-mouth” buying. 

5. Methods of distribution. Included in this will be a 
study of causes for various channels, such as manu- 
facturer to wholesaler to retailer to consumer; mail order 
and house-to-house methods of sales and the economic 
results; chain stores and independent dealers and the 
difference in their functions; warehousing and its place 
in distribution. 

6. General conditions affecting distribution. Under 
this heading will be studied: legislation favorable and 
unfavorable to the most efficient distribution; govern- 
ment relations to distribution and the aid which the 
various departments and bureaus may give in the col- 
lection and publication of facts and figures; methods for 
giving a wider understanding of the necessary expenses 
attending distribution and the reasons for certain 
practices. 
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Built on the Donnelley Unit Selection Plan 


Are You Looking Backward 





or Forward? 





In many cities there are jobbers who are uncon- 
sciously depending on past momentum to carry 
them along. Every manufacturer knows who 
they are. And the buyers do also. 


Maybe 25 years ago they were the aggressive 
leaders, and built up an outstanding reputation 
for service—the livest house in the territory. 
Perhaps they still delight in recalling that time 
when they set the whole territory talking, by 
issuing “the first real catalogue in the state’’— 
and did so much business that they absorbed the 
cost of the book the first season. 


“But those good old times are past. We can’t 
afford to issue a catalogue now’’—although other 
houses, younger and more aggressive in spirit 
if not in age, are driving ahead vigorously, 
bringing out catalogues, and looking forward in 
general. 

It is true that the momentum of an old success 
may carry a firm a good while. And manufac- 
turers hesitate to take their agencies from houses 
that have done good work in the past. But the 
territory must be served. 

The tragedy of business is for the leader of yes- 
terday to go to seed today. 

If you have been resting on your oars even since 
Armistice Day, drive ahead again now. 

An up-to-the-minute general catalogue is a sign 
of a going concern. 


R. R. DONNELLEY & SONS CO. 
CHICAGO :: ILLINOIS 
































Boston Detroit 








Talk these points 
and sell more drills 


EFFICIENT FANS 
for COOLRUNNING ; 


ENERALLY a drill gets hot 
—but a U. S. keeps cool under 
the most gruelling service. 


The U. S. fan is cast aluminum, the 
result of an exhaustive study of 
pneumatics. Compare the number 
of fins in it with the fans used in 
some other makes of drills. 


As you drill thru hole after hole 
and the drill remains cool in your 
hands you will appreciate this high 
cooling efficiency. 


Write for the U. S. catalog—free 
for the asking. 


Zhe UNITED STATES 


ELECTRICAL TOOL CQ 
CINCINNATI, OHIO. 


Write for the U.S. 
Catalog and _ the 
new “Handbook 
f Portable Elec- 
tric Drill Prac- 
tice.” Sent free 


on request. 


Standard 
Equipment 


District Sales Offices and Service Stations 








SLIGHT BUILDING DECLINE 
January Awards Were a Little Below Those of December and 
Were Also Lower Than January, 1924 

Contracts awarded for building construction in 27 
northeastern states during January, 1925, contemplate 
expenditures aggregating $255,367,000 as against $283,- 
091,000 contemplated by December, 1924, awards and 
$261,330,000 by awards in January of last year. Allo- 
cation of awards to the general classes of construction 
show the decline from the previous month and January 
of last year to be general except in the case of com- 
mercial buildings which increased over the previous 
month and January, 1924, both in point of value and 
aggregate floor space. Concrete-pavement contracts 
awarded in January, 1925, declined from the previous 
month but increased over January, 1924. 

Receipts of domestic wool at Boston during January, 
1925, totaled 3,418,000 pounds, as against 16,629,000 
pounds in the previous month and 11,823,000 pounds a 
year ago. Total wool receipts at Boston in January, 
1925, amounted to 38,987,000 pounds as compared with 
29,460,000 pounds in December, 1924, and 30,159,000 
pounds in January of last year. 

Production of steel ingots totaled 4,179,000 tons dur- 
ing January, 1925, as compared with 3,552,000 tons in 
the previous month and 3,634,000 tons in January, 1924. 
Unfilled orders of the United States Steel Corporation 
at the end of January, 1925, totaled 5,037,000 tons, 
against 4,817,000 tons at the end of December, 1924, 
and 4,798,000 tons on January 31, 1924. 

Postal receipts in 50 selected cities during January, 
1925, totaled $27,271,000 as against $34,149,000 in 
December, 1924, and $26,031,000 in January, 1924, while 
receipts in 50 industrial cities, declining in a seasonal 
movement from December, also were in excess of Jan- 
uary, 1924, receipts. 

Sales of stock on the New York Stock Exchange in 
January, 1925, totaled 46,739,000 shares as against 42,- 
876,000 shares in December, 1924, and 27,762,000 shares 
a year ago. Prices of 25 industrial and 25 railroad 
stocks averaged higher in January than in either the 
previous month or January, 1924. The price index of 
40 bonds relative to par value stood at 76.07 in Jan- 
uary, 1925, as compared with 75.77 in December, 1924, 
and 72.23 in January, 1924. 

Reports received by the Department of Commerce for 
its monthly Survey of Current Business show production 
in the iron and steel industry during January greater 
than in either the preceding month or January, 1924. 
Unfilled orders on January 31, 1925, aggregated 5,037,000 
tons as compared with 4,798,000 tons on the correspond- 
ing date a year ago. Shipment of locomotives by principal 
manufacturers declined during January from both the 
previous month’s total and January, 1924, while unfilled 
orders, although less than at the close of the previous 
month, were larger than a year ago. 

Federal Reserve holdings of discounted notes at the 
end of January, 1925, aggregated $274,000,000 as against 
$314,000,000 at the end of December, 1924, and $522,- 
000,000 a year ago. Total investments as of January 
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31, 1925, amounted to $715,000,000 as against $935,000,- 
000 at the end of the previous month and $393,000,000 
a year ago. The reserve ratio at the end of January, 1925, 
stood at 78 per cent and may be compared with 73 per 
cent at the end of the preceding month and 81 per cent 
on January 31, 1924. Commercial concerns failing in 
January, 1925, numbered 2,317, as against 2,040 in the 
previous month and 2,108 in January of last year. The 
aggregate liabilities of firms failing in January, 1925, 
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were $54,354,000 as compared with $45,279,000 in 
December, 1924, and $51,273,000 a year ago. 

Cotton consumption increased over the previous month 
and January, 1924, while mill and warehouse stocks 
were reduced from the December holdings but were 
695,482 bales in excess of holdings a year ago. Cotton 
exports increased over the December figure and were 
almost twice the outward movement a year ago. 

Mail order and chain ten cent store sales declined in 
a seasonal movement from the December totals but 
were larger than a year ago, while retail department 
store trade was in slightly larger volume than in Jan- 
uary, 1924. The movement of railway freight, as indi- 
cated by carloadings, increased over January of last 
year. 

Check payments in New York City and for the country 
at large increased over both the previous month and a 
year ago. Loans and discounts of Federal Reserve mem- 
ber banks outstanding at the end of January declined 
from the December figure but were larger than in Jan- 
uary, 1924, while interest rates on both call loans and 
commercial paper increased over December but were 
less than a year ago. Stock transactions on the New 
York Exchange, increasing over the December total, 
were in considerably larger volume than a year ago, 
while prices of stocks, both railroad and industrial, aver- 
aged higher. 

The Department of Labor wholesale price index for 
104 commodities, relative to 1913 as 100, stood at 160 in 
January, against 157 in December and 151 a year ago. 
The retail food price index number again increased, 
standing at 154 for January as compared with 152 for 
December. Sales of new life insurance by 45 companies 
totaled $753,914,000 in new estates created if carried to 
maturity, as against $1,086,210,000 in December, and 
$691,341,000 in January a year ago. 





FORGED FICTITIOUS ORDERS 


Warning Issued Against Machine Tool Salesman Who Played a 
Crooked Game on the Coast 

Here’s the latest in the line of frauds practiced on mill 
supply houses. It comes from the Pacific Coast, and is 
broadcasted through cooperation of the jobber, who was 
the victim, and the National Supply and Machinery 
Distributors’ Association. It is suggested that all mill 
supply houses, particularly machine tool distributors, be 
on the lookout for this crook. The coast distributor’s 
story is as follows: 

“J. H. or Harvey Chandler, who represents himself as 
a machine tool salesman, has been in our employ for 
approximately three months, most of which time was 
spent in our store as inside salesman. 

“During the past two weeks we have had him on the 
outside and he turned in four good sized orders with the 
customer’s order number, customer’s signature, etc. 
Upon investigation, we found that in the majority of 
cases he did not even interview the customer concerning 
the equipment; in fact, they had never met him. In one 
case a seven thousand dollar special machine was in- 
volved and we had already wired this order to the factory. 
Fortunately, they were not in position to make immedi- 
ate shipment, and in the meantime we discovered the 
type of man we had in our employ. 

“It goes without saying that Chandler told a thousand 
and one lies to try to cover the entire proposition up, and 
then he finally admitted that he had forged customer’s 
signatures to the sales sheets, and that there was noth- 
ing whatsoever to the orders. He turned in about fifteen 
thousand dollars worth of fictitious orders.” 
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Built on the Donnelley Unit Selection Plan 


Are You Merely Filling 
Miscellaneous Orders or Turning 











Your Stock? 





A jobber without a catalogue is at the mercy of 
the hit-or-miss orders of, say, 3,000 buyers. 
He may be filling orders for mill supplies in 
general, but meanwhile much of his own stock 
lies in his warehouse, eating up his profits. 
Granted that you carry an excellent selection 
of goods. The 3,000 buyers can’t be expected 
to know what you have. 


Suppose there are ten different grease cups made, 
but that you stock only two. The chances are 
five to one that the undirected orders from your 
territory may be for makes that you do not have. 
What courses are open to you then? 

1. You can substitute without notice, but you 
know what the buyer may think if you do. 
Or, you can send around town, or to the 
manufacturer, and “pick it up.” 

3. Or you can waste your time and your cus- 
tomer’s time and patience, in correspond- 
ence to get his permission to substitute. 


bo 


3ut where has your profit gone? 


If you have an up-to-date catalogue in the buy- 
er’s hands, the most natural thing for him to do 
is to refer to it, select the type that he needs, 
and send you the order. 
A catalogue will translate your customers’ needs 
into terms of your stock. 


R. R. DONNELLEY & SONS CO. 
CHICAGO :: ILLINOIS 
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Allisteel Shelving 


IGHT, strong, fire-resistant— 
quickly erected or re-erected 
without special tools—and giving 10 
to 30% greater storage space. 
To fit growing needs, additional units may be 
added later—or the entire installation moved 
and re-erected elsewhere. 
Allsteel Shelving has innumerable uses in office, 
store and factory, with low initial expense and 
no upkeep. The Allsteel mark on shelving is 
your guarantee of permanent satisfaction. 


Write for a copy of ‘‘Saving with Shelving’’ 
THE GENERAL FIREPROOFING CO. 


Youngstown, Ohio 
Dealers Everywhere - Canadian Plant: Toronto, Ontario 

















SAFETY WORK PAYS DISSTON 
Only One-Fifth as Many Accidents in Big Saw Plant Last Year 
as Compared With Nine Years Ago 

A practical illustration of the value of safety work in 
a large industrial organization is contained in the annual 
report of this activity in the plant of Henry Disston 
& Sons, Inc., Philadelphia, saw and steel manufacturer. 
Last year in this big plant, only one-fifth as many men 
were hurt and one-fifth as many days lost through in- 
juries as compared with nine years ago when the safety 
campaign was instituted. Of an average of nearly 3,000 
men employed in the plant in 1924, only 71 suffered time- 
losing accidents of a day or more. In 1916, the year in 
which a safety committee was organized, 300 men were 
listed as having lost time due to accidents. The total 
of lost days in 1924 was 1,174, compared with 5,471 days 
in 1916. 

The Disston company has found safety to be a means 
to conserve the toiler’s life and limbs, to insure his earn- 
ing capacity and also to insure a reliable supply of manu- 
facture to the consumer. Furthermore, it has found 
that the safety work actually pays in dollars and cents. 

The insurance rates are established by rating bureaus 
of the state and are based on hazards and experience 
of the respective branches of industry. For example, 
steel works, where hot metal is handled, have a much 
higher rate than tool manufacturers, since the hazards 
in these two industries differ. The rates are based on 
the total compensation paid in a given manufacturing 
group, and the premium paid by the various manufac- 
turers pooled together must equal this amount plus the 
cost of insurance administration. Therefore, a_ plant 
with a low accident rate must pay for those with a high 
accident rate. 

The good results which have been achieved in the 
Disston plant enabled the company to apply to the rating 
bureau to be put on its own experience, which means 
that the company has to pay only the amount of premium 
due to its own accidents. A period of five years is taken, 
and the average rate of accidents for this period de- 
termines the rate each day. The rate established for the 
Disston company has been greatly reduced as a result. 

The reduction of this premium for insurance in 1924 
as compared with the previous year was 10 cents per 
$100, from 52 cents to 42 cents, or nearly 20 per cent 
in a single year. The manual rate established in the 
state of Pennsylvania for steel manufacture of the Dis- 
ston type is $1.20 for each $100 in wages paid. Last 
year the Disston rate was 66 cents. The manual rate 
for saw and file manufacture in Pennsylvania is 65 
cents. Last year’s Disston rate was 36 cents. 

“From these figures you can gather to what extent 
safety work pays. If we consider that in the last nine 
years, according to figures of the insurance companies, 
the company had paid about $30,000,000 in wages, and 
if we were to figure only 25 cents less on every $100 
against the corresponding standard rate, it would mean 
a saving of about $75,000 on premium alone. As you 
see, safety pays.” 





New Logging Operations 

The Raymond Lumber Company camp, Bedford, Wash., 
has been moved to a new scene of operations which is 
being opened by the company at Swim Creek, the largest 
major logging operation in the Raymond, Wash., sec- 
tion. Work of moving the machinery began on Febru- 
ary 15. It is estimated that the operations at the new 
camp will last for seven years at the present rate of cut. 
Seven miles of logging railroad will be necessary. 
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ENTERS MILL SUPPLY FIELD 


Manufacturers Surplus Tool & Supply Co. Has Been Organized 
at South Bend—George Erickson, Manager 

Manufacturers Surplus Tool & Supply Co., has started 
doing business at 2902 South Michigan street, South 
Bend, Ind., and according to announcements from the 
company will do business strictly as a jobber and whole- 
saler, carrying in stock hardware, bolts, nuts, tools, nails, 
belting, machinery, shafting, hangers and pulleys. The 
new company is owned entirely by the Hurwich Iron 
Company of South Bend. 

Maurice Hurwich, of the latter company, states that 
George R. Erickson has been appointed manager of the 
Manufacturers Surplus company. Mr. Erickson some 
months ago announced that he had entered business on 
his own account, with headquarters temporarily at 
Osceola, Ind., but that he eventually hoped to be able to 
start a real supply business in South Bend. He had 
been operating under the name of Erickson Belting & 
Supply Company. 

Mr. Erickson had for: several years been a member 
of the sales organization of an old established Indiana 
supply house, but had ambitions to start out for himself. 
He believes that the prospects for a successful business 
are very good, and states that the new company has been 
fortunate in securing contracts to represent some of 
the leading manufacturers of mill supplies. 

The new company’s name recalls that of another 
organization which entered the supply field in South 
Bend a few years ago under the name of the Manufac- 
turers Tool & Supply Co., and which several months 
ago discontinued business. 





PULVER MACHINIST TOOL CO. 


New Supply House Opened at 540 W. Lake Street, Chicago, and 
Will Carry Complete Line of Tools 

Pulver Machinist Tool Co., is the name of the most 
recent entry into the mill supply field in Chicago, having 
opened for business in a store at 540 W. Lake street, 
at the northwest corner of Lake and Clinton street. 
The company intends to carry a complete line of machin- 
ists’ tools, and has already stocked many of the leading 
manufacturers’ lines. 

The new company is headed by Fred S. Pulver, who 
is well known in the Chicago supply field, having been 
connected with local mill supply organizations for the 
past 28 years. He was for many years employed by 
the Machinists’ Supply Company, and for the past five 
years has been a member of the city sales organization 
of H. Channon Company. 

Associated with Fred S. Pulver in the new venture 
are his brother, Harry A. Pulver, and Joseph M. Berg. 
Neither of these other two men have had mill supply 
experience. 

Fred S. Pulver made the following statement to MILL 
SUPPLIES about his new venture: “We are going right 
after the trade in Chicago and surrounding terrritory, 
specializing in machinists’ supplies. It will be our 
policy to carry only quality goods, recognized lines. We 
now have two outside salesmen and hope to expand this 
sales organization in the near future. Although we 
haven’t all of our stocks in, we are already doing an 
encouraging business.” 

The business will probably be incorporated within 
the next few weeks. At the present time the company 
occupies a total of approximately 3400 square feet of 
floor space, including a first floor store and basement. 
The entrance to its store is at the foot of the Clinton 
street elevated station. 
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Built on the Donnelley Unit Selection Plan 


To Help You Avoid Carrying an 
Unnecessarily Diversified Stock 








What Herbert Hoover is doing to help American 
manufacturers to simplify their needless variety 
of styles and patterns, offers a suggestion to 
jobbers of supplies also. 


Unless a jobber has carefully charted his buying 
course, it is very easy to “load up” with an un- 
necessary variety of goods, quite beyond the real 
needs of his customers. 

A carefully selected catalogue affords you a buy- 
ing chart. 

When you make the detailed selection of goods 
for your new catalogue under the Donnelley Unit 
Selection Plan, you weigh the merits of each 
article Unit by Unit. You are not diverted by 
other articles that someone else has shown with 
it in the same page or column grouping. The 
Donnelley master sets of proofs do not show 
groups of articles—pages or columns, but only a 
single Unit on each sheet. 


It is surprising what a birdseye view you will 
get of your whole business when you are select- 
ing the goods for your catalogue, systematically 
crystallizing your experience and judgment as to 
the goods which you consider it will pay you to 
include in the book. 


The finished catalogue will then be a constant 
aid to your buyers in directing their purchasing 
policy. 

Such a catalogue built on the Donnelley Unit 
Selection Plan will help keep your stock “in 
fighting trim.” 


R. R. DONNELLEY & SONS CO. 
CHICAGO : ILLINOIS 
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MOLONEY 
Leather Belting 


—Unmistakable Quality 


\A J HEN you use Moloney 
Leather Belting in the trans- 


mission of power, Old man Belting 
Trouble beats a hasty retreat. There 
is a reason for this—several, in fact. 





The principals responsible for 
Moloney Belting are actuated by the 
sole desire to produce QUALITY 
belting. Everything else is subservi- 
ent to this. 


The personnel consists of skilled 
beltmakers — men who know from 
years of experience what does, or 
does not, contribute to true belting 
satisfaction. 


Finally, the equipment is modern 
and the materials used are the best 
obtainable. 


When such factors enter into man- 
ufacturing, the user is assured of 
belting that will perform faithfully 
and uninterruptedly year after year, 
unaffected by moisture, fumes, heat 
or cold. 


Any user of Moloney Leather Belting 
will tell you in no uncertain terms why he 
prefers it. We shall be glad to tell you who 
in your vicinity uses Moloney Belting. 


Our engineers have had considerable experience in solving 
belting problems. They will be glad to help you solve yours. 


Jobbers: If you are interested in a line of 


quality belting, plus close co-operation 
and real service, send for particulars. 


Moloney 
Belting Co. 


124-138 N. Franklin St. CHICAGO 


ATLANTA, GA, PORTLAND, ORE. 











MANY FAVORABLE SIGNS 


Car Loadings and Exports Have Been High in Recent Weeks, 
Although Business Has Been Slightly Spotty 

Generally speaking, business during the past month 
has been decidedly spotty in some sections in the mill 
supply field, and many who confidently expected a rapid 
pick-up after the first of the year are somewhat at a 
loss to find the reason for the failure of the business 
machine to turn as rapidly as they had expected. On 
the other hand, there are plenty of reports of sectional 
activity which give further indication that the early year 
predictions will be supported, and that as the year fur- 
ther advances there will be a more general quickening 
of the industrial pulse. 

On the whole, the reports from eastern manufactur- 
ing establishments indicate that they are operating at 
a much higher speed than for several months. Within 
the past two weeks, representatives of several of these 
manufacturers have been in Chicago, and all were highly 
enthusiastic over the present rate of operations in their 
factories. 

Salesmen who have recently been interviewed follow- 
ing business trips to mill supply houses in various sec- 
tions, state that business in the north and south appears 
to be good, while throughout the Middle West it is un- 
usually spotty, with considerable gloom in some of the 
corn belt regions, and with the northwest encountering 
a late season, with business a little behind expectations. 
Business in St. Paul and Minneapolis territories is re- 
ported to be exceptionally good. 

Some indications that business as a whole in the 
United States is proceeding along at a high rate are the 
reports of freight movements and foreign trade. In the 
week ended February 7th, the total of car loadings was 
928,244, which brings the total loadings for the first 
six weeks of 1925 up to 5,379,237 cars. This represents 
179,950 cars more than in the first six weeks of 1924, 
vr an increase of 3.4 per cent, and it will be recalled 
that the figures for the 1924 period constituted a high 
record. In the month of January exports of merchan- 
dise totalled $447,000,000, the largest figure for any 
month since February, 1921, with the exception of the 
big grain exporting months of October and November. 

Iron and steel market reports state that while the 
steel industry is more dependent upon incoming week- 
to-week tonnage, fresh buying is making an appearance. 
The steel corporation is reported to have been running, 
during the week of February 22, at 931% per cent of ingot 
capacity, and independent plants at 80 per cent, with 
Chicago mills in the strongest relative production. 

The demand for oil country products appears to have 
been greatly stimulated in recent weeks, and there is a 
better prospect for the oil supply business in the months 


to come. 
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New Black Industrial Paint 


Nitrose Paint Company, Peoria, IIl., is introducing 
a new black paint to the industrial market, and is going 
to attempt to secure broad distribution through mill 
supply houses. According to the reports about the paint, 
it is the result of experiments on the part of an engineer 
with a large southern utility company, who started out 
to try to find a paint that would stand the effects of 
the elements, of high temperature and of the action of 
acids. For several years after he had perfected the for- 
mula, his paint was used by his company, and later 
other public utilities adopted it. As a result the Nitrose 
Paint Company was organized and during the past two 
vears, it is stated, has been operating at high speed. 
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MOST COSTLY COMPETITION 


Ignorance Is Held Responsible for Present Wasteful Practices 
Throughout American Industries 

The most costly form of competition with which every 
industry has to contend is ignorance, according to a 
recent report of the department of manufacture of the 
Chamber of Commerce of the United States. It has been 
found, after a thorough study of cost accounting, that 
lack of knowledge of business costs is a general condi- 
tion. It is disclosed, for example, in quotations to the 
government for supplies of every description, the wide 
variations furnishing additional reason for the thought, 
which manufacturers in nearly every line of industry 
have, namely, that some of their competitors have little 
or no idea of costs, for at one time or another offers are 
made at prices lower even than the cost of materials. 

According to a statement which has been made public 
by the national chamber, it is convinced that “the elimi- 
nation of uninformed disastrous competition comes from 
the development of uniform cost accounting for a line of 
business and from the adoption of these uniform methods 
in the accounting systems of its individual members.” 

Another statement which recently emanated from the 
chamber attests the value of the distributor in the in- 
dustrial and commercial world. Here is the view ex- 
pressed on this important subject: 

“The middleman, or, under the new scientific business 
nomenclature, the distributor, who is often blamed for 
high prices, is probably a much misjudged individual. 
That, at least, appears to be the conclusion of the na- 
tional distribution conference which has undertaken an 
inquiry to determine how distribution wastes can be 
eliminated. 

““*The profession,’ Theodore F. Whitmarsh, of New 
York, the chairman, pointed out, ‘is an old, honorable 
and useful one, dating back at least to the days of 
Pharaoh in Egypt when Joseph prudently set aside a 
fifth of the grain harvests of each year of the seven 
of plenty, held it in warehouses, and distributed it over 
the seven lean years.’ 

“The Bible does not say that Joseph was denounced 
for price boosting, but he probably was. Mr. Whitmarsh 
added: ‘It unfortunately happens that there is much 
misinformation abroad as to what processes are carried 
through in bringing commodities from the source of 
origin and delivering them to the points of consumption. 
Many there are who, knowing of the prices received by 
the producer for a given product, and the prices they pay 
as the final consumer, compute the difference as a toll 
taken by a distributor and conclude that he gets a re- 
turn out of all proportion to the service he renders. 
They overlook the important fact that between origin 
and consumption hundreds, at times thousands, of miles 
intervene; that in between are countless agencies, per- 
haps it would be better to say that countless services 
are performed, all necessary in our present stage of de- 
velopment, to bring the commodity from the point where 
it is produced to the point where it is wanted.’ ” 





Increase Over December 

During the month of January there were produced 
in the United States a total of 204,607 passenger auto- 
mobiles and 26,464 trucks, compared to 283,981 passen- 
ger cars and 28,902 trucks produced in January, 1924. 
The official figures for the past year show that a total 
of 3,144,515 passenger cars and 358,296 trucks were 
manufactured in the United States. During the same 
period Canadian manufacturers produced a total of 117,- 
765 passenger cars and 17,130 trucks. 


4 a 
{ 


Uji Oxd) 
































Built on the Donnelley Unit Selection Plan 


Are You Really Rendering 
Service to Your Trade? 








Probably no word has been more misused in 
the supply business than “service.” Yet service 
is the reason that justifies the existence of the 
jobbing business at all. 


Your big customers—and a lot who are not so 
big—could buy from the manufacturers direct in 
a great many instances, if they wanted to go to 
the trouble and delay of doing so. But your stock 
represents better service to them. 





Other things being equal, the jobber who ren- 
ders the greatest service is going to get the bulk 
of the business, and it is simply out of the ques- 
tion for a jobber to render adequate service to 
3,000 or 4,000 buyers in his territory if he makes 
them rely on his salesmen’s calls alone. 

If there is any line in which real service is a 
necessity, it is mill supplies. Did you ever hear 
of a superintendent who was not in a rush for his 
goods when he sent a requisition to the purchas- 
ing agent? Maybe your salesman had called 
the week before but the buyer couldn’t wait for 
his return, even if he had preferred to give him 
the order. 

But if you have an up-to-date catalogue on the 
buyer’s desk, it will enable him instantly, and 
easily, to send the order to you. 

Granted an adequate and well selected stock, 
the greatest aid that a jobber can have in render- 


ing real service is a catalogue at the elbow of 
each buyer in his territory. 


R. R. DONNELLEY & SONS CO. 
CHICAGO :: ILLINOIS 









































HEAVY LOADS 


LADEW Leather Belting has mighty reserve 
strength. Therefore, it is well fitted to handle 
heavy loads and the steady strength taxing de- 
mands of peak production. 


This reserve strength is given Ladew belts by 
careful selection of hides, and skillful tanning 
and currying. It is the result of good belt mak- 
ing since 1835. 

Because of this “know how,” Ladew belts 
shoulder the loads without slipping or letting go. 
Without losing their natural stretch. Without 
excess tension. For hard drives, Ladew belts 
assure efficient, economical transmission. 


BELTING AND OTHER LEATHER PRODUCTS 


Since 1835 


Atlanta, Ga. 
Boston, Mass. 
Cleveland, Ohlo 
Chicago, Ill. 
Glen Cove, N. Y. 
Newark, N. J. 
Philadelphia, Pa. 
Pittsburgh, Pa. 


29 MURRAY 
STREET 
NEW YORK 
CITY 




















Gor General Service ~ 


) ALLIGATO OR 


ADE MARK GE 


FLEXIBLE STEEL LACING CO. 
1633 Lexington St., Chicago, Illinois. 
In Eno. at 135 Finsbury Pave., London, E.C. 2 








The Efficiency 


of an 


Endless Belt 


—the convenience of 


a take-apart joint. 
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PLAN SALES TERRITORIES 


Salesmen Should Be Properly Routed in Order to Eliminate 
Waste of Time and to Increase Income 

Better planning of sales territories is urged by the 
domestic commerce division of the Department of Com- 
merce as an aid to increasing the income of both sales- 
men and their employers. The division has just issued 
a pamphlet on this subject. It is entitled, “Planning 
Salesmen’s Territories.” It points out that too many 
sales executives look upon the red line of state or county 
boundary as a bunker which they do not dare to cross, 
thereby causing one of the most widespread wastes in 
our distribution machinery. 

According to the bulletin, “thousands of dollars are 
unnecessarily spent each year in covering territory ac- 
cording to state boundaries instead of following lines of 
natural trade areas.”” A salesman waiting for train con- 
nections at a railroad junction, or doubling back on his 
track, or stopping just before reaching a good town to 
avoid crossing a state line, is not getting the best re- 
sults for himself or his company. 

An analysis of sales plans of several companies has 
been made showing that remarkable results have been 
achieved by careful and scientific methods of approach 
to the problem of properly routing salesmen. Numerous 
examples are cited from actual practice to show how the 
country can be covered by salesmen who work their ter- 
ritories from some dominating city in which they live. 
A full consideration is also given to the “star”? salesman 
who is a high-salaried man and makes comparatively 
long jumps between trains. 

The bulletin includes a set of six plans to show the 
wide variety of sales territory plans actually in use. It 
was written by G. E. Bittner of the domestic commerce 
division. Copies may be obtained by request to this divi- 
sion of the Department of Commerce at Washington, or 
upon application to any of its district offices in the 
various cities. 





OUR ELECTRICAL INDUSTRY 


Statistics Show It Has Grown Until Its Annual Production Is 
Valued at Over a Billion Dollars 

The total output of electrical machinery, apparatus and 
supplies in the United States during the year 1923, the 
latest for which figures are available, was valued at 
$1,304,650,999, which represents an increase of 59.4 per 
cent over the output of 1921. Included in this total were 
$184,510,010 worth of insulated wire and cable, $127,- 
212,066 worth of motors and parts (not including con- 
trollers and automotive starters), $124,630,467 worth of 
batteries, $90,857,998 worth of telephone apparatus, $71,- 
967,458 worth of incandescent lamps and $67,002,084 
worth of household apparatus and appliances. 

There were 1671 manufacturing establishments in this 
branch of industry, according to the census reports of 
1923. New York was the principal location with 256 
plants, with Illinois second with 212, and the Ohio third 
with 195. New Jersey reported 161, Pennsylvania 159, 
Massachusetts 130, California 98, Connecticut 65, Indiana 
59, Michigan 58, Missouri and Wisconsin, 57 each, and 
the remaining 164 in 27 other states and the District of 
Columbia. 

Illinois led with value of products, however, the total 
value of its electrical machinery manufacturing plants 
amounting to $211,366,206. Pennsylvania’s products in 
this line were valued at $201,117,706. New York was 
third with $192,224,937. 

This industry gave employment to an average of 
234,892 wage earners during the year. 





AO Ca ances 





a 





When writing to Advertisers please mention Mitt Supr ties. 





eS 


— 


a aS AN TIE 








WILL ELECTRIFY LOGGING 
Plans for a Great Power Development Project Which Will Affect 
Industry in the Northwest 

Mill supply manufacturers, who sell any of their prod- 
ucts in the logging centers of the northwest, will be 
greatly interested in tentative plans which are being 
made for furnishing Willipa harbor cities, in Washing- 
ton, with electric light and power through a great dis- 
tribution center at the Electric Park station of the 
Grays Harbor Railway and Light Company. H. W. 
Crozier, hydro-electric engineer of the Federal Power & 
Traction Company, the parent organization which is 
making the plans, recently outlined what the project 
means. 

Plans for this great power development have reached 
a stage where construction work is imminent, and the 
power company has already filed on rights in the Queets, 
Quinault and Hoh valleys. It is said that “not only 
will all municipal and manufacturing needs of the Grays 
Harbor and Willipa cities be met by the work planned, 
but a revolution of the logging industry of the district 
is expected with the electrification of logging engines.” 

An active campaign has been in progress all winter 
to introduce electric logging, which is deemed to be the 
coming departure in the lumber districts because of its 
alleged economy. It is said that it will result in timber 
conservation because heretofore wood has been used for 
stream logging donkey fuel. 

Already routes have been selected to connect up the 
Electric Park station to the northward for the new 
hydro-electric transmission lines, and a transmission dis- 
tribution line route has been located from Electric Park 
to Raymond and South Bend, and considerable work 
has already been done on this route. 

The purpose of the development is said to be in line 
with the policy being followed in all big electric com- 
panies, to interconnect all transmission lines, to have 
many sources of supply feeding them, and to be able 
to serve industries anywhere. It is said that the new 
line will assure plenty of current for new industrial 
enterprises in that section of the country, as well as 
for undeveloped industries which are at present oper- 
ating. 

The western Olympic peninsula region, which will 
be affected by this great power development, is a great 
undeveloped empire heavily timbered and watered by 
streams, some of which are important as power sources. 
The timber resources of this section are reported to 
have been barely scratched. 





THE RAILROAD REPAIR SHOPS 


Census Shows Value of the Work Done in Them in 1923 Totaled 
Over a Billion and Half Dollars 

Railroad repair shops, both those of steam and elec- 
tric railway companies, reported work done in 1923 to 
the aggregate value of $1,520,092,751, an increase of 
19.9 per cent over the value of the work done by these 
shops in 1921. The figures were made public following 
tabulation of the official census of manufactures for 
1923, and they showed that the steam railroad repair 
shops alone did work valued at $1,433,680,106, an in- 
crease of 21.5 per cent. The electric railroad repair 
shops reported work valued at $86,412,645. 

There were 2,352 of these railroad repair shops in 
the United States in 1923, located as follows: Penn- 
sylvania, 232; Ohio, 182; New York, 181; Illinois, 177; 
Indiana, 110; Iowa and Minnesota, 81 each; Wisconsin, 
75; the remaining states and the District of Columbia, 
1,116. 
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Built on the Donnelley Unit Selection Plan 


Merely the Competitive Staples, 
or the Profitable Specialties Also? 








Any salesman can travel around with a price 
card, quoting on pipe and fittings. But what 
about selling the profitable specialties? 


The first step is to secure the agencies for spe- 
cialties that your own tests have proved to be 
absolutely reliable. 


The next step is to broadcast them to your trade. 


To be sure, you can’t maintain a regiment of 
specialty salesmen. But you can help your pres- 
ent road men to sell specialties, by instruction 
and by putting into their hands—and into the 
hands of the buyers—a carefully compiled and 
illustrated catalogue describing the goods you 
know are worth pushing. 





You probably handle 4,000 or 5,000 articles, but 
how many of them do your men know well 
enough to sell without a catalogue? 


Would you like to win the lasting good will of a 
superintendent? Then show him how an im- 
proved bearing, or a special belt, or a better fric- 
tion clutch will help avoid “shut downs.” 


In selling him the specialties you will be getting 
farther from the competitive staples. You will 
make a greater profit, and at the same time make 
a friend who will rely on you, and send you his 
staple orders also. 


A good catalogue will help your average sales- 
man sell goods that he knows little about now. 


R. R. DONNELLEY & SONS CO. 
CHICAGO :: ILLINOIS 









































A Good 
Selling Proposition 





We are making one of the best Bronze 
Bars, cored and solid, on the market to- 
day. The quality is guaranteed. While 
we are now selling many users direct, this 
is for the purpose of establishing a steady 
demand for HarBronz from machinery and 
machine tool builders and users. This de- 
mand will later be supplied by our dealer 
agents as they are appointed. 


The sale of HarBronz is growing. We 
want a limited number of supply dealers 
to become distributors and are prepared 
to make an attractive selling proposition. 





Arthur Harris & Co. 
210-218 No. Curtis Street 


Chicago, Illinois 


Brass Founders and Coppersmiths Since 1884 
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SAFETY 


Moncrieff Stands for Gauge Glass Safety 





You do not need to “‘sell’’ your customers on 
Moncrieff Scotch Gauge Glasses because for 
60 years this brand has been known for 
ability to withstand high boiler pressures and 
varying temperatures. 


Whatever other brands you sell, your stock 
should include Moncrieff Glasses, to satisfy 
those customers who, through experience, pin 
their faith on genuine Scotch glasses. 
Through direct shipments from the Mon- 
crieff plant in Scotland, we are able to fill 
your orders promptly. Send for prices and 
distributors’ discounts. 


H. A. ROGERS CO. 


Sales Agents for the United States 


87 Walker St. New York 
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ADD CONTRACTORS’ SUPPLIES 


Fort Wayne Oil & Supply Company Will Carry Complete Line of 
Road and Building Machinery 

The Fort Wayne Oil & Supply Company, Fort Wayne, 
Ind., prominent distributor of mill, plumbing and elec- 
trical supplies, has a new department of its business, a 
contractors’ supply section, which will specialize in 
machinery, supplies and equipment for road and build- 
ing contractors. 

A year ago the company began to stock general sup- 
plies for contractors, and made successful inroads into 
the business in this line, particularly among the road 
and building contractors within its territory. Now, the 
company has decided to add machinery to the former line 
of supplies, and will sell concrete mixers, steam shovels, 
air compressors, derricks, cranes and other equipment 
required by contractors. The company will soon issue a 
special contractors’ equipment catalogue, and hopes to 
greatly expand its business in this new line. 

The Fort Wayne Oil & Supply Company needs no in- 
troduction to the mill supply field. It has been estab- 
lished since 1902 and has expanded into one of the larg- 
est distributors in its section of the country. Since 1905 
it has been incorporated under its present name. 








WILL BUILD NEW WAREHOUSE 
Barrett Hardware Company of Joliet Has Completed Plans for 
Large Concrete and Steel Building 

Barrett Hardware Co., 113 North Ottawa street, Joliet, 
Ill., distributor of hardware, mill and automobile sup- 
plies, has completed plans for the erection of a concrete 
and steel warehouse. This new building will have two 
stories and a basement, and will be 132x150 feet. The 
latest handling equipment will be installed, and will 
include freight elevator service which will make it pos- 
sible to carry loaded automobile trucks from one floor to 
another. The warehouse will be connected by a rail- 
road switch track, which will facilitate incoming and 
outgoing shipments. It is estimated that the cost will 
be approximately $75,000. 

The Barrett company’s business was first established 
in 1850, and was incorporated under its present name in 
1891. It is now capitalized at $300,000, and is the prin- 
cipal mill supply distributor in its territory. The offi- 
cers of the company are: President, J. O. Barrett; vice- 
president, E. M. Moore; secretary and treasurer, E. C. 
Barrett. 


EVEN STOLE THE SHAFTING 


Chicago Manufacturer Reports New Variety of Burglars Who 
Helped Themselves to Tons of Machinery 

Will the near future bring a need for burglar-proof 
locks on power transmission devices? The following news 
report in a Chicago newspaper under date of February 
23d indicates that the burglary business is becoming 
more and more diversified: 

“Tt looks as though the blowtorch industry will see 
a new rival open for business bright and early this 
morning. The Combination Blowtorch Manutacturing 
Company, 1111 Main street, Melrose Park, professes an 
unusually keen interest in any commercial venture in- 
augurated today. Enterprising thieves with trucks en- 
tered the Melrose Park plant early yesterday and walked 
out with the following under their arms: Two punch 
presses, weight two tons each; three motors, weight 1000 
pounds each; every shaft, pulley and connection in the 
place; all the office furniture. John Peterson, president 
of the company, estimates his loss at $25,000.” 











When writing to Advertisers please mention Mitt Suppties. 





























CONTRACT FOR NEW BUILDING 


Smith Bros. Hardware Company of Columbus Expects to Be in 


New Home Before the End of This Year 


The Smith Bros. Hardware Company, Columbus, Ohio, 
wholesale hardware jobber and distributor of factory, 
railway and mine supplies and automobile accessories, 
has let the contract for its new building which will be 
erected on the southeast corner of Poplar and Fourth 
streets. The plot of ground on which this building will 
be located is 150 feet wide and has an average depth 
of 430 feet. 

The building proper will be 140 feet wide and 220 
feet deep. It will be six stories high and basement, 
making seven floors in all. The construction will be of 
reinforced concrete, mushroom type. Three freight 
elevators and one passenger elevator, in addition to 
spiral conveyors of the most approved type, will facili- 
tate handling of materials to the different floors. Plans 
for the building were prepared by Snyder, Babbitt & 
Matthews, Columbus architects, and the contractor is 
Robert H. Evans Co., of Columbus. J. A. Dury, general 
manager of the Smith organization, stated to MILL 
SUPPLIES that the company expects to have the new 
building ready for occupancy December 1, 1925. 





WALWORTH’S ERIE BRANCH 
Ohio Subsidiary of Well Known Manufacturer of Valves and 
Fittings Has Established New Unit 

The Walworth Ohio Company now has a new branch, 
which was opened for business recently at 2001-2003 
Parade street, Erie, Pa. It will serve the territory in 
northwest Pennsylvania, which was formerly served by 
the Cleveland headquarters of the company. In addition, 
the branch will cater to the needs of the city of Conneaut, 
Ohio. A complete stock of Walworth valves and fittings 
will be carried. 

R. J. Nuber, who was for fifteen years associated with 
the Standard Sanitary Manufacturing Company in Erie, 
has been appointed manager of the new Walworth unit. 
Associated with him will be W. K. Hixson, formerly chief 
of the stock department of the Erie City Iron Works, 
and J. P. Finucane, who has had several years’ experience 
in the plumbing supply business, largely with the Stand- 
ard Sanitary Manufacturing Company. Mr. Hixson will 
devote his time to calling on the jobbers and industries 
in the Erie territory, while Mr. Finucane will act as 
general inside salesman. 





RETIRING FROM BUSINESS 
Southern Supply Company, Norfolk, Has Disposed of Its Stocks 


and Has Leased Its Building 


Southern Supply Company, Norfolk, Va., for over 20 
years a prominent distributor of mill, railway and con- 
tractors’ supplies, machinery and logging equipment, has 
disposed of its stock to four other Norfolk distributors 
and is retiring from the business. It is understood that 
the company had approximately $100,000 worth of stocks 
on hand, and that the four local supply houses each 
agreed to take $15,000 worth. Crane Company, Chicago, 
has leased the Southern Supply Company’s building, 
effective March Ist, and has agreed to take over a stock 
of pipe, fittings and tools. 

The business was owned by the Roper family, wealthy 
residents of Norfolk. The company was incorporated in 
1903. Its territory included Virginia, North Carolina 
and South Carolina, six outside salesmen being employed 
to cover the industrial plants in these states. 
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Built on the Donnelley Unit Selection Plan 


To Increase Your Most 
Profitable Orders 


Where would your profits be if you had to depend 
solely on the orders that your road salesmen 
bring in? 

How much is left for you in the hotly fought 
competitive orders that you get? 

From the standpoint of your net profits, contrast 
such business with the daily flow of mail and 
telephone orders for routine needs and replace- 
ments that are being placed somewhere by the 
buyers in your territory. 








How are these orders usually placed? 

The engineer or superintendent consults his cata- 
logue and sends a requisition to the purchasing 
agent in the terms of that catalogue. 

These orders individually do not warrant getting 
competitive bids. The purchasing agents, being 
human, will usually take the line of the least 
resistance, and send the orders to the jobber that 
furnished the catalogue. 

This steady flow of routine mail orders becomes 
large in the aggregate; it constitutes the bed 
rock of a jobber’s prosperity. Some of the lead- 
ing jobbers in the United States have built 
largely on this fact. 

Mail orders are the most profitable orders you 
receive, because they cost the least to sell, and 
they come at your regular prices. 

Any agency that will materially stimulate your 
mail orders is the most profitable salesman you 
can employ. And nothing else approaches the 
catalogue in stimulating mail orders. 


R. R. DONNELLEY & SONS CO. 
CHICAGO ILLINOIS 



































Do you know how 


POOLE GEARS 


are made? 





Why they are superior to other makes? 


Why selective buyers and users standardize with 
them? 


How their high degree of accuracy is obtained? 


Why YOU should use POOLE GEARS? 
Send for bulletin No. 259 which tells the story. 


POOLE ENGINEERING & MACHINE CO. 


BALTIMORE, MD. 
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Why Wait 
Until it is 
Too Late? 


When all depends upon 
your ability to get water 
into the boilers or shut 
down the plant —it will be 
too late to regret that you 
did not give more attention 
to the selection of abso- 
lutely reliable injectors. 


never give cause for re- 
gret. They respond in- 
stantly to the demand 
and are always ready to 
feed your boilers contin- 
uously when necessary. 
Over a million satisfied 
users is a_ testimony 
cannot be 


looked. 
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If yours is a special problen— 
our engineers will be glad to as- 
sist you in selecting PEN- 
BERTHY INJECTORS | that 
will meet your conditions in full: 
Don’t wait. Write us today for 
Catalog 





PENBERTHY INJECTOR COMPANY 
Estab. 1886 
1238 Holden Ave., 


Canadian Plant, 
Detroit, Mich. 


Windsor, Ont. 
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FOUNDRIES AND MACHINE SHOPS 
Manufactured Products Valued at Over Two Billion Dollars in 
1923, According to Biennial Census Reports 

Foundry and machine shop products valued at $2,337,- 
807,997 were reported in the biennial census of 1923. 
This represents an increase of 49.3 per cent as compared 
with 1921. Of the amount reported, boiler shops pro- 
duced $124,691,231, foundries $354,708,016, machine 
shops $1,280,382,726, and machine shops and foundries 
combined $578,026,024. Of the total reported by 
foundries, $37,638,766 was contributed by the steel cast- 
ing foundries, $117,386,866 by malleable iron casting 
foundries, $154,928,816 by gray iron foundries and 
$44,753,568 by those whose leading products were other 
kinds of castings. 

These figures do not cover any of the establishments 
which use foundry and machine-shop processes, but 
which are assigned to other industries in census classi- 
fications. For instance, manufacturers of agricultural 
implements, automobiles, cast-iron pipe, electrical ap- 
paratus, engines, locomotives, machine tools, textile 
machinery and other products, although foundry and 
machine shop work enters largely into their operations, 
are classified separately for census purposes. 

ee 
New Dixon Display Cut-Out 

The Joseph Dixon Crucible Co., Jersey City, N. J., 
manufacturer of graphite products, including belt dress- 
ing, cup grease, graphite paint, spring oil and flake 
graphite, has issued a new counter display cutout as a 
IT'S ALL IN | 
THE FLAKES 


DIXON 


GRAPHITE 


PRODUCTS | 
Je Factories-Mills-Mines 
and Construction Operations | 





NEW DIXON DISPLAY SIGN 


dealer help, and is now offering it to mill supply dis- 
tributors for use in their stores. This display is a very 
attractive one, lithographed in eight colors. It measures 
40 inches wide by 30 inches high, and illustrates the 
various graphite products of the Dixon company by 
showing their actual applications. Mill supply dis- 
tributors desiring one of these displays will receive it by 
writing to the Dixon company’s advertising department. 





Cummings Now Sole Owner 
R. W. Cummings, Lancaster, Pa., is now sole owner 
of the business of Cummings, Bevis & Levan, distributor 
of mill, steam and machinists’ supplies, having purchased 
the interests of the other members of the firm, H. A. 
Bevis, Landis Levan and John J. Levan. Mr. Cummings 
was the founder of the business. 
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SUCCESSFUL EXPOSITION 
Ludlow & Squier Again Staged Special Display Week with 
Representatives of Manufacturers Assisting 

Ludlow & Squier, Newark, N. J., distributor of mill 
and contractors’ supplies, hardware and tools, held 
another successful exposition of mill supplies in its store 
recently. The company was one of the first big mill 
supply houses to foresee the possibilities of getting their 
prospects, the executives and foremen of factories, into 
their store, and there having manufacturers’ representa- 
tives explain the various products which the company 
stocks. 

The Ludlow & Squier company entertained the exhib- 
itors’ representatives at the Newark Athletic Club on the 
night before the opening of the exposition. A sumptuous 
dinner was served and an informal program, including 
addresses and entertainment, was enjoyed. This gather- 
ing afforded the executives of the company and the rep- 
resentatives of the manufacturers an opportunity of 
talking over the plans for the exposition, and also made 
the exhibitors better acquainted with one another and 
aroused a feeling of teamwork which is so necessary to 
the success of such an event as an exposition. 
| George Lyons, Jr., presided at the dinner as toast- 
| master. Among the speakers of the evening were Mat- - 
thias Ludlow, president and treasurer of the company; Built on the Donnelley Unit Selection Plan 
Charles R. Wilcox, secretary and manager; Robert Skin- 
ner, Skinner Chuck Company, New Britain, Conn.; T. S. 
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Fettinger, tax commissioner of Newark; S. M. Sears of Put a Display Room of Your | 
The Tucker Co., New York City; Mr. LaMott of Durabla a 9 ° | 
Mfg. Co., New York; Mr. DeSilva of the U. S. Electrical Goods in Each Buyer’s Office 





Tool Co., Cincinnati; Harry Ott, of Wall Walk Rope Co., 


New York; and Charles Oehlson, of Jenkins Bros., New Have you ever paged through an up-to-date cata- 


York. logue of automotive accessories? 
The following is an account of the entertainment fea- : ' 
| tures as written for MILL SUPPLIES by one of the “boys” In doing nd have you not been surprised at the 
| present: number of things that you ree 4 needed for | 
| “Charles Oehlson, a noted tenor, and Edward Dawson, your car, and had intended to buy? But it took 
the latter of the Clipper Belt Lacer Co., sang a duet, and the catalogue to turn your dormant needs into | 
although encored again and again, declined to respond. orders. 
Mr. ‘Nod’ DeSilva played some classical musical numbers, The engineers and superintendents in your ter- 
and was particularly pleasing while rendering ‘Hearts ritory are just like the rest of us in this 
and Flowers.’ William A. Purtell, of the Allen Manu- respect. And there is no reason to let the mail | 
facturing Company, Hartford, Conn., entertained with order houses do all of the selling through cata- | 
some of his original poems and also did some dialect logues. 


work and a few soft shoe interpretations. Harry Ott’s 


; ; : ; ae gliprre:? People are buying by the book more than ever 
contribution was a very instructive description of a ‘trip 


before. 
to New York by tube.’ : 

“Bowling was indulged in each evening after the ex- How many of your customers have an adequate 
position closed. After the first contest it was suggested idea of the goods you are prepared to furnish? 
that Mr. Lyons procure some very small balls for prac- A manufacturer of electrical drills received an 
tice purposes. The scores of the games and the final inquiry from a purchasing agent. He referred 
standings have not yet been made public.” the inquiry to the local jobber who had had the 


——>— 





agency for their drills for a good while—but who 


STEEL DISTRIBUTION STUDY had never issued a catalogue. 





Find That Over One-Half of the Production of the Primary The jobber was surprised to note that the inquiry 
Mills Is Taken Over by Four States came from one of his own customers. The cus- 
An analysis of steel consumption of individual states, page oe age te know that the jobber han- 
i which appeared in the February 26th issue of THE IRON dled electric drills. 
i AGE, shows that over one-half of the steel rolled for A catalogue would have changed all this. 


domestic enterprises of all descriptions goes from the 
primary producers of this country into four states, and 
two-thirds of the output of these primary mills is ab- 
sorbed in six states. 

The survey further showed that the eastern section of 
the country manufactures 60 per cent more steel than it R. R. DONNELLEY & SONS CO. 
consumes, the western and southern sections each make CHICAGO ys ILLINOIS 
less than one-half of the rolled steel that they consume 
and the Pacific coast only one-fifth. 


Your customers need many things you have to 
sell, but without a catalogue they are not re- 
minded that you have them. 
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CENTRAL SUPPLY MEETING 


/ = “To Get the Right Start Equi wath MEBART- Large Attendance, Enjoyable Banquet and Fine Business Program 
: Marked Gathering in Chicago 





The Sherman Hotel, Chicago, was the scene of a 
largely attended and highly successful meeting of the 
Central Supply Association Wednesday and Thursday, 
February 25th and 26th. The gathering was the ninety- 
third one in the association’s history and was made 
memorable by a return to the evening banquet as a 
feature of the entertainment program. The sessions 
were marked by important discussions of timely trade 
topics, and the lunch hours were utilized for further 
business by holding a series of jobbers’ group luncheons 
and manufacturers’ group luncheons. 

The first session of the two days’ meeting opened on 
Wednesday morning with the president’s address of wel- 
come. Following the routine business, the partial pay- 
ment plan committee reported, and William J. Woolley, 
manager of the National Trade Extension Bureau, made 


@ What are the sizes, 
regardless of what 
quantities, you want 
shipped TODAY? 

G Wire them—’phone them a ll go off our ware- 
house racks and on the cars in a jiffy. 

@ You can always get them from stock, and for a fair 


















orice at “Medart’s.” a strong plea for support of the “Ask ’Em to Buy” 

I “ 1 NE LER—We have bee »ngaged th ° e e . ° ° its 
M PLY DEALS: wth: bgt Wa a po ae ge ll pal movement which is being fostered by his organization. 

‘than many other concerns. The meeting room was profusely decorated with posters 

| rR 7 ur > c.5 Cheek ° P . : ° 
vot i aa - Prag rele in i Sg — a which have been designed for use in this sales campaign. 

' es su ve sw ? e best é clas e Rs ; ‘ 

] wouldn’t thi f running the slightest risk of impairing the At noon on Wednesday, various groups of members 


value of our most seload asset—our Good Wi . 
Get the “MEDART” WOOD SPLIT PULLEY frem steck! held luncheon sessions, and these proved to be very 


enjoyable affairs. In the afternoon, there was a meeting 






r] ME AR r COMPANY of jobbers, with F. R. Dengel, president of the associa- 

(Formerly Medart Patent Pulley Co.) tion, as chairman. At the same time the manufacturers 

General Offer and Works” Lou, U. S. A. held a meeting in the Tiger room. The banquet in the 
unis PHILADELPHIA. NEW a oumenunan evening proved a very enjoyable affair, the principal 
ee ee eee ae meas speaker of the evening being Captain Irving O’Hay, a 

= 9S Ge ae ae eee ae professional after-dinner orator who has made a reputa- 


= ets, Chain, Rope 


ee = 4 tion as one of the most entertaining speakers of the 
— ee ——————— present time. 

Thursday, February 26th, was devoted to executive 
sessions for members only, and interesting topics were 
discussed. Sessions were held both morning and after- 
Our Specialties are sold to Jobbers Only noon. 

The manufacturers at the meeting told very much the 
same story of business conditions as were related at the 


$ ®° 99 
Hanna ‘Ball Joint Eastern Supply Association meetings earlier in the 

















month. 
Pipe H = 
Ipe rianger » NEW SPECIALTY SUPPLY HOUSE 
' is the Hopp-Patterson Company Organized in Chicago and Will Dis- 
' . tribute Pumps, Air Compressors and Other Lines 
1m p les The Hopp-Patterson Company has started in business 
| and at 118 West Ohio Street, Chicago, as distributor of in- 
tron ges dustrial equipment and supplies, including steam and cen- 
HANGER EVER MADE trifugal pumps, conveying and transmission equipment 


and air compressors. The principals in the new organiza- 
: tion are J. H. Hopp, formerly vice-president of the 
¢ Note the ball and socket Charles C. Kawin Company, Chicago, and J. B. Patterson, 

joint. formerly district manager of P. H. & F. M. Roots Com- 
pany, Connersville, Ind. 


@ Hanger can swing in an 
. a = y Mr. Patterson states that it is the company’s intention 





direction. to carry in stock only those lines which he and Mr. 
@ Not necessary to remove Hopp are convinced they can sell efficiently, and that the 
| hanger to raise or lower plans do not call for stocking a general line of supplies. 
pipe. meee 
; Stow After Japanese Markets 
” ‘Write for i Stow Manufacturing Co., Inc., Binghamton, N. Y., 
Our Silent Salesman has appointed The Horne Company, Ltd., 36 Kawaguchi- 
Cho, Nishi-Ku, Osaka, Japan, as its agents in Japan, 
. ° Korea, Formosa and Manchuria, and has made arrange- 
The Penn Engineering Co. ments to have the company carry in stock its flexible 
| Philadelphia, Pa. shafts, grinders, drills, taximeter and speedometer cores 
i = and similar products. The Horne Company has branches 


throughout the empire. 


willl 
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(Obituary +) 
L 

Leander Crandall Belcher, treasurer of Belcher and 
Loomis Hardware Co., Providence, R. I., prominent mill 
supply and hardware distributor, passed away at his 
home in that city on Wednesday, January 21st, in his 
88th year. 

Mr. Belcher has been active for over 65 years in the 
business which was founded by his father, and under his 








LEANDER CRANDALL BELCHER 


management the company grew from modest proportions 
to one of the largest distributing organizations in 
southern New England. He was a veteran of the civil 
war, a prominent Mason and a member of the Central 
Baptist church. 


Dexter W. Parker 

Dexter W. Parker, president of the Charles Parker 
Company, Meriden, Conn., died at his home Sunday, 
February 8th. Mr. Parker, who wa:: 75 years of age, was 
the last of the children of Charles Parker, founder of the 
business. 

He was a graduate of West Point in the class of 1870, 
commissioned with the rank of second lieutenant and 
saw active service with the 6th cavalry in the frontier 
campaigns in Texas, Arizona, Indian Territory and the 
Dakotas. 

After eight years of creditable service in the army, he 
resigned his commission and returned to Meriden as his 
father’s partner in business. 

In 1902 he became president of the organization, and 
although of late years he has not been active due to ill 
health, he retained his office until his death. 

Mr. Parker was a quiet and reserved citizen, held in 
high regard by those who knew him. 


Alexander D. MacGill 

Alexander D. MacGill, vice-president and a member 
of the board of directors of Crane Company, Chicago, 
and the oldest employe of the company in point of serv- 
ice, passed away at his home in that city on February 12 
at the age of 82 years. He was born in Erenock, near 
Glasgow, Scotland, and although he had only a common 
school education, at the age of 19 he had the distinction 
of being the youngest station master of the Glasgow 
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Built on the Donnelley Unit Selection Plan 


Carry Your Stock to the 
Inaccessible Buyer 








In nearly every territory there are three classes 
of buyers: 
1. The big accounts that your salesmen (and 


every other jobber’s salesmen) are vig- 
orously soliciting. 


bo 


The buyers who purchase in more moder- 
ate quantities, but who, on the whole, are 
being solicited by salesmen. 

3. The buyers whom your salesmen rarely 
see, either because they are inaccessible 
of location, or because they are “little 
fellows.” 


Your salesmen are “on commission” whether 
they are paid straight salaries or not. If it takes 
an extra day’s time to reach some inaccessible 
buyer, particularly if he is a small one, your 
salesman pays little attention to him. And your 
competitors’ salesmen do likewise. 


Individually this type of buyer does not make 
large purchases, but in the aggregate their needs 
will make a lot of business. 


Your catalogue in the hands of the owner of a 
little repair shop, or the man who is running a 
small cotton gin, or a small saw mill, will be 
appreciated far more than some of the other cat- 
alogues that you send out. 

By putting a catalogue into the hands of such a 
buyer, you will practically escape competition. 
A mail order for a pulley, or for some babbitt, 
or a belt, or a saw, will make the catalogue a 
profitable investment to you. 

To reach the inaccessible buyers, send your 
“catalogue salesman.” 


R. R. DONNELLEY & SONS CO. 


CHICAGO S ILLINOIS 
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ARMSTRONG 
TOOL HOLDERS 


LEADERS 
NOW 





“ARMSTRONG 
BROS.” 


PIPE TOOLS 


EFFICIENCY is the basic quality built into 
every ARMSTRONG tool, and our trade 
mark and name are universally recognized by 
expert mechanics as a guarantee of the high- 
est quality obtainable. 














Thirty years of experience as designers and 
makers of High Grade Tools, and our excel- 
lent system of Jigs, Gauges, Tests, and in- 
spection insures our ability to deliver Pipe 
Tools of Superior Quality at Fair Prices 
which will merit and hold the wide prefer- 
ence given Armstrong Tools by skilled work- 
ers in the metal trades. 








Write for Free Catalog 


ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People” 
305 No. Francisco Ave. CHICAGO, U. S. A. 

















& Southwestern railroad. He came to America at the 
age of 22, and four years later joined the Crane organ- 
ization. In five years he was a director of the company. 
In 1905 he was elected treasurer and in 1914 vice-pres- 
ident in charge of finance, a position which he held until 
his retirement a few years ago. He is survived by a 
son, Robert, who is manager of the Indianapolis branch 
of Crane Company. 
Adolph E. Brion 

Adolph E. Brion, chairman of the board of directors 
of Peter A. Frasse & Co., Inc., New York, died at his 
home in that city on January 25th. Mr. Brion was one 
of the most prominent figures in the steel supply field, 
and since 1901 had been head of the Frasse Company, 
which was one of the pioneer mill supply houses of the 
East. He was born in Brooklyn in 1863 and at the age 
of 15 entered the employ of the Frasse company in a 
minor position. In 1916 he founded the Frasse Steel 
Works at Hartford, Conn. Last fall, owing to poor 
health, he resigned as president of the company and be- 
came chairman of the board. He was a member of the 
American Iron and Steel Institute and the Society of 
Automotive Engineers. He is survived by his wife, one 
daughter and one son, Lester E. Brion, president of 
Peter A. Frasse & Co. 


J. J. Pymm 

J. J. Pymm, buyer for the Komp Machinery Company, 
Hattiesburg, Miss., distributor of machinery and mill 
supplies, passed away at his home in that city recently 
following a stroke which he suffered two days previously. 
Mr. Pymm was 56 years old, and had been associated 
with the Komp company for the past 18 years. He is 
survived by his wife and one daughter. 


Anton Weiskittel 
Anton Weiskittel, president of A. Weiskittel & Son 
Co., Baltimore, manufacturer of stoves, soil pipe and 
enameled bathtubs, passed away at his home in that city 
on February 6th after a brief illness. He was 66 years 
old. He is survived by his wife, two daughters and two 
sons. 
Hugh J. Armstrong 
Hugh J. Armstrong, president, Armstrong Bros. Tool 
Company, Chicago, passed away at his home in River 
Forest on Janiiary 26th. He is survived by his wife, 
three children, Hugh W., Kezia and John H. Armstrong; 
one sister, who is a nun; and two brothers, James and 
Paul Armstrong. He was also a brother of the late John 
Armstrong. The funeral was held from his late home, 
279 North Franklin avenue, River Forest, on Thursday, 
January 29th. Interment was at Mt. Carmel cemetery. 
Edward H. Raymond 
Edward H. Raymond, vice-president of Crane Com- 
pany, of Chicago, was found dead in his berth on a 
Texas & Pacific train when it reached New Orleans from 
Texas on Tuesday, February 24th. Accompanied by C. 
D. Little, general manager of the Crane Company, Mr. 
Raymond had left Chicago ten days previously for a 
business trip. He seemed in the best of health, and his 
sudden passing was a great shock to his business asso- 
ciates. He is survived by his wife. 
Elbridge T. Alcorn 
Elbridge T. Alcorn, secretary of the M. J. O’Fallon 
Supply Company, Denver, died recently at his home in 
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that city after a brief illness. Mr. Alcorn has been seri- 
ously ill since last June when his left lez was amputated, 
the operation being necessary because of a recurrence 
of an old injury received in a fall years ago. Mr. Alcorn 
had been connected with the O’Fallon organization since 
1902, starting as a clerk, and later becoming a salesman 
for the company. In 1917 he was elected secretary. He 
was a native of Terre Haute, Ind., but had made his home 
in Denver since 1888. He is survived by his wife and 
three sons. 


Randolph M. Goldsborough 

Randolph M. Goldsborough, who a few weeks ago was 
elected vice-president of the International Supply Com- 
pany, Tulsa, Okla., distributors of oil well and mill sup- 
plies, passed away suddenly in Best, Texas, on Febru- 
ary 20th, while making an inspection tour of the com- 
pany’s branch stores. Mr. Goldsborough was born in 
Parkers Landing, Pa., 51 years ago. In 1891 he began 
his first connection with the oil well supply business 
when he became associated with the Oil Well Supply 
Company, of Pittsburgh. He was for 10 years asso- 
ciated with the Union Tool Company, Los Angeles, and 
since 1920 until his recent election as vice-president of 
the International Supply Company, had operated the 
Titusville Supply Company. 





HACK SAW REDUCTION PROGRAM 
Manufacturers in This Important Industry Will Put Tentative 
Plans Into Effect on July Ist 

Tentative plans for the reduction of the variety of 
hack saw blades will be put into effect July 1st. These 
plans call for the elimination of 245 sizes and styles, 
and the retention of 41 sizes and styles. The manufac- 
turers have for many months been co-operating with the 
division of simplified practice of the Department of 
Commerce, and as a result it was decided to discon- 
tinue manufacturing those sizes which have a demand 
of less than one-hundredth of one per cent of the total 
output. In addition, 50 sizes which have heretofore been 
catalogued but not manufactured for stock will be elim- 
inated. 

The program for simplification in the hack saw indus- 
try includes the elimination of 69 sizes and styles of 
blades for hand-operated hack saws, only 19 sizes now 
being retained. There will also be a discontinuance 
of 16 dimensional items which have been carried in 
catalogues, but not manufactured for stock. All num- 
bers having 16, 20, 22 or 28 teeth to the inch will be 
discontinued, and the 14, 18, 24 and 32 teeth styles will 
be retained. 

Last May the manufacturers in this industry were 
brought together in conference in Washington under 
the auspices of the division of simplified practice. The 
decision to investigate the possibilities of a reduction of 
sizes and styles was made at that time, and A. E. Culley 
of the Simonds Manufacturing Company, Fitchburg, 
Mass., was appointed chairman of the committee in 
charge of the work. 


et 


Mechanical Rubber Exports 

The total exports of mechanical rubber goods from the 
United States during the month of December, 1924, was 
the lowest for any month last year. They included 239,- 
686 pounds of rubber belting, 249,479 pounds of hose and 
114,515 pounds of rubber packing. England, Canada, 
Mexico, Chile, Japan and the Philippines were the leading 
markets for this class of goods. 





























J“ 
7 


‘ Hand Bos 


‘MACHINISTS: 


RAILWAY 
MILL and 


MACHINISTS |: 
SUPPLIES 





1924-5 Edition 


MANNING 
MAKWIELL 
6 MOORE 
(NCORPORATEEL 
NEW YORK 
q eo 











Built on the Donnelley Unit Selection Plan 


Can You Afford Not to Issue 
a Catalogue? 











So long as it costs you from $2.50 to $5.00 for every 
call that your road men make, (whether the calls 
are productive or not), can you afford not to issue 
a catalogue to enforce and supplement your road 
men’s personal calls? 


The best salesman you have would instantly con- 
cede that you would get more business and profits 
from a first-class general catalogue in the hands of 
the buyers in your territory during the next five 
years than you could secure by merely making one 
extra call per year on the same buyers. 


And yet the catalogue would cost you but a frac- 
tion of the cost for making the calls. 


Even if your cost per call were as low as $2.50, it 
would cost you $7,500.00 per year merely to make 
one extra call on each of 3,000 buyers. 


And have you ever thought how the investment that 
you put into your “catalogue salesman” binds your 
customers’ business to the house? 


Do your customers do business with your house 
now, or merely with your salesmen? 


A catalogue will be the greatest aid that you can 
give to your salesmen. It will aid them in increas- 
ing their sales—and, therefore, their pay—but the 
catalogue will aid the salesmen in such a way as to 
bind their customers’ business to the house. 





Your catalogue will never leave your employ and go 
to a competitor. 

A catalogue will not only reduce your cost of get- 
ting orders, but will save time and labor and money 
all through your house after the orders are received. 
If a man really needs a thing, he pays for it whether 
he gets it or not. Can you afford not to issue the 
catalogue that you need so badly? 


R. R. DONNELLEY & SONS CO. 
CHICAGO $3 ILLINOIS 
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VOGEL Patented Frost-Proof Closets 


! give satisfactory service, day in and day out, winter and summer 


- The material used in the manufacture of VOGEL closets is the best to be obtained \ 
The seats are exceptionally strong and durable, the operating levers are of mal- 
leable iron galvanized and will not break, the valve bodies are of good quality brass, 
a the entire fixtures are tested under hydraulic pressure before leaving our 

actory. 








VOGEL PATENTED FROST-PROOF CLOSETS have stood the test of zero 
| weather and many thousands have been in use for years without requiring repairs. 
When repairs become necessary, merely remove one valve cap in back of the 

bowl and the rod with operating parts may be 


net removed in an instant. 
Sa J ite 4 The VOGEL is the simplest and most durable frost- 
oa | \ proof water closet made. The price is right. 


SOLD BY ALL JOBBERS 


JOS. A. VOGEL COMPANY 


Wilmington, Delaware 
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LIDSEEN PUMP OILERS 
THE HIGHEST GRADE and 
MOST EFFICIENT PUMP OILERS MADE 


DRAWN FROM HEAVY STEEL—WELDED. NO 
LEATHER PLUNGERS TO BECOME WORN 4 
SPOUT WILL NOT LEAK OIL WHEN IN- i 
VERTED. PUMP MECHANISM IS REMOVABLE 3 A MONEY MAKER 


FOR CLEANING. WILL HANDLE ANY GRADE 
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OF OIL. THIS OILER IS PRACTICALLY IN- ° ; > 
DESTRUCTIELE Le 4 Especially Adapted to Jobbing | 
5 | < 
4 a .. 
van = m ’ STANLEY SOLID WOVEN COTTON BELT- + 
j z Real lalking Points ° : ING is the one belt that can be sold for ANY service. hep 
j R The above are only a few of the \q Bs ce ee See the “¢ ery: of — a “Me 
| 3 , ‘TTITISIVE EEATIURE . of foundries, railway shops and in all lesser grades o 
8 | many EXCLUSIVE FEATURES of hss Z : 
* | LIDSEEN PUMP OILERS. These ee 
oilers are the Greatest Value in Oual- q In storage, STANLEY does not deteriorate or 
Svie® ity Pump Oilers ever placed ae the | harden but keeps its original strength and pliability. 
Pa f market : We only have to sell STANLEY ONCE. Users 
os ot md . of belting who try STANLEY come back for more. 
yd ey They cost no more than ordinary 2 | These repeaters buy without consideration of other 
tin and soldered pump oilers. belting—without question of price. 
~ . Our field men are available for helping on your 
> ‘ : - salesman’s leads. Let STANLEY do its bit for you 
“It Pays to Handle Lidseen Oilers " in 1925. Write for our proposition. 
Send for Our New Catalog Giving Complete 
Description and List Prices on 









































arers Stanley Belting 
LIDSEEN PUMP OILERS—LIDSEEN POSITIVE Sau S. e 
AVOLEL -UMP OILERS AVMSEE! OS ., es B.S te re) orati 
FORCE FEED OILERS—G. L. WELDED PUSH > ae S.. rP — 
BOTTOM OILERS. $list s 7 
Soe CHICAGO 
< . <5 320 Broadway, 
LIDSEEN PRODUCTS 3% ~ SS ae 
830-840 So. Central Ave. Chicago tee ee 
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STAPLES VERSUS SPECIALTIES 
Mill Supply Houses Are Missing Many Sales Opportunities by 

Not Making Proper Analysis 

G. L. CARLETON 

Manager, Appleton Car Mover Company 
Staples or specialties? Which, from a sales angle, 
is the better to push? Offhand it would appear that 
the specialty had rather the better of the argument, 
but in the final analysis, it seems to me, the positions 
are reversed. 

It has been my observation that mill supply salesmen 
either mention no special article when they call upon a 
prospect, or else they have one particular item on which 
they consume 75 per cent of each call, waking up sud- 
denly to the fact that they have remained too long, and 
then hurriedly enumerating one or two other items. It 
seems to me that an intelligent analysis of the indi- 
vidual factory previous to the salesman’s call, and then 
the presentation of such items as may reasonably be 
expected to interest the buyer of that particular factory, 
would result in increased business for the supply houses. 

There is an appeal to the imagination in specialties, 
which is lacking in the prosaic, everyday staples. They 
offer an opportunity for the salesman to elaborate on 
the various points of his favorite article, and to paint 
highly colored word pictures, all of which makes it 
rather a difficult matter to come back to earth and ask, 
“How about some car movers or cold rolled steel?” 

This condition sometimes so surrounds both sales- 
man and buyer that the thought of the humble and lowly 
staple is passed by, or temporarily at least overlooked. 
So in many instances the salesman secures an order 
for his specialty, and later the order for staples is 
mailed in or some other house secures it. 

This general subject of the proper analysis of mar- 
kets and the selling of staples naturally brings to mind 
an application in a particular field. It is with no entirely 
selfish motive that I make this application to the prod- 
ucts of an industry with which my own company is 
connected. It is merely with the idea of pointing out 
sales possibilities for an item which is a staple with 
most mill supply houses. 

I have often been asked about the possibilities of 
car movers, how much of a market there is for them, 
and how much of this is still undeveloped. My answer 
to this is that there is an almost unlimited field for 
such devices. Every industrial plant is a potential user; 
every coal and lumber dealer, every contractor, every 
grain dealer and grain elevator, every railroad shop and 
yard, every section crew, every wholesale warehouse; 
all are users of, or prospects for car movers. A new 
field is constantly developing where car movers are not 
only used, but where they are an absolute necessity, 
for as industry grows, the market for car movers is en- 
larged. That is why this particular item is a staple, 
rather than a specialty, for supply houses. 

Here is an illustration of what I mean by the possi- 
bilities for the sale of certain staples through more in- 
telligent understanding of the markets: 

Some months ago I was visiting one of our jobbers, 
and during the course of conversation the question of 
car movers and their sales possibilities arose. It was 
brought up primarily by the jobber’s inquiry as to how 
they could sell more of them. The house was a live one, 
and it chanced that the weekly meeting was 
scheduled for this particular day. I was invited to ad- 
dress the salesmen on the possibilities of selling more 
car movers in the local territory. 

A little investigation developed the fact that there 
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Built on the Donnelley Unit Selection Plan 


To Discourage Direct Competition 
by Manufacturers 








A manufacturer who sells a stock to a jobber, 
and then goes after the jobber’s customers di- 
rect, merits scant consideration from the trade. 
The great majority of manufacturers who solicit 
jobbers’ business play fair. They don’t try to 
carry water on both shoulders. And they don’t 
desert their policy whenever they see some large 
order in a distributor’s territory. 

Yet who is it that unwittingly works hardest 
to get such a manufacturer to weaken in his 
policy of 100° jobber distribution? 

It is the distributor who does not distribute. 


Have you done your part when you have put in 
a little stock, and hung up a display card, and 
handed some circulars to your salesmen (in addi- 
tion to the bagfuls that they already are drag- 
ging around) ? 

Are you representing a manufacturer if you 
don’t catalogue his goods throughout your ter- 
ritory within a reasonable time (say, three to 
five years) after you have taken the agency? 
Suppose there are two jobbers in the same city. 
One “can’t afford to issue catalogues.” The 
other brings out new catalogues every four or 
five years, each edition containing an up-to-the- 
minute reflection of his agencies. 

Which of these jobbers is going to worry least 
that his manufacturing connections will com- 
pete direct in his territory? 


The question answers itself. 


R. R. DONNELLEY & SONS CO. 
CHICAGO :: ILLINOIS 
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Only Turner TURNER BLOTOR(} 


Sale as a Candle 


“Master Line” Blotorches 


have these advanced 
FEATURES 


Superheating burner baf- 
fle and heater plug pro- 
duce 400 degrees more 
heat on present-day gaso- 
line or kerosene. Separate 
needles for fuel control 
and ejection prevent ori- ix 6 a wd 
fice trouble — impossible Weight 472 Pounds 
for torches with only one needle. Automatic 
safety valve and air release eliminate all possi- 
bility of excess pressure in tank—no bursting 
dangers! Seamless, solderless brass tank has 
only one opening—and that’s above the fuel 
line. No other blotorches can bring such serv- 
ice or complete all-around satisfaction. And 


remember — TURNERS are FEARLESSLY 
GUARANTEED. Order them! 


(' JHE TURNER BRASSWORKG ) 
Newton St., Sycamore, Ill. / 
The World’s Largest Exclusive Manufacturers of 


Blow Torches, Fire Pots and Brazers 
New York: The Turner Brass Works, 108 Charlton St. 























Look for 
the Green 


LoopGuide 





Ford Triblocs are quality hoists— 
built to make friends and keep them. The 
facts are in Catalog 6-B. Send for your copy. 
Ask also for Bulletin 4-G, describing and 
illustrating the ““Ezeejoin” Shackle. 









Ford Chain Block Company 
2nd & Diamond Streets, Philadelphia, Penna. 
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were over 1700 coal dealers and lumber yards, sawmills 
and industrial plants, most of which were being com- 
pletely overlooked as prospects for movers. I asked the 
salesmen: “How often do you mention car movers when 
making calls?” The answers showed that practically no 
sales effort whatever was made, and that the customer 
had to take the initiative. 

The results of pointing out to this jobber’s salesmen 
how to analyze their markets were beyond all expecta- 
tions. This company sold more car movers in the fol- 
lowing three months than it had in the preceding eigh- 
teen months. 

This mill supply house was not the only one which 
was overlooking sales possibilities for certain lines of 
staples carried in stock. It is not only with car movers, 
either, although the profit carried by this line makes the 
application a good example. 

Every industry in these days of sharp competition 
is looking for ways and means to save time and money, 
and to increase production. Right here is where a car 
mover or any other time and money saver deserves 
a great deal of consideration, because this type of prod- 
uct offers a quick turnover with no inventory loss or 
shrinkage. I say again that it is the staple articles 
which carry the burden of business and keep the books 
out of red ink. 


OPENS BROWNSVILLE BRANCH 


Alamo Iron Works \\ill Be in Better Position to Handle It- 
Valley and Mexican Trade—Allen Is Manager 





The Alamo Iron Works, San Antonio, Texas, has 
opened a branch house at Brownsville, Texas, under the 
management of J. W. Allen, who has been traveling the 
valley territory for the company for several years. The 
new branch is located near the Gulf Coast railway tracks 
at the corner of Fronton and Eighth streets, about five 
blocks from the business center of Brownsville and one 
block from the freight depot. The building was pur- 
chased by the Alamo company, and is of brick construc- 
tion, with concrete floors, fire doors, a loading platform 
180 feet long, and exceptional facilities for handling all 
shipments. 

The company in its statement relative to the establish- 
ment of the new branch, made it known that it selected 
3rownsville because it expects to have the advantage of 
water freight rates at an early date. 

Fifteen carloads of merchandise arrived during the 
past month at the new branch and as soon as the various 
requirements are-worked out, it is expected that more 
will be received. The company believes that the valley 
territory offers a wonderful opportunity for sound busi- 
ness. In its announcement to the trade on the appoint- 
ment of a manager, the company said: 

“J. W. Allen, well known to the valley trade for the 
past several years as the Alamo salesman, will be man- 
ager of the new branch. This is good news to those who 
have entrusted business to ‘J. W.’ so many times and 
have always found him fully capable and prompt in serv- 
ing them. ‘J. W.’ says ‘Tell them my office hours will be 
from midnight to 12 P. M. every day in the year and 
when speed counts to bet on me.” 


=i — — —_ 


Special Information Wanted 
A Maine mill supply house buyer would like to know 
the name of a manufacturer who can furnish canvas 
back cup packings to handle hot water and which will 
fit a 27,-inch or a 3-inch cylinder. He states that he 
has seen such cup packings as furnished by pressure 
regulator manufacturers. 
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H. K. Porter, Inc., Everett, Mass., has announced a 
recent new development in its angular bolt clipper. The 
cutting jaws on the 
tool are formed at an 
angle of 30 degrees to 
the handles so that 
when the jaws are set 
flat on a level surface, 
the handles come up 
at a 30 degree angle. 
Mill supply men who 
are familiar with the 
Porter tools know the 
original side cut type 
of jaws where the tool 
in use is at right 
angles to the bolt to 
be cut. The other ex- 
treme is the end cut- 
ter type which cuts 
straight on, with the 
handles of the _ tool 
parallel with the bolt. The angular cutter is a compro- 
mise between the side cutter and the end cutter, and 
will with greater ease get at work in difficult places. 
The accompanying illustration shows the new angular 
cutter being used to cut a bolt located in a very inacces- 
sible place. The Porter company within the past year 
also brought out new side and end types of nut splitters 
and a special chain cutter for hard chain. 





Reed Manufacturing Company, Erie, Pa., has placed on 
the market a new ratchet pipe stock, which cuts thread 
of any pitch, both right-hand and left-hand, on any size 
bolt or pipe up to two inches. This new tool has no lead 
screw. The stock slips into position on the pipe or bolt 
instantly. Four adjustable guides center the stock on 
the pipe. It is equipped with a telescopic handle, which 





pulls out from inside the main handle. A new type of 
die is used, with a double-threaded throat which starts 
the cutting. It is claimed that a 13-year-old girl weigh- 
ing 85 pounds found it easy to thread a two-inch pipe, 
using the extension handle. Another feature of the tool 
is the method of changing dies. It is only necessary to 
loosen a clamp screw that holds the die in place, and then 
make the change. Two pawls are used in the ratchet 








Built on the Donnelley Unit Selection Plan 


How Often Will It Pay You 
to Issue New Catalogues? 








Does your last catalogue represent your present 
business, or does it show what you were selling 
10 or 15 years ago? 


American industry is not standing still. Manu- 
facturers are developing improvements. Some- 
times they find it necessary to change their lists 
and sizes. They are bringing out more efficient 
tools and machines. 


So far as your house is concerned, however, these 
improvements will scarcely exist in the minds of 
the buyers, until you issue a catalogue which 
includes them. 


And after you have secured some long-desired 
agencies, would it not be very valuable to you 
to show your trade that you have them by cata- 
loguing them? 

Besides, there has been a radical change in the 
form and size of supply catalogues during the 
last couple of years, in line with the urgent rec- 
ommendation of the National Association of Pur- 
chasing Agents, and adoptions by jobbers’ asso- 
ciations in mill, plumbing, automotive and elec- 
trical supplies, etc. 


A catalogue that is out of date now is doubly 
out of date. 


Buyers unconsciously give preference to jobbers 
whose catalogues present the most modern im- 
provements in the goods shown. Does your cata- 
logue reflect your present business? 


R. R. DONNELLEY & SONS CO. 


CHICAGO ILLINOIS 
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WHEN 


VICTOR 








The job’s the hardest; 
Stock the toughest; 


There! will Victor Blades 


MIDDLETOWN, N. Y. 


AVOID HACK SAW TROUBLE. 


Conditions the worst, 


Cut through first. 


SAW WORKS, Inc. 


WRITE FOR BOOKLET 

















The handle, ferrule, 
and labor in a cheap 
brush cost as much 
as in a good brush. 
The big difference 
is in the bristles. The 
life of a brush isin the 
quality of its bristles 
and the way they are 
fastened. 

Buy a good one! 


JOHN L. WHITING-J. J. ADAMS CO. 
BOSTON, U. S. A. 


Brush Manufacturers for Over 116 


Years and the Largest in the World 






















WHITING -ADAMS 


BRUSHES 


Send for 
Illustrated 
Literature 

























ELIMINATES 


All the 


cabinet so 


dust is 
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LEIMAN BROS. 


SAND BLAST 


DANGEROUS 
INEXPENSIVE TO OPERATE 
confined 
that the 


without discomfort. 


SAND BLASTING 


MAKES PLATING 
QUICKER and BETTER 
A CLEAN DRY PROCESS EASILY UNDER. 
STOOD BY ANYONE AT A GLANCE 


Cleans moulding sand from castings and pat- 
terns and produces a mat finish or frosted 
effect—fine, medium or coarse. 


No experience necessary. Anyone can get 
the best results at the first try. 





Used on articles of 
METAL, GLASS, WOOD, FIBRE, 
RUBBER, CELLULOID, ETC. 

















Hardware, USED BY 
Name Plates, 


Brushes, 


Lr 


National Casket Co. 
G Fix , Otis Elevator Co. 
as Fixtures, Winchester Arms 
Glassware, Franklin Die Cast- 
Cameras, ing 
Combs, Cartegees Process 
OF a asteent ee . eth Thomas Clock 
Medals, as erm Phonograph 
: ’ ictrola 
ie Dies and Tools, Westinghouse Lamp 
Jewelry, Western Electric 
Skates, Spalding Skates 
Aluminum Jars, 


Grip-N-Stik 
Silverware 


ACIDS 


inside 


operator works 


Pexto 
Delaverane 


A REAL LABOR SAVER _ | ei. = 

: ; ; ; “1 rs, Miller Lamps 

If you brush, buff, dip or otherwise Buttons, + ee lag san 

finish your goods the sand blast does Machinery, es Hardware 
. ‘ . rs eVilbiss 

it in short order and without expert — Fuller Brushes 


labor. 


SEND US SMALL SAMPLES AND SEE 
WHAT IT DOES 





Thousands of other 











See 3 well known names 
Suspencers, are users too. They 
Telephone, find sand blasting 
Electrical Goods. good—try it 





power for 
material. 








Drilling Holes Costs 
Money! 


so do it the efficient way free from 
drill breakage by using 
LEIMAN 


Bros. SENSITIVE 
DRILL PRESS 


The most sensitive drill press made 


Holds drills from 21/64 to No. 80. 
Every machine is made especially 
for this fine work so that when you 
get one you are buying right. 


MOTOR DRIVEN 


or for belt drive. 


BOTH HAND AND FOOT FEED makes the machine suitable 


A highly accurate machine with plenty of 
any other 


any workman. 


drilling in metal, wood, celluloid, or 


LEIMAN BROS. i 
GAS COCK TESTER ay A 
ye LABOR 
FS SAVING 


for finding leaks instantly 
and indicating them unmis- | a 









talisihke y OUTFIT 
WITH or WITH- | 9 nd 
OUT ELECTRIC fy GAS 
MOTOR COCK 
Teste MAKERS 
Thousands 
While 
You 
Test 
Hundreds 
in the A machine that makes testing a boy's 
Old Way job with on ome as aaa ty 


LEIMAN BROS., 60-H Lispenard St., New York 


When 


Vakers of Good Machinery for 35 Years 
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design. There are 40 parts to the tool, and it is claimed 
that it can be taken apart in 15 seconds and put together 
in 40 seconds, using only a screw-driver or a pocket- 
knife blade. 

Husky Wrench Company, 928 Sixteenth avenue, Mil- 
waukee, has placed on the market a new heavy duty 
socket wrench set designed for general maintenance 
work in industrial plants as well as for truck and tractor 
work. The new wrenches are machined from solid bar 





stock, are hardened and rust proof nickel plated. It is 
claimed that 120 practical combinations are combined 
in the wrench. The same handle types employed in the 
company’s lighter set are utilized in this larger wrench. 

The Chicago Metallic Packing Company, Chicago, has 
changed its name to the Chicago Rhopac Products Com- 
pany, and is seeking dealer distribution through mill 
supply houses, especia'ly for its cushion center metallic 
packing. This latter is described by Norman E. John- 





son, vice-president of the new company, as a tough com- 
position core completely encased in an armor of bear- 
ing metal. The cushion center expands and contracts 
to take care of wear and temperature changes. It can 
be used to pack ammonia, steam, air, water or oils, hot 
or cold. 


Michigan Lubricator Company. Detroit, has placed on 
the market a new packless maintenance valve, which has 








HEAVY SECTIONED HIGH GRADE 
PRESSURE METAL 








“ETAL TO METAL DOUBLE SEAT 





several features. It is quick opening, less than one full 
turn of the handle being required to open or close it. 
A double metal to metal seat make packing, washers or 
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Mill Supplies 


Plumbing Supplies 


Electrical Supplies 
ALL BUILT ON THE DONNELLEY UNIT SELECTION PLAN 


What It Takes to Make Good 








Catalogue Service 





There is no easy way to render good catalogue 
service. The reorganizations and retirements 
among supply catalogue compilers in the last 20 
vears is significant. 

The building of satisfactory supply catalogues in- 
volves the successful handling of infinite details. 
It requires: 


1. A thorough knowledge of supplies and 
of the conditions in the jobbing trade. The 
Donnelley supply men were actively in the supply 
business with jobbers before coming to us. 

2. Extensive experience in supply catalogue 
compiling. The Donnelley organization has 
built hundreds of supply catalogues more than 
any other compiling firm, and is today making 
more mill supply catalogues than all other com- 
pilers combined. 


3. A highly specialized organization. This 
enables each member to render a service not pos- 
sible if he had to be a “‘jack of all trades.”’ 

4. Very extensive facilities for typesetting, 
printing and binding. The Lakeside Press 
has the largest catalogue printing and binding 
facilities in the United States. 

5. A high standard of quality throughout. 
During the last 60 vears The Lakeside Press 
standard of quality has become known wherever 
fine books or catalogues are used. 


6. Very large financial resources, to be able 
to make the heavy investment required, and to 
insure completion of contracts. A Donnelley 
customer has no worry concerning the financial 
resources of his compiler. 


- 


7. The complete handling of work in one 
organization. At Donnelley’s everything from 
the selection of the goods to the printing, binding 
and shipping of the catalogues is done under one 
management with undivided responsibility. 

8. Careful, interested, personal service, and 
a known reputation for fair dealing. The 
great majority of the Donnelley supply catalogues 
vear after year are made for jobbers who already 
know from their own experience what Donnelley 
service means. 


R. R. DONNELLEY & SONS CO. 
CHICAGO ILLINOIS 
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y Why 
© 7¢ Buyers 
” &# Prefer 
This Vise 





Here’s the biggest improvement in 
vise design in years! 


Look at Point 4 in the illustration. 
Instead of a set screw that’s always 
working loose, the Prentiss has a cas- 
tellated collar with malleable iron 
fingers gripping deeply into the 
screw shank. They can’t let go. 


Men who buy vises will be quick 
to appreciate this advantage. And it 
is but one of five superiorities that 
sell Prentiss Vises. 


E. 


Detachable steel jaw faces, ac- 
curately faced and tempered. 
Easily replaceable. 


. Press-forged head on the 


screw. Indestructible because 
an integral part of the screw. 


. Sliding arm machined sepa- 


rately on all four sides to .002” 
tolerance. 


. Castellated collar with prongs 


firmly set in the shaft. No set 
screw. 

Press-forged lever. Ball ends 
a part of the forging. 


Your customers need “the third 
hand with the mighty grip’—they 
want the Prentiss Vise. 


PRENTISS VISE CO. 


106-110 Lafayette St.. New York City 
































gaskets of any kind unnecessary. The body casting is 
of red steam brass, and the dise is hard nickel bronze. 
The threads are American Briggs standard. The hand 
wheel is metal, full size and of non-heating design. All 
operating parts and the bonnet of the valve may be 
removed as a unit. The valve seat may be reground. 
Dises are interchangeable, and a composition disc is 
recommended where considerable grit and dirt are car- 
ried by the liquid passing through the valve. The stand- 
ard working pressure is 150 pounds. 





Trade Literature 








The James Supply Company, Chattanooga, Tenn., has 
recently distributed to its customers and prospects a new 
catalogue, containing 552 pages, covering a complete line 
of mill supplies and also hardware and textile supplies. 
It has the new standard 712x10°s, inch page size. Its 
cover is dark blue, attractively printed with yellow and 
black ink. The new catalogue is a Donnelley product, and 
is compiled under the new Donnelley unit selection plan. 
Other mill supply houses which have recently issued new 
catalogues, compiled by the Donnelley organization, in- 
clude the Banister & Pollard Company, Newark, N. J., 
and The Bittenbender Company, of Scranton, Pa. The 
Banister & Pollard catalogue shows a complete line of 
factory and engineering supplies as well as hardware. 
The cover is an attractive yellow printed in red and black 
ink. The Bittenbender catalogue shows a complete line 
of mine, mill, railroad and general supplies, and is built 
particularly with the idea of serving the silk industry. 
Its cover is of rich deep blue, printed with yellow and 
red ink. Like the new James catalogue, these others are 
of the new standard page size. 


Marion Machine, Foundry and Supply Company, 
Marion, Ind., has issued a new catalogue, No. 50R, de- 
scribing and illustrating its line of soot blowers. 


The Henry G. Thompson Co., New Haven, Conn., manu- 
facturer of hack saws and hack saw blades, has been 
distributing selling helps in the form of blotters, each 
with a telling sales message and with room for insert- 
ing the dealer’s name. The advertising message is being 
run in a series. For instance, on the back of one of 
the blotters is contained a list of 10 reasons why the 
company’s products should be used. Another lists 12 
ways to eliminate hack saw troubles. 


A. M. Byers Company, Pittsburgh, has recently issued 
a wrought iron pipe card, which shows compound dis- 
counts reduced to simply discounts, covering base dis- 
counts up to 80% per cent and advances over list up 
to 40 per cent. 


Gallmeyer & Livingston Co., Grand Rapids, Mich., has 
issued a new booklet, containing 16 pages of descrip- 
tions and illustrations of its universal cutter and tool 
grinder. 


W. A. Jones Foundry & Machine Company, Chicago, 
announces that its new general catalogue is off the press. 
This new catalogue covers the entire Jones line of power 
transmission machinery and contains list prices, dimen- 
sions, weights, horsepower tables and other specifications 
for spur gear speed reducers, sprocket wheels, friction 
clutches, friction clutch pulleys, enclosed worm gear 
drives, flexible couplings, belt tighteners, tension car- 
riages, shaft hangers, safety collars, gears, pillow blocks, 
take-ups and rope sheaves. 
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The Main Compiling Room and Office of the Donnelley Jobbers’ Catalogue Department 


This department comprises approximately 130 supply men, 
compilers S, correspondents, indexers, and so on. Their entire 
time is given to the compiling of catalogues for jobbers of 
mill, plumbing, and electrical supplies, and automotive acces- 
sories. In this organization more than 1000 editions of cata- 
logues have been compiled for jobbers located from New 
York to Honolulu and from Montreal to Los Angeles. 














WHEN REAL SERVICE 
MEANS MONEY TO YOU 


The supply men in the department have had practical experi- 
ence, having been associated with jobbers in Alabama, Cali- 
fornia, Georgia, Indiana, Illinois, Kentucky, Minnesota, 
Missouri, New York, Ohio, Pennsylvania, Tennessee, Texas, 
Virginia and Wisconsin. This organization is an integral 
part of THE LAKESIDE PRESS, which has the largest cata- 
logue prirting and binding facilities in the United States. 























JOBBERS’ CATALOGUE DEPARTMENT 


R. R. DONNELLEY 


731 PLYMOUTH COURT 








& SONS COMPANY 


CHICAGO, ILLINOIS 





This building cartialy entied and occupied by RR-Donnelley g Sons Co. 
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MOTOR PULLEYS 


Paper and Iron 


Prompt shipments are made 
from our large stock of Paper 
and Iron Motor Pulleys, Flex- 
ible Motor Couplings and Ad- 
justable Motor Rails. Let us 
fill your motor requirements. 


TELEPHONES 
vor (BTRELES NE‘ 


7053 
. “@7= NOT ING & 


7054 
456 N. Union Ave., Chicago 























AMERICAN SWISS 


The File of Precision, manufactured to a gauge and with 
quality first requisite. Used by manufacturers of quality 
products, tool and die makers, instrument manufacturers, 
machinists, jewelers, and other ekilled workers. 





Booklet with list of distributors and other interesting data sent 
upon request. Sold by the foremost dealers. 


American Swiss File & Tool Co. 


410-416 Trumbull St., Elizabeth, N. J. 








The ATLAS Car Mover _# 


Uses all the energy to PUSH the car. No 


energy wasted in lifting it. 


The chief engineer of tests of one of America’s 
leading railroads, after experiments with various 
makes of movers, said of the ATLAS: “It will move 
a car farther in a given number of strokes than any 
other mover, and with less effort.’ 









{ Product 
Backed by our 
Unqualified 
Guarantee 


Our 1925 Distributors’ Proposition 
will interest any supply house that is 
not selling Atlas Car Movers. Send 
for it. 














Train Your Customers 
to specify 






on all their orders for 
wiping cloths. 


It will keep them satis- 
fied and pay you well. 


Send for Special Dealer 
Proposition. 





Louisville Sanitary Wipers Co., Inc. 


Vanufacturers 


Louisville, Kentucky 








BUCKEYE 


Automatically Oiled 


POWER PUMP 


For Pressures Up to 100 Pounds 


Built in five sizes 






The Buckeye Automatically Oiled Power 
Pump is designed for hard, continuous 
service. It is double acting, driving mech- 
anism runs in oil, is brass lined and has 





many excellent features not to be had in any other pump of 
its kind. It is an exceptional pump for general service. 


Write for catalogue and prices 


Made by 


MAST, FOOS & CO. 


SPRINGFIELD, OHIO 
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Personals 











Percy M. Brotherhood has resigned as vice-president of 
Manning, Maxwell & Moore, Inc., New York. 

Charles F. Brandt has resigned as vice-president and gen- 
eral manager of the Racine Manufacturing Company, Racine, 
Wisconsin. 

Lawrence G. Puchta, secretary of the Queen City Supply 
Company, Cincinnati, left Monday, February 9th, for a short 
sojourn in Florida. 

Harry S. Smith has joined the sales organization of the 
McMaster-Carr Supply Company, Chicago, distributor of mill 
and railroad supplies. 

J. D. Cox, Jr., president of the Cleveland Twist Drill Com- 
pany, has been reelected president of the American Plan 
Association, of Cleveland. 

Edward H. Ball, president of the Chicago Belting Com- 
pany, Chicago, and Mrs. Ball, have recently enjoyed a vaca- 
tion at Pinehurst, N. C. 

William B. Schiller, president of the National Tube Com- 
pany, Pittsburgh, and Mrs. Schiller will return in April 
from a Mediterranean cruise. 

F. D. Glover, a member of the firm of Glover & McGregor, 
investment bankers, Pittsburgh, has been elected a director 
of the Williams Tool Corporation, Erie, Pa. 

E. W. Hartzel, secretary of The Hardware & Supply Com- 
pany, Akron, Ohio, was installed recently as president of 
the Akron Association of Purchasing Agents. 

William Larimer Jones, Jr., son of the president of the 
Jones & Laughlin Steel Corporation, Pittsburgh, has recently 
been elected a director of the corporation. 

J. Elmer Frantz has been elected president of the Landis 
Tool Co., Waynesboro, Pa., succeeding W. T. Omwake, who 
has been elected chairman of the board of directors. 

toy Gill, who has been connected with the machine tool 
field for several years, has joined the sales organization of 
the Blodgett Engineering and Tool Company, ‘Detroit. 

W. H. Shire recently joined the Goetz Brass Company, 
Chicago, as sales manager. His former business connections 
were in the architectural and hotel management fields. 

P. O. Geier, treasurer of the Cincinnati Milling Machine 

o., has been elected president of the Cincinnati Chamber of 
Commerce. Mr. Geier has recently been on a European tour. 

George B. Komp, Jr., has succeeded the late J. J. Pymm 
as purchasing agent for the Komp Machinery Company, Hat- 
tiesburg, Miss., distributor of machinery and mill supplies. 

A. Peterson, formerly purchasing agent for the Larco 
Wrench & Manufacturing Company, Chicago, has been ap- 
pointed to a similar position with the Goetz Brass Company, 
that city. 

Roy M. Welch, who has been secretary to the president of 
the Youngstown Sheet & Tube Company, Youngstown, Ohio, 


has been elected assistant secretary and treasurer of the 
company. 
J. P. Frey, son of P. J. Frey, president of the Central 


Supply Company of Minneapolis, distributor of plumbing, 
heating, mill and mine supplies, has been appointed manager 
of the company’s Duluth branch. He has been manager of 


the advertising department of the company at Minneapolis. 
In his new position, Mr. Frey will have charge of the com- 
pany’s business in northern Minnesota, a portion of Wis- 
consin and the northern peninsula of Michigan. 

W. Moss Wilson, for several years manager of foreign 
sales for the Graton & Knight Mfg. Co., Worcester, has re- 
signed. It is reported that he will establish a residence in 
Singapore. 

Frank S. Spencer, formerly New England representative 
of Joseph T. Ryerson & Son, Inc., Chicago, has become asso- 
ciated with Chase, Parker & Co., Boston, distributor of hard- 
ware, mill and machinists’ supplies. 

W. H. Wiewel, formerly assistant general sales manager 
of the United Alloy Steel Corporation, Canton, Ohio, has 
been appointed New York district sales manager for the 
Standard Seamless Tube Company, Pittsburgh. 

Howard F. Barker, for several years assistant treasurer 
and credit manager of the Belcher and Loomis Hardware 
Co., Providence, R. I1., has been elected treasurer of the 
company to succeed the late Leander C. Belcher. 


Russell F. Kleinman, Land Title building, Philadelphia, 
has been appointed sales representative of the Scott Valve 
Manufacturing Co., Detroit, in eastern Pennsylvania, south- 
ern New Jersey, Maryland, Delaware and the District of Co- 
lumbia. 

R. B. Randall has been appointed western sales manager 
of G. H. Williams Co., Erie, Pa., manufacturer of clam 
shell buckets. He was formerly employed in a similar capac- 
ity for the Blaw-Knox Co., Pittsburgh. His headquarters 
will be Chicago. 

J. A. Smith, who was one of the organizers of the United 
States Electrical Tool Co., Cincinnati, has purchased the 
interest of G. H. Feltes in the business. Mr. Feltes was secre- 
tary and treasurer of the company until 1920, and since 
that time has been treasurer and sales manager. 

R. R. Liggett, who was formerly in the sales organization 
of R. & J. Dick Co., Inc., has joined the Chicago sales 
department of Alexander Brothers, Philadelphia, and will 
travel throughout the Chicago territory. He has been in 
the leather belting business for the past 15 years and has 
a wide acquaintance among mill supply distributors, as well 
as consumers. 


J. C. Kearns has been appointed works manager of the 
Republic Rubber Company, Youngstown, Ohio. He first joined 
the Republic organization on July 6, 1907, taking a position 
as bookkeeper after severing a connection with a well known 
steel company. His promotion to his new position is a re- 
ward for his eighteen years of faithful service with the 
company. Mr. Kearns has a host of friends in the mechan- 
ical rubber field. 


Charles B. Chancellor, who resigned several months ago 
after 12 years’ service with the Baldwin Tool Works, Park- 
ersburg, W. Va., has become associated with the Union Fur- 


nace Co., Inc., Altoona, Pa., with factory at Union Furnace, 
Pa. Mr. Chancellor has been elected vice-president and sales- 


manager of the company, which manufactures a line of 
corrugated coal shovels. Mr. Chancellor has traveled in 
all parts of this country calling on the mill supply and hard- 
ware trade as a shovel salesman. He was elected a member 
of the executive committee of the American Supply and 
Machinery Manufacturers’ Association at the Cleveland con- 
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SAGINAW MANUFACTURING COMPANY 
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ATLANTIC Bar Belt Dressing 


20 Years on the market without a Complaint 





Make your belts carry the load. High grade 
materials only are used in the manufacture of 
Atlantic Bar Belt Dressing. It will put life into 
your belts. Nothing maeiiien to crack or dry 
them out. 


ATLANTIC MANUFACTURING CO. 


Wilmington, Delaware 











Sell the “New Badger Car Mover Under Our 6 oieo"2!. 


Dealers are protected in the sale of the “NEW BADGER” Car Mover by 
our strong guarantee. We warrant all malleable parts for six months—re- 
placements made free—f. o. b. factory. 















The “NEW BADGER?” moves the biggest cars easily and rapidly. It is light, 
well balanced and has a quick-acting compound leverage. It has the power and the 
speed. Made of certified malleable iron, with special tool steel never-slip spurs and large 
maple handle. The best car mover on the market at the price of an inferior tool. Let 
us send you our dealers’ proposition. 


ADVANCE CAR MOVER CO., 
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vention last May. The new position became effective January 
Ist. The officers of the Union Furnace Mfg. Co., in addi- 
tion to Mr. Chancellor, are: President, W. H. Stevens; sec- 
retary and treasurer, Hayward H. Webb. 

E. B. Keane, who has been assistant to the vice-president 
of the Walworth Manufacturing Company in its Boston 
office, has been appointed manager of the company’s Chicago 
branch, which is located at 220 North Desplaines street. 
He has succeeded F. B. DeLong, who has left Chicago to 
return to Seattle, Wash., where he is starting in business 
as a jobber of plumbing and heating supplies under the 
name of the Peerless Co. of Washington. In the new busi- 
ness Mr. De Long will be associated with W. S. Babson, 
president of the Peerless Pacific Co., Portland, Oregon. Mr. 
DeLong has been with the Walworth organization for sev- 
eral years, having been the company’s Seattle branch man- 
ager for six years and manager of the Chicago office for 
the past year. 





Factory Additions 








New Factories 














Auburn, Wash., will build extensions to its waterworks 
at an estimated cost of $200,000. 

The Burgess Battery Co., Madison, Wis., is building a fac- 
tory addition at an estimated cost of $75,000. 

Pittsburgh Plate Glass Co., Baltimore, is building an addi- 
tion to its local plant at an estimated cost of $65,000. 

The Denison Sewer Pipe Co., Denison, Ohio, plans to build 
a one-story addition at an estimated cost of $100,000. 

The Terrell Machine Co., Charlotte, N. C., plans to build 
an addition to its factory at an estimated cost of $50,000. 

The Hubbard Steel Foundry Co., East Chicago, Ind., will 
build a machine shop addition at an estimated cost of $55,000. 

The C. A. Dunham Co., Marshalltown, Iowa, will build a 
two-story addition to its furnace plant at an estimated cost 
of $50,000. 

The Central Lumber & Mill Co., 247 Calumet street, Ham- 
mond, Ind., plans to build a mill addition at an estimated 
cost of $70,000. 

The Standard Foundry Co., Racine, Wis., will build a 
foundry and core room addition to its plant at an estimated 
cost of $250,000. 

The Air Friction Carburetor Co., Linden avenue, Dayton, 
Ohio, plans to build a two-story factory addition at an esti- 
mated cost of $75,000. 

The Chandler Ice Co., Chandler, Okla., plans to build a 
one-story addition to its ice-manufacturing plant at an esti- 
mated cost of $40,000. 

lhe Grass Fibre Pulp & Paper Corporation, Leesburg, Fla., 
plans to build additions to its mills, using portion of a con- 
templated bond issue of $300,000. 

The Missouri Pacific Railroad Co., St. Louis, is reported 
to be planning to build shops and terminals at Alexandria, 
La., at an estimated cost of $1,000,000. 

The Spring Brook Water Supply Co., Wilkes-Barre, Pa., 
plans to build additions and improvements on its waterworks 
plant at an estimated cost of $2,500,000. 

The Continental Wood Screw Co., Mt. Pleasant 
New Bedford, expects to start soon’ the addition 
plant which, it is estimated, will cost $50,000 


street, 
to its 


The Delaware, Lackawanna & Western Railroad Co., New 
York, plans to electrify its lines from Hoboken to Dover, 
N. J., at an estimated cost of $20,000,000. 

The American Sugar Refinery Co., 117 Wall street, New 
York, plans to build additions to its refinery on South Second 
street, Brooklyn, at an estimated cost of $5,000,000. 

Bliss « Laughlin, Inc., Harvey, Ill., manufacturer of shaft- 
ing and transmission equipment, will soon build a one-story 
addition to its factory at an estimated cost of $65,000. 

The Brooklyn Edison Co., Pearl and Willoughby streets, 
Brooklyn, plans to build an addition to its generating plant 
on Hudson avenue at an estimated cost of $3,500,000. 





The Burch Lead & Zine Co., Joplin, Mo., plans to build a 
new mill at an estimated cost of $100,000. 

The Evansville Planing Mill Co., Evansville, Ind., 
to build a new mill at an estimated cost of $38,000. 


plans 


G. Ittenbach & Co., 916 Harrison street, Indianapolis, is 
having a new one-story plant built at an estimated cost of 
$50,000. 

The Lehman Mfg. Co., Cannelton, Ind., plans to build a 
new toy manufacturing plant at an estimated cost of 
$300,000. 

The Haddon Automatic Sprinkler Co., 930 Maple avenue, 
Los Angeles, will build a new factory at an estimated cost 
of $45,000. 

The Quebec Pulp & Paper Co., Ltd., Quebec, plans to build 
a new paper mill at Sillery, Quebec, at an estimated cost 
of $10,000,000. 

The Des Laurien Metal Products Co., Minneapolis, Minn., 
plans to build a new factory at Detroit at an estimated 
cost of $50,000. 

The Grand Trunk Railway Co., Muskegon, Mich., plans to 
build a new engine house with repair shop at an estimated 
cost of $100,000. 

The Pullman Car & Mfg. Corporation, Chicago, is plan- 
ning to build a car repair plant at Seattle at an estimated 
cost of $750,000. 

The Westcott Valve Co., Seneca Falls, N. Y., will build a 
new branch factory at East St. Louis, IIl., at an estimated 
cost of $200,000. 

The City of Lewiston, Idaho, will construct a municipal 
hydroelectric plant on the Clearwater river at an estimated 
cost of $2,000,000. 

The Comal Power Co., San Antonio, Texas, plans to build 
a new steam-operated electric generating plant at an esti- 
mated cost of $250,000. 

The Williams Motor Car Co., Harrisburg, Pa., plans to 
build a two-story repair and garage building at an esti- 
mated cost of $65,000. 

The Oxford Mining & Milling Co., Portland, Me., is build- 
ing a feldspar grinding mill at West Paris, Me., at an esti- 
mated cost of $100,000. 

The Lunde Boat Building Co., Ludington, Mich., is build- 
ing a ship and boat repair plant at Hamlin, Mich., at an 
estimated cost of $35,000. 

The Missouri, Kansas & Texas Railroad Co., St. Louis, 
plans to build car repair shops at Fort Worth, Texas, at an 
estimated cost of $750,000. 

The Pacific Fruit Express Co., Southern Pacific building, 
San Francisco, will build repair shops at Nampa, Idaho, at 
an estimated cost of $500,000. 

The H. J. Heinz Co., Pittsburgh, plans to build a new 
branch factory and power house at Chambersburg, Pa., at 
an estimated cost of $400,000. 

The Table Mountain & Thermalito Irrigation Districts, 
Oroville, Calif., plans to build a hydroelectric power plant at 
an estimated cost of $115,000. 

The White Truck Co., 1490 Market street, San Francisco, 
will build a one-story plant at Eleventh and Mission streets 
at an estimated cost of $80,000. 

The Saskatchewan Cooperative Grain Co., Ltd., Regina, 
Sask., will build a grain elevator in Tifft street, Buffalo, 
at an estimated cost of $1,000,000. 

The Meteor Motor Car Co., Piqua, Ohio, is considering 
plans for a two-story plant to manufacture automobile equip- 
ment, the estimated cost being $135,000. 

Worcester Polytechnic Institute, Worcester, Mass., will 
build a new mechanical laboratory and make other shop im- 
provements at an estimated cost of $1,000,000. 

The Electric Lawn Mower Corporation, Sacramento, Calif., 
plans to build a new factory at an estimated cost of $40,000. 
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or Jobbers in Oil Fields LUE RIBBO 
The Metallo Refinery Type Gasket was perfected after years 
of experimenting. Made from corrugated steel and monel ELT DRESSING 
metal, double jacketed and asbestos filled, it is particularly 
adapted to manhole covers, heavy flanges, tongue and groove 
joints, etc. METALLO Gaskets are salable in all oil 

















a , - “ ; 2: is sold only to the jobbing trade. Many of the best mill 
producing fields and are profitable for jobbers. Send tor supply houses have sold it for years. Machine operators 
samples and ask some of your customers what they think of like it because it speeds up production 
them. i 

BLUE RIBBON is made in one-pound bars, packed in 
attractive cartons of 6, 12, 25, 50 or 72 pounds. Con- 

Metallo Gaskets Metallo Valve om to stock. Every buyer of tenner, rubber or can- 

. E l vas belting is a prospective user. lue Ribbon folders 

- YA a ate with your imprint will help you sell. Write for jobbers’ 

4 Yj prices. 
CKO a JOBBERS MANUFACTURING CO. 
, 950 Webster Bldg. Chicago 

METALLO GASKET CO., 242 Lafayette, St., New York 

,ALW AYS A SOUND IN VESTMENT ee _— sai ” : 
roduction is faster—the work is done better—and your men are 
M-UP 


more contented if their tools are always keen and sharp. High quality SE = 
work is impossible with dull tools. The 


BODINE TOOL GRINDER Sockets and Sleeves y 


One solid piece—Standard except the flat 





Portable— Electric AN ORDINARY DRILL SOCKET will 
soon pays for itself by increasing drive a twist drill only as long as the drill 
the amount of work each man can has a tang. When the tang twists off or the 
do, thereby lowering labor costs shank breaks, the drill is useless in the ordi- 
and saving time. aur — as i ai - 

The Bodine is made in %4 H.P. ——gring @ Hat (time minutes) on the 
and '3 H.P. Equipped with ball broken drill, slip it into a “Use-Em-Up” 
— bearings, heavy wheel guards, ad- a. and it’s as good as a new drill. ; 
justable tool rests, extra thick rubber covered cord. The Bodine is urnished in Sleeve orSocket Type. Specials 
never an expense—always a saving. The price is reasonable. made to order. 


Write for Jobber’s proposition. 


We will be glad to send vou full particulars on request. 


THE BODINE ELECTRIC CO. Lovejoy Tool Works 
2256 West Ohio St. Chicago, Ill. 328 W. Ohio St., Chicago 
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WE SPECIALIZE IN THE MANUFACTURE 
AND CARRY GENEROUS STOCK OF 


“VULCAN” 
LATHE DOGS 


They're unusually strong and 
well balanced. Furnished with 
either Safety Screws, or Old 
Style projecting Set Screws. 
Literature? 
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J. H. WILLIAMS & CO. 
“The Wrench People” 
BUFFALO Chicago 
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1925 Edition 
Just Off the Press! 


Every manufacturer who sells through the supply 
trade can use the 1925 edition of the Engineering 
Directory, Sellers’ Guide Section. Gives names, 
addresses and other useful information about thou- 
sands of supply houses. For details, see page 24. 
Buy now for future use. The supply may not last 
through the year. $3.00 a copy. 
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CHEMICAL AND DYES@orF MACHINERY 
"AJAX”"ROCKING AND DUMPING GRATES 
CONTRACTORS AND MUNICIPAL CASTINGS 


WILLIAMSPORT, PENNA. U. S. A. 
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THE CRAWFORD PUBLISHING CO. 
537 S. Dearborn St., Chicago 
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The company is a new one, of which Walter W. Campbell 
of Sacramento is president. 

[he Superior Elevator Co., Chamber of Commerce build- 
ing, Buffalo, will build a new grain elevator near its pres- 
ent plant at an estimated cost of $1,000,000. 

The Atchison, Topeka & Santa Fe Railway Company re- 
cently filed plans for a new boiler shop to be built at Santa 
Rosa, Calif., at an estimated cost of $525,000. 

The New y State Board of Education, Trenton, is 
having a mechanical shop building erected at the state 
school for the deaf at an estimated cost of $52,000. 


Jersey 


The Shreveport Mill & Elevator Co., Shreveport, La., a 
new corporation, will build a new mill and grain elevator 
at Cedar Grove, La., at an estimated cost of $500,000. 

The Seaboard Air Line Railway Co., Norfolk, Va., is re- 
ported to be planning to build a new engine house and repair 
shop at Coleman, Fla., at an estimated cost of $70,000. 

The Holt & Brandon Ice & Cold Storage Co., 820 Walnut 
street, Evansville, Ind., will build a new ice-manufacturing 
and cold storage plant at an estimated cost of $150,000. 

The Albuquerque Gas & Light Co., Albuquerque, N. M., 
plans to build a new steam operated electric generating plant 
near Bernalillo, N. M., at an estimated cost of $600,000. 

The H. B. Smith Co., Westfield, Mass., has let contracts 
for a new branch plant to be erected at Forty-ninth street 
and Grays Ferry avenue, Philadelphia, at an estimated cost 
of $75,000. 

The Minnesota Electric Light & Power Co., Minneapolis, 
plans to construct a new hydroelectric generating plant on 
the Mississippi river near Bemidji, Minn., at an estimated 
cost of $500,000. 

The Crown-Willamette Paper Co., San Francisco, is consid- 
ering the construction of a paper bag factory near Camas, 
Wash., at an estimated cost of $500,000, according to re- 
ports from the coast. 

The Illinois Central Railroad Co., Chicago, is said to be 
planning to build a car repair and locomotive erecting shop, 
together with terminal facilities at Paducah, Ky., at an esti- 
mated cost of $3,000,000. 





Increased Capital 

















New Corporations 











J. T. Knight & Co., Columbus, Ga., $200,000, to deal in 
metals. Incorporators: J. T. Knight and others. 

Johnson-Fox Co., Pittsfield, Me., $50,000, to manufacture 
automobile accessories. Incorporators: C. L. Fox, Fairfield, 
Me., and others. 

Jones Machine Tool Co., Cincinnati, $75,000, to manufac- 
ture machine tools. Incorporators: William F. Jones 
Harry Jones. 

Globe Mfg. Co., Battle Creek, Mich., $100,000, to manu- 
facture and deal in machinery. Incorporators: Harley M. 
Dunlap and others. 


and 


Standard Steel Supply Co., Ashland, Ky., $50,000, to dis- 
tribute steel. Incorporators: A. J. McCullough, A. A. Mc- 
Cullough and R. A. McCullough. 

Hewitt Sales Co., Detroit, $150,000, to manufacture and 
sell babbitt and other metals; incorporators: Harry J. Linds- 
ley, 819 Lawrence avenue, and others. 

Samson Wrench Co., LaCrosse, Wis., $30,000, to manu- 
facture wrenches and tools. Incorporators: Louis R. Cor- 
beil, L. O. Benoit and George W. Kelley. 

Andalusia Casket Co., Andalusia, Ala., $50,000, to manu- 
facture vaults and caskets. Incorporators: J. M. Robinson, 
O. L. Benson, Z. F. Holmes and H. C. Teate. 


The Holcombe Textile Equipment Co., Birmingham, Ala., 
$40,000, to manufacture textile mill specialties. Incorpor- 


ators: G. C. Illingworth, H. H. Holcomb and R. D. Johnston. 
Western Automatic Sprinkler Co., 3326 Fillmore street, 


Chicago, to manufacture and deal in sprinkler equipment. 


Incorporators: John J. Tyne, Nicholas A. Hermes and 
others. 
The Dean Hill Pump Co., Anderson, Ind., $300,000, to 


manufacture steam pumps and parts, taking over Anderson 
works of the Midwest Engine Corporation. Incorporators: 
Noble Dean and others. 

Federal Radiator & Boiler Co., 1851 West Thirty-seventh 
place, Chicago, $250,000, to manufacture boilers and castings. 
Incorporators: C. V. Kellogg, F. W. Fix and J. D. McGuire, 
all officers of the Kellogg-Mackay Co., Chicago. 





National Twist Drill & Tool Co., Detroit, recently increased 
its capital from $300,000 to $1,000,000. 

The Admiral Braid Works, Providence, R. I., has increased 
its capital stock from $100,000 to $125,000. 

The Humble Pipe Line Co., Houston, Texas, has increased 
its capital stock from $12,000,000 to $24,000,000. 

The U. S. Mica Mfg. Co., 14 East Jackson boulevard, 
Chicago, has increased its capital stock from $50,000 to 
$100,000. 

The Gulf States Creosoting Co., Hattiesburg, Miss., has re- 


cently increased its capital stock from $1,250,000 to $1,- 
500,000. 
The Electrolock Manufacturing Co., 1519 Washington, 


Vicksburg, Miss., has increased its capital stock from $50,000 
to $125,000. 

Tulsa Stove & Foundry Co., Tulsa, Okla., has increased 
its capital from $150,000 to $300,000, and, it is reported 
will make improvements on its plant. 

Kewanee Boiler Company, Kewanee, IIl., has increased 
its capital stock from $3,200,000 to $3,600,000, the additional 
stock to be sold to employes of the company. 

The Southern Bearings & Parts Co., 303 South 20th street, 
Birmingham, Ala., has increased its capital from $15,000 
to $35,000. The company was formerly known as the South- 
ern Bearing Co. 

The Husky Wrench Company, 928 16th avenue, Milwaukee, 
has increased its capital stock from $50,000 to $90,000, and 
has added a line of large industrial socket wrenches to its 
former line of standard interchangeable socket wrenches 
for automotive maintenance work. 
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Crane Co., Chicago, has established a new branch house 
at 20-22 North Pennsylvania avenue, Wilkes-Barre, Pa. 

The Pittsburgh Valve & Fittings Co., Pittsburgh, has 
moved its San Francisco branch office to 582 Monadnock 
building. 

The Raub Supply Company, Lancaster, Pa., distributor of 
plumbing, steam and mill supplies, is completing a three-story 
addition to its present business home. 

Charles F. Gallagher, formerly with the Iron City Tool 
Works, is now a manufacturer’s agent at 126 Pearl street, 
Boston, representing several manufacturers. 

H. M. Cree, manufacturer’s agent, has been appointed 
representative for Texas and Oklahoma for the Cincinnati 
Ball Crank Co., Cincinnati. His headquarters are in Dallas, 
Texas. 

Henry Disston & Sons, Inc., Tacony, Philadelphia, has pur- 
chased a two-story building at 111 North Jefferson street, 
Chicago, in order to expand the facilities of its Chicago 


branch office. 
Cyril J. Bath Co., Cleveland, machine tool distributor, 
has moved its offices and warehouse from 1738 St. Clair 


avenue, northeast, to new quarters at 6900 Machinery ave- 
nue, northeast. . 

E. S. Stacy Supply Company, Springfield, Mass., mill sup- 
plies and machinery, has recently been appointed .exclusive 
distributor in Hampden, Hampshire and Franklin‘ counties, 
Massachusetts, for “Skookum” packing, manufactured by the 
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SPECIALTIES FOR MILL SUPPLY JOBBERS 
Who are Seeking Opportunities for Sales and Profit 








A TRADE BUILDER 


Your customers want ser- 
vice from the belting they 
buy. Assure them that 
service by selling them 
Hettrick Belting. Send for 
catalog and dealer’s prop- 
osition. 


The Hettrick Mfg. Co. 
Toledo, Ohio 


Red and Black—Conveyor and Transmission 


HETTIRICK 


HETTRICIK 


HETTIRICK 


HETTRICIC 


HETTRICK 





“The Belt of Service” 


1 133 
Canal 1530 


The Chicago Sanitary Rag Co., Inc. 


Manufacturers of 


SANITARY WIPING RAGS 

NEW AND WASHED CHEESE CLOTH 
NEW AND WASHED BEEF CLOTH 
MILL ENDS 


2137-43 S. Loomis St. 


ey mill supply ion 


should stock and catalog— 
DAVIS VALVE 


EAM SAVE e& ts875 


SPECIALTIES 


Pressure Regulators Float Valves 
Back Pressure Valves Steam Traps 
Stop and Check Valves —Other Valves, all listed 
Exhaust Relief Valves in the big catalog. 
Write for your copy and for the liberal dealer plan to— 


G. M. Davis Regulator Co. 


408 Milwaukee Ave., Chicago 


This is doer Clutch that 
Schultz Builds 


The Schultz idea is simplicity. There 
are so few parts in a Sehultz Friction 
Clutch that it seldom gets out of order. 
If it does. an average workman can re- 
store it to “perfect condition in a few 
minutes 

DEALERS—Sell yur customers this 
simple, dur: gad eid ——— free clutch. 
t's a money saver for them and a profit 
maker fo or you. 


Catalog on request. 


A. L. SCHULTZ & SON 


1675 Elston Ave... Chicago, II. 





\ WIZARD 
) Sag Set } 
Guarante e od to contain no rosin 


WIZARD (Stick) Belt Dressing 


IS STRICTLY A JOBBERS’ PROPOSITION 


Jobbers specializing in transmission mate- 
rials will find our advertising system unusu- 
ally helpful in selling belt dressing. 





Sales guaranteed—Write for our proposition. 


RICHMOND BELT DRESSING MFG. CO., Inc. 
Richmond, Va. 


_ EXCELSIOR 
Wood Pulleys 


Strong—Light—Durable 
Absolutely the Best Wood Pulley 


Manufactured. 


We solicit your correspondence and orders. 


Excelsior Pulley Co., Inc. 
Cuba, N. Y., U.S.A. 


-DETEX 


WATCHCLOCK 
CORPORATION 


SUCCESSOR 











EcoClockCompany 
Hardinge Patents 
Newman Clock Company 
PATROL—ALERT—NEWMAN 
and ECO Watchclock Systems 
Boston New York 
4141 Ravenswood Avenue, Chicago, Illinois 


WO a rnc NN ERE NOSIS 





When renewing your subscription to 
MILL SUPPLIES, specify that you 
want it to include a copy of the 1925 
Mill Supply Buyers’ Guide. The cost 
is merely nominal. They are the two 
publications that should be read and 
used by every distributor of mill 
supplies. 
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When writing to Advertisers please mention MILL Supp.irs. 
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Pioneer Rubber Mills, San Francisco, and for the products 
of the Boston Gear Works, Norfolk Downs, Mass. The 
company is now carrying a representative stock of the prod- 
ucts of both of these manufacturers. 

The Machine Tool Works has been moved from 
Philadelphia to Rochester, where it will be combined with 
the Betts and Colburn divisions of the Consolidated Machine 
Tool Corporation of America. 

The Youngstown Sheet & Tube Company, Youngstown, 
will construct a $2,000,000 bar mill at its Steel and Tube com- 
pany plant in Chicago. Other improvements in this property 
are being considered by the company. 

The Scott Valve Manufacturing Company, Detroit, has 
appointed the Chas. H. Tinker Company, 201 Devonshire 
street, Boston, as its New England representative for its 
complete line of bronze and iron body valves. 


Newton 


N. O. Nelson Mfg. Co., St. Louis, has discontinued the mill 
supply and transmission department of its Memphis, Tenn., 
branch, and is now confining its efforts in that territory to 
plumbing, heating and steam power plant equipment. 

A. L. Drake, 78 Boulevard terrace, Atlanta, Ga., has been 
appointed by the Swartwout Co., Cleveland, as its south- 
eastern representative. His territory will include the states 
of Georgia, Florida, Alabama, Tennessee and South Carolina. 

The Standard Electric Tool Co., Cincinnati, manufacturer 
of electric tools, has sold its former building at the corner 
of York and Western avenue, and has moved to convenient 
quarters at the corner of Central parkway and Jackson 
street. 

The Leather Belting Club of Chicago had a very enjoyable 
evening at the Machinery Club, Chicago, on February 6th, 
the occasion being the tenth annual banquet and ladies’ night 
of the organization. There were 110 members and guests 
present. 

The Jarosch Bearings Corporation is the name of a com- 
pany which has been incorporated with offices at 1819 Broad- 
way, New York, to act as representative of the F. & H. 
factories in Germany, manufacturers of ball and roller 
Yearings. 

The Diamond Power Specialty Corporation, Detroit, manu- 
facturer of flue cleaners, has appointed Lynn W. Nones 
eastern sales manager in charge of Atlantic ‘Coast offices 
from Boston to Charlotte, inclusive. His office is at 90 West 
street, New York City. 

Waterford Mill & Supply Company, Waterford, Ohio, re- 
cently incorporated with capital stock of $20,000, is not, as 
the name might imply, a mill supply distributor, but is a 
dealer in building supplies, having succeeded the Waterford 
Mill & Lumber Company. 

The General Fireproofing Company, Youngstown, Ohio, 
held a sales conference of its salesmen and dealers at its 
plant on February 12th, the program including an inspection 
of the factory, explanation of the manufacturing processes 
and discussion of sales problems. 

The Detroit Belt Lacer Company, Detroit, recently in- 
creased the number of its employes 20 per cent and doubled 
the amount of its factory floor space in use. The company 
also has been on a 24-hour working day in recent weeks, ac- 
cording to reports from Detroit. 

Marshall & Huschart Machinery Company, 17 South Jeffer- 
son street, Chicago, will have an exhibition of machine tools 
under power at its store during the week of March 2d. The 
demonstration will be given evenings as well as during the 
day, with the exception of Monday evening. 

A. M. Castle & Co., Chicago, at its recent annual meeting 
elected officers as follows: President, William B. Simpson; 
vice-presidents, Alfred C. Castle, Roy L. Sanford, George 
R. Boyce, D. P. N. Little and John L. Robertson; secretary, 
Fred C. Conners; treasurer, Louis M. Henoch. 


The Joseph Dixon Crucible Company, Jersey City, manu- 
facturer of graphite products, pencils, lubricants, crucibles 
and paint, announces the removal of its Boston office from 49 
Federal street to the new Chamber of Commerce building, 
80 Federal street. The staff of the Boston office consists 
of H. A. Nealley, district representative, in charge of lubri- 








cant and paint sales; Guy W. Hart and William E. Haggerty, 
in charge of pencil sales; Charles A. Shaw and R. H. Brink- 
erhoff, crucible sales, and J. W. Loftus, lubricant and paint 
sales. The new Dixon office is Room 320. 

Frank Collins, National Supply Company, Toledo, has been 
elected president of a recently formed branch of the Na- 
tional Metal Trades Association. Among the members of the 
new branch are the Bunting Brass & Bronze Company, and 
the Shaw-Kendall Engineering Company, both prominent in 
the mill supply field. 

The Yost Manufacturing Company, of Meadville, Pa., 
manufacturer of vises, anvils and gas soldering furnaces, 
has opened a Chicago office and warehouse at 25 South 
Jefferson street. The new branch will be in charge of H. S. 


Huncke, and a complete stock of Yost products will be 
maintained, beginning March 1st. 
The Standard Brass Works and the Peninsular Brass 


Works, Detroit, have been merged under the name of the 
Standard-Peninsular Brass Works. The officers of the new 
company are: Chairman of the board, F. G. Austin; presi- 
dent, H. R. Brownell; vice-president, P. E. Welton; secre- 
tary and treasurer, C. L. Welton. 

A controlling interest in the Sands Level & Tool Co., 
Detroit, has been purchased by S. L. Webster, formerly 
assistant sales manager of E. C. Atkins & Co., Inc., Indianap- 
olis, and John W. Hubbard, president of Hubbard & Co., 
Pittsburgh. The latter will be president of the company, 
the former vice-president and general manager. 

The Cantilever Wrench Corporation, 354 Mulberry street, 
Newark, N. J., has taken over the business of the Cantilever 
Wrench Company, manufacturer of reversible and ratchet 
chain pipe wrenches. The company’s officers are as follows: 
President and treasurer, W. E. Cooke; vice-president and 
general manager, A. B. Cozzens; secretary, F. J. Carnelli. 


At the recent annual meeting of the Perth Amboy Hard- 
ware Company, I. T. Madsen was reelected president and 
treasurer, S. G. Levine and W. O. Reinhart were elected 
vice-presidents and R. D. Howell was elected secretary. Mr. 
Levine had formerly been secretary, with Mr. Howell as his 
assistant. Mr. Reinhart was manager of the plumbing supply 
depa-tment of the company. 

The Industrial Belting & Supply Co., which opened recent- 
ly at 364 Sixth street, San Francisco, was organized by R. E. 
Steele, formerly manager of the Pacific Mill & Mine Supply 
Co., San Francisco. The new company will carry belting, 
packing, hose and allied mill supplies. Mr. Steele is president 
and general manager. Associated with him are T. A. Wil- 
liams and Homer W. McCann. 

In last month’s issue of MILL SUPPLIES was printed an 
item about the purchase of the Gould Coupler Co. and Gould 
Storage Battery Co., Depew, N. Y., by Charles J. Graham, 
vice-president of the Graham Bolt & Nut Co., Pittsburgh. Mr. 
Graham within the past month disposed of these Gould prop- 
erties to bankers acting for the Symington Co., Rochester, 
manufacturer of railroad specialties. 

The former Halligan Pipe & Supply Company, 900 South 
Campbell street, Chicago, has changed its name to the Fed- 
eral Pipe & Supply Company. This company took over the 
business formerly headed by George Halligan, and the change 
of name was deemed advisable since the latter’s connection 
with the company was severed some months ago. T. A. 
Callaghan is now general manager of the Federal Pipe & 
Supply Company. 

E. P. Alexander & Son, Inc., Philadelphia, manufacturer 
of leather belting, will be located after March 1st in new 
quarters at Third and Huntingdon streets, that city. The 
change of location gives the company greatly enlarged fac- 
tory space as compared with its former place of business 
at 259 South Third street. The officers of the company are: 
President, E. P. Alexander; treasurer and general manager, 
Julian Alexander; secretary, L. L. Smith. 

C. J. Tagliabue Mfg. Co., Brooklyn, has established a new 
department of its business, to be known as the engineering 
research department, which will be headed by Victor 
Wichum, chief engineer of the company. The company also 
announces that it will continue its development work on 
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SPECIALTIES FOR MILL SUPPLY JOBBERS 
Who are Seeking Opportunities for Sales and Profit 


MASON 


Reducing Valves | 
Are Standard 











brent mts ee nk eo ENS eR nm NN CO ST ma od 


Gtrand 











Flexible Shaft 
Grinding, 
Polishing and 
Buffing Machine 
is a Mighty 
Handy Tool 


When once installed it 

becomes the most pop- 

ular machine in the shop. 
Several sizes 





Do You Carry 
Them in Stock? 





Catalog Upon Request 





Manufactured by 


N. A. Strand & Co. 
5001-09 No. Lincoln St. 
—) Chicago, Ul. 


MASON REGULATOR CO. | 
BOSTON, MASS. 
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LATEST IMPROVED 


ING I 
TINNER’S FIRE POT vert LOUIPMENT 7 
No. 80 is the Fire Pot that you have been OXY-ACETYLENE PROCESS 


looking for. The powerful generator is 

controlled by a single needle and burns 

either high or low test gasoline perfectly WW. 4 * 
producing a noiseless, blue flame, burning Complete elding and Cutting 
from both sides of the burner plate to the : e 

center. Can be turned low between jobs, Outfits for All Requirements 
thus saving fuel expense. Will quickly 

heat a pair of large coppers and melt a 


oui at DOSE EET 9 RCE Mae ctee ce TRE terme ate of 


' 
| 
' 
| 
; 
' 
; 


; : : Automatic Acetylene Generators Lead Burning Outfits 
pot of metal. No. 80 is the ideal fire pot i i 
for tinners’ use and is not affected by wind Brazing and Pre-heating Torches Welding Rod, Flux, etc. J 
or extreme cold weather. Jobbers supply i 


at tactory price. Write for a catalogue. Catalog and Prices on Request 





CLAYTON & LAMBERT MFG. CO. 4 
nag geal 10583 Knodell Ave. Imperial Brass Mfg. Co. | 
Ask for latest price. DETROIT, MICH., U. Ss. A. 


511 South Racine Ave., Chicago 
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CHRISTIANSEN 
Pattern Makers’ Bench 


This bench is a good seller among pattern shops 
and foundries. Fitted with Abernathy Rapid Act- 
ing Vise No. 80 on front, and wood tail vise. 


The No. 401 Champion | 
Steel Rivet Forge | 


ean be seen working on 99 out of 
every 100 structural steel buildings 
being built in the United States to- 
day. The same may be said of all 
railroads, bridge builders, boiler 
makers, etc. The No. 401 Forge 
has not only been adopted by thie 
class of trade in the United States, 
but also throughout the entire 
world. 

Carried in stock by all the lead- 
ing mill supply jobbers. 





Bench is of hard 
maple, with 78 in. 
a by 24 in. top. 





ee | _ 
ae = C. Christiansen 


‘ 78 inches long oR ‘ - of : 

; 2814-42 ° 2 “9 “ag 
ae Gcald. weliie \ | 14-42 W fth st., Chicago 
32 inches high Manutactu f Benches. Hana Screws 
top 2°, inches Vises, S Cu ff Sa Tables, Ber 


t a. neh 
thick Manual Training Furniture t 








Write for catalog and price sheet. 
| 
Champion Blower & Forge Co. 


Lancaster, Pa. 
| 
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Known the World Over as the 


“yy. B’”’ B ] OME concerns always make steady prog- 
- e t S ress. Usually they have sensible policies 





For of doing business. They keep income and 
Transmission, Conveying and expense in proper ratio, plan ahead, advertise 
Elevating steadily, gain the confidence of their dealers, 
The Very Best Balata Belt Obtainable. and sell ata profit. 
We also Manufacture . . . . 
Seacieh and Qepee. Cones Steee Gee Advertisers in MILL SUPPLIES are in this 
ing and the Victor Endless Thresher and class. Consequently they have the best of 
—— propositions to offer to distributors who use 
ictor Balata & Textile Belting Co. good judgment in selecting the lines they sell. 
Main Sales Office, 36 Murray St., New York It pays to sell advertised products. 
Chicago Warehouse: Factories: 2 





345-351 W. Austin Ave. Easton, Pa. 
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indicating, recording and controlling instruments, 
being carried on by the experimental department. 
C. Begeebing now heads the division in charge of automatic 
controllers, dial indicating and 
J. K. England district manager of the 
household brush division of the Osborn Manufacturing Com 
pany, Cleveland, has announced the appointment of Decatur 
& Hopkins Company, Boston, wholesale hardware jobber, 
as authorized distributor of the Osborn line in the Massa- 
chusetts district. In co-operation with Mr. Norwood, the 
Decatur & Hopkins Company’s salesmen will work very close- 
ly with the hardware trade in developing the market. 


which is 


‘ecording thermometers. 


Norwood, New 


The General Fireproofing Co., Youngstown, Ohio, manu- 
facturer of steel shelving and office equipment, reported total 
sales of $8,500,000 in 1924, approximately $250,000 more 
Unfilled orders at the end of the 
$200,000 more than at the corre- 
The company’s net earnings for 
which was equivalent to $5.60 a 
share on the company’s common stock, after paying preferred 
stock dividends. 


than in the previous year. 
past amounted to 
sponding period of 1923. 
the year totaled $558,885, 


year 


King Union Company 


corporation organized to 


inc., Hillsgrove, R. IL, is a new 
manufacture the King 
ground joint union. The officers of the company are: 
dent and treasurer, James F. King; secretary, Vincent I. 
MeMahan. Mr. King was formerly associated with the Rhode 
Island Fittings Company as assistant general manager, and 
had been with that organization for the past 12 years. Mr. 
MeMahon is a lawyer, connected with the law firm of Curtis, 
Matteson, Boss and Letts, Providence, R. I. 


brass end 
Presi- 


Several changes have recently been made in the executive 
staff of the American Radiater Co., New York. C. K. Foster, 
vice-president and treasurer of the company, has been elected 
executive vice-president; R. B. Flershem, general sales man- 
ager, has been elected vice-president in charge of sales; 
Stanley V. DeLong, general manager of manufacture, is now 
vice-president in charge of manufacture; Wetmore Hodges, 
secretary; A. E. Swanson, assistant to the president, and 
Andre Mertzanoff have also been elected vice-presidents. 

The Gisholt Machine Company, Madison, Wis., recently 
sponsored a gathering of “Old Timers” in its organization, 
all employes of 20 years’ or more service being guests of the 
company at a banquet. There were 54 of these veterans 
present. Of these men, eight were 30 to 33-year veterans, 
19 had served from 25 to 29 years each, and 27 had from 
20 to 24 years’ service to their credit. Besides those recog- 
nized in the “Old Timers” group at the banquet, the Gisholt 
organization also boasts of 39 employes who have been with 
the company from 15 to 19 years each; 35 who have been 
with it from 10 to 14 years each, and 113 who have been with 
it from 5 to 9 years each. 

The Northern Engineering Works, Detroit, manufacturer 
of cranes and hoists, reports that as a result of the satis- 
factory business of the past year, extensive preparations 
are being made for a very active current year. The follow- 
ing officers were elected and department heads appointed 
at the recent annual meeting of the company; President and 
treasurer, Henry W. Standart; vice-president, William V. 
Moore; vice-president and consulting engineer, Edward S 


o. 


Reid; secretary, Louis H. Olfs; chief engineer, W. Robeit- 
son; sales manager, S. E. Schneider; assistant sales man- 


ager, W. W. Peattie; advertising manager, G. P. Blackiston; 
superintendent, R. D. McCutcheon; 


director of inspection 








and maintenance, F. A. Eckert; service engineer, E. L. Shel- 
don; purchasing agent, R. R. Taylor. 
CLASSIFIED ADVERTISEMENTS 
la ficd Lin 2 SCHICT ler heads of Wanted, For Sale, ectc., 
wil pu hed this I irtment a rate of 25 cents a line, each 





SALESMEN WANTED 

WANTED—Mill Supply Salesmen can add to their income 
by taking orders for a specialty that is sold in volume. It’s 
by far the best and backed by highly rated company with 25 
years’ standing. Either side line or all of your time depend- 
ing on territory. Write for particulars giving reference and 





present occupation, territory covered, etc. Address No. 780, 
care MILL SUPPLIES, 537 South Dearborn St., Chicago. 
WANTED—A man calling at present on the Wholesale 
Hardware, Mill Supply and Belting Dealers to carry as a 
line Raw Hide and Indian Tan Lace Leather. Address 
No. 814. care MILL SUPPLIES, 537 S. Dearborn St.,-Chicago. 
WANTED—Salesman to sell Transmission Leather Belting 
in New York; liberal commission or salary proposition; no 
one without experience and acquaintance in line need apply; 
excellent opportunity. Rahmann & 





George Co., 31 Spruce 


St., New York. 
WANTED—Experienced valve salesman to travel Wis- 
consin, Minnesota and Northern Michigan. Must be thor- 


oughly acquainted with jobbing and mill supply houses. Give 
full record of experience and with whom connected. Address 
No. 810, care MILL SUPPLIES, 537 S. Dearborn St., Chicago, 

WANTED—Experienced valve salesman to travel Pitts- 
burgh and Western Pennsylvania. Must be thoroughly ac- 
quainted with jobbing and mill supply houses. Give full rec- 
ord of experience and with whom connected. Address No. 
811, eare MILL SUPPLIES, 537 S. Dearborn St., Chicago. 

WANTED—Experienced valve salesman to travel Indiana 
and Illinois. Must be thoroughly acquainted with jobbing 
and mill supply houses. Give full record of experience and 
with whom connected. Address No. 812, care MILL SUPPLIES, 
537 S. Dearborn St., Chicago. 

WANTED—Experienced valve salesman to travel Mary- 
land, Virginia and North and South Carolina. Must be thor- 
oughly acquainted with jobbing and mill supply houses. Give 
full record of experience and with whom connected. Ad- 
dress No. 813, care MILL SUPPLIES, 537 S. Dearborn St., Chi- 
cago. 

WANTED—Salesman experienced in the selling of bolt 
and screw product. A good side line on a commission basis. 
Address the Atlas Bolt & Screw Co., 1130 Ivanhoe Road, 
Cleveland, Ohio. 


SITUATIONS WANTED 

WANTED—Thoroughly experienced mill supply man de- 
sires to make a change. Executive and sales experience. 
Would consider position with either manufacturer or jobber, 
northern or southern territory. Address No. 803, care MILL 
Supplies, 537 S. Dearborn St., Chicago. 

WANTED—Position as factory representative to conduct 
sales and service division in Chicago for plant out of city. 
Would also consider supervising distributing depot in Chi- 
cago. Address No. 815, care MILL SUPPLIES, 537 So. Dear- 
born St., Chicago, Ill. 

WANTED—Mechanical engineer, 33, good personality, 15 
years’ experience in technical and practical fields—elevating, 


conveying, power transmission machinery, complete plant 
equipment, especially interested in anti-friction bearings, 


speed reducers and the more progressive types of machinery. 
Now employed on construction work, desires to return to sales 
field. Metropolitan, New Jersey or Eastern territory desired. 
Address No. 805, care MILL SUPPLIES, 537 S: Dearborn street, 
Chicago. 
BUSINESS OPPORTUNITY 
WANTED—English importer of hardware with warehouse 
facilities in London is desirous of getting in touch with 
American manufacturers of hardware with # View to repre- 
senting them in England either on a consignment or outright 
purchase arrangement. Bank and other references furnished. 
Address replies to Keiner & Co., Inc., 398-412 Adams street, 
Newark, N. J. 


WANTED 


WANTED—Manufacturer of patented line of wrenches, 
ratchets, etc., in general use wherever machinery is made or 
used, desires distributor with established connections and 
financial responsibility. Approved and used by representative 
plants, railroads, etc. Address No. 807, care MILL SUPPLIES, 
537 S. Dearborn St., Chicago. 
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DEPENDABLE 


Buyers of fire protection equip- 
ment have learned that all Diener 
products are dependable. They 
buy them because of that fact. The 
George W. Diener Mfg. Co. recog- 
nizes that the dependability of 
its fire fighting devices is one of 
its greatest business assets. 


DIENER 
Fire OP cer sae 


We make a fire extinguisher to meet- 
every requirement. Our line includes 
the soda and acid type, the five gallon 
pump tank type, the regular one quart 
type, and the 
Write for Com- bucket tank type. 
plete Catalog Our experience 
enables us to ad- 
vise jobbers as to 
the kinds which 
they will find 
easiest to sell. 





showing Fire Ex- 
tinguishers, Oily 
Waste Cans, Ex- 
celsior Cans, 
Safety Cans, Shop 
Cans, etc. 











Geo. W. Diener Mfg. Co. 


400-416 Monticello Ave., Chicago 
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Seat and disc of Nicu- 
lanium — a hard, tough, 
close-grained nickel alloy 
—resists effectively the cut- 
ting, wearing action of high 
temperatures and pressures, 
that is one factor in the 
economy of Reverso Valves. 


To this is added the re- 
versible feature. When one 
side wears both disc and 
seat reverse and you have 
the life of another valve 
with no extra expense. 

But this is not all of Re- 
verso’s vitality as disc and seat 
are easily regrindable. 

Reverso is a valve unexcelled 
on steam, water, oil, air or gas. 
For other features, types, sizes 
and prices, ask for new bulletin 
No. 17. 


REVERSO: — Bronze _ body 
for 200 lbs. pressure. Total 
temperature 550 deg. 


IROVERSO:—Iron body for 


150 Ibs. pressure. Total tem- 
perature 450 deg. F. 


THE D. T. WILLIAMS VALVE CO. 


CINCINNATI, OHIO 


No. 780 














Round Rawhide Pins 


(used in connection with metal belt lacings) 


We are the manufacturers of 
these and now offer our prod- 
uct direct to the jobbing trade. 


Twisted Round 


“Safety Lacing”’ 


A round wire-like stretchless, non- 
metallic belt lacing which is stead- 
ily replacing the ordinary round 
metal wire lace. 


The Chicago Rawhide Mfg. Co. 
1301 Elston Ave. Chicago, Ill. 


Mechanical Leather Tanners 
Rawhide — Indian Tan — Krome 
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. POWER PUMPS 


“EWELVE SIZES 
CAPACITIES 500TO9000 
GALLONS 
PER HOUR 
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Recognized from the first as a far ad- 
vance in power pump construction—copied 
from the first because of radical departures in design, special 
improvements and method of operation—they stand supreme 
today. Self-oiling — enclosed working parts — improved 
method of power application—extra large. valves—make pos- 
sible a new standard of service not approached by old types 
of pumps. Twelve sizes for shallow service—five sizes for 
deep service. Catalog and information on request. 





Ti FE. MYERS & BRO.COoO.Ashliand Ohio. 


—ASHLAND PUMP AND HAY TOOL WORKS-— 
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ACCESSORIES, AUTOMOBILE The Hettrick Mfg. Co. BLOWERS, HAND, ELECTRIC | 
McRae & Roberts Co. The Mechanical Rubber Co, United States Blectrical Tool C ' 
The Wm. Powell Co New York Belting & Packing Co, ited’ Staves: Aectrical Foo! Ce. 
She Webette Erets tt. Ca The Republic Rubber Co, BLOWERS, SANDBLAST 
ae <q Stanley Belting Corporation Leiman Bros, | 
ANVILS Victor Balata & Textile Belting Co. BOILER TUBES / 
Columbus Anvil & Forging Co. man wae @ saad ys , : _ - } 
Yoat Baie. Co. BELTING, COTTON, SOLID WOVEN National Tube Co, 
“i = - Stanley Belting Corporation BOILERS, TUBULAR AND WATER TUBE ' 
APRONS, LEATHER Victor Balata & Textile Belting Co. Henry Vogt Machine Co, } 
Chicago Rawhide Mfg. Co. 7 sas > ~ y e j 
Edward R. Ladew Co., Inc, BELTING, IMPREGNATED BOLTS, NUTS AND SCREWS 
The Hettrick Mfg. . Standard Pressed Steel Co. ‘ 


BABBITT METALS 


Stanley Belting Corporation 


BOXES, TOTE 


Dodge Manufacturing Corp. BELTING, LEATHER Mullins Body Corp. 

W. A. Jones Foundry & Machine Co. Alexander Brothers _ — 

The Medart Company Chicago Rawhide Mfg. Co. BRACKETS, WALL 

Michigan Smelting & Refining Co, Edward R, Ladew Co., Inc. Bond Foundry & Machine Co, 
BARRELS, STEEL Moloney Relting Company Dodge Mfg. Corp. 


Mullins Body Corp. 


BARRELS, TUMBLING 


W. S. 
Geo, 


Nott Company 
Rahmann & Co, 


The Hill Clutch, Machine & Foundry Co. 
W. A. Jones Foundry & Machine Co. 


Chas. A. Schieren Co, The Medart Company 
Royersford Foundry & Machine Co, “Sterling’—Chas, Bond & Co., Philadelphia T. B, Wood's Sons Co, 
BEARINGS, BRONZE I, B. Williams & Sons BRASS GOODS, STEAM 


The Bunting Br: iss & Bronze Co, 
Arthur Harris & Co, 
Oberdorfer Brass Co. 


BELTING, LINK 
Schieren Co, 
BELTING, ROUND 


Chas, A. 


American Injector Co, 
Detroit Lubricator Co, 
McRae & Roberts Co, 


Stewart Manufacturing Corp, Chic: Rawhide Mfr. C Penbe rthy Injector Co. . 

BEARINGS, BRONZE, BABBITTED Guns A. Shin co eee ee eae ce 

» ing Brass & Bronze Co Sdward R. Ladew Co . Aa dag aa 

The Bunting Bras 2 . Edward R. Ladew Co., Ine. The Wm. Powell Co. 

BEARINGS, SHAFT, BABBITTED I, B. Williams & Sons Sherwood Mfg. Co. 
Bond Foundry & Engineering Co. BELTING, RUBBER Sterling & Skinner Mfg. Co. 
H, W. Caldwell & Son Co. Boston Woven Hose & Rubber Co. The D. T. Williams Valve Co, 
Dodge Manufacturing Corporation Diamond Rubber Co., Ine, BRAZING OUTFITS, ACETYLENE 
The Hill Clutch, Machine & Foundry Co. He@ite Ruther Co: ’ 


A. Jones Foundry & Machine Co, 


The Mechanical Rubber Co. 


Imperial Brass Mfg. Co. 





The Medart Company ; New York Belting & Packing Co. BRONZE BARS, CORED AND SOLID 
Rereretnee gence & Machine Co, The Republic Rubber Co. The RBuntine Perce & Bronze Co. 
alley Iron orks 2 . Arthur Harris & Co, 
T. B. Woou’s sons Co. BELTING, THRESHER M. L onaralieees eta HORE. 
The Hettrick Mf. Co, EON 


BEARINGS, SHAFT, BALL 
Chicago Pulley & Shafting Co. 
Skayef Ball Bearing Co. 





Edward R, Ladew Co., Inc. 
The Mechanical Rubber Co. 
New York Belting & Packing Co. 


Stewart Manufacturing Corp. 
BROOMS, FACTORY, WAREHOUSE AND 
RAILROAD 


BEARINGS, SHAFT, OILLESS The Republic Rubber Co. Indianapolis Brush & Broom Mfg. Co. 
Arguto Oilless Bearing Co. I, B. Williams & Sons : The Jos ph Lay Co. ; Bis 
BEARINGS, SHAFT, ROLLER Victor Balata & Textile Belting Co. BRUSHES, BENCH, FLOOR, ETC. 
Bond Foundry & Machine Co. BELTING, TRACTOR Indianapolis Rrush & Broom Mfg. Co. 
Dodge Manufacturing Corp. The Hettrick Mfg. Co. The Joseph Lay Co, 
“The Reeves’—Reeves Pulley Co. Victor Balata & Textile Belting Co. BUCKETS, ELEVATOR 


Royersford Foundry & Machine Co, BELTING, TWISTED H. W. Caldwell & Son Co. 
BELT DRESSING Chicago Rawhide Mfg. Co. W. A. Jones Fdy. & Machine Co, 
Alexander Brothers Edward R. Ladew Co., Inc. “Salem’’—Mullins Body Corporation 


Atlantic Manufac turing Co, 


“Cantol Belt Wax’’—E, C. Atkins & Co., Inc. 


Victor Balata & Textile Belting Co. 
BELTING, WATERPROOF 


BURNERS, GASOLINE AND KEROSENE 
Clayton & Lambert Mfg. Co. 


Chicago Rawhide Mfg. Co, Alexand Brotl mates . 
Joseph Dixon Crucible Co, Cc chicago Rawhide Mfs. Co. BUSHINGS, BRONZE 
Jobbers Mfg. Co. The Hettrick Mfg. Co. Bunting Brass & Rronze Co, 
Edward R. Ladew Co.,, Ine. Edward L. Ladew Co., Inc. Oberdorfer Brass Co, 


The Mechanical Rubber Co. 


Richmond Belt Dressing Mfg. Co., Inc, 


Moloney Belting Company 


Stewart Manufacturing Corp, 


Chas. A. Schieren Co be “ a CABINETS, FILING 
wane Hig Path loading : seo. Rahmann Co. eee : 

Stanley Belting Corporation — Ghas. pag ed Co. The General Pireprossng sen 
Victor Balata & Textile Belting Co. I. B. Williams & Sons CABINETS, METAL 


BELT FASTENERS 
The Bristol Company 
Clipper Belt Lacer Company 
Crescent Belt Fastener Co. 


Victor Balata & Textile Belting Co. 
BELTS, WELL DRILLING 

The Hettrick Mfg. Co. 

Stanley Belting Corporation 


General Fireproofing Co. 

CANS, EXCELSIOR 
Diener Mfg. Co, 

CANS, OILY WASTE 


Geo. W. 


on — hm Sy Victor Balata & Textile Belting Co. Gos, Wi, Dieser Bi, Oe 
“lexible Steel Lacing s Se " % a AKE _ 7e0, . a - Co, 
BELT LACINGS, LEATHER BENCHES, CABINET MAKERS CANS, SAFETY, GASOLINE 


Alexander Brothers 
Chicago Rawhide Mfg. Co. 
“Coecheco”—I, B, Williams 
Edward R. Ladew Co., Ine. 
Chas, A, Schieren Co 

BELT LACINGS, METALLIC 
Clipper Belt Lacer Company 
Detroit Belt Lacer Co. 
Flexible Steel Lacing Co. 
The Bristol Company 

BELT SHIFTERS 

T. B. Wood's Sons Co, 


BELT TIGHTENERS 
Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co, 
W. A. Jones Foundry & Machine Co, 
The Medart Company 
T. B. Wood’s Sons Co, 
BELTING, BALATA 
Victor Balata & Textile Belting Co. 
BELTING, CANVAS STITCHED 
Boston Woven Hose & Rubber Co, 
The Hettrick Mfg. Co. 
The Mechanical Rubber Co, 
Victor Balata & Textile Belting Co. 
BELTING, CONVEYOR 
Boston Woven Hose & Rubber Co, 
The Wiamond Rubber Co., Inc, 


& Sons 


Cc, Christiansen 
BENCHES (WORK), 
Leiman Bros. 
BENCHES, MACHINISTS’ 
Cc, Christiansen 


JEWELERS 





BENCIL LEGS 
W. A. Jones Foundry & Machine Co. 
The Hill Clutch, Machine & Foundry Co. 
Standard Presse a Steel Co. 

BLOCKS, CHAIN 
Ford Chain Block Co, 
Wright Mfg. Co, 
The Yale & Towne Mfg. Co. 
BLOCKS, PILLOW 
Bond Foundry & Machine Co, 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co, 
W. A. Jones Foundry & Machine Co, 
The Medart Company 
Royersford Foundry & Machine Co, 
Skayef Ball Bearing Co. 
Standard Pressed Steel Co. 
Valley Iron Works 
T. B. Wood’s Sons Co, 
BLOWERS 

Champion Blower & Forge Co, 
Leiman Bros. 


Geo. W. Diener Mfg. Co. 
CAR-MOVERS 
Advance Car Mover Co. 
Appleton Car Mover Co, 
CASES, FILE AND TRANSFER 
The General Fireproofing Co. 
CASING, WELL 

National Tube Co, 

CASTERS, TRUCK 
The Bassick Co, 
Bond Foundry & Machine Co, 
The Faultless Caster Co. 

CASTINGS, GRAY AND MALLEABLE 
The Hill Clutch, Machine & Foundry Co. 
Illinois Malleable Iron Co, 

Poole Engineering & Machine Co, 

CASTINGS, SEMI-STEEL 

Bond Foundry & Machine Co. 

Poole Engineering & Machine Co. 
CATALOGS, MILL SUPPLY 

The Cuneo Press, Inc, 

R. R. Donnelley & Sons Co, 
CEMENT, LEATHER BELT 

Alexander Brothers 

Chicago Rawhide Mfg. Co. 

Cocheco—I. B,. Williams & Sons 
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hn inn COUPLINGS, PIPE, FLEXIBLE EJECTORS 
CEMENT, PIPE JOINT maces © Co, American Injector Co. 
‘ JOINT COUNTE KSHAFTS, SMALL Nason Manufacturing Co. (acid) 
q B em ne Worka Penberthy Injector Co, 
CHAIN BELTS N. A. Strand & . Sherwood Mfg. Co. 
= a ro Pcoagy ge aa COUPLING Ss, SHAFT ELIMINATORS, OIL 
: ° Cc} go Pulley & Shafting Co The D. T. Williams Valve Co. 
CHAINS FOR ALL ELEVATING, CONVEYING P Manufacturing adel : > n > ING 
AND ALL POWER TRANSMISSION podas Menalactering Coreerseee ENGINE AND BOILER FITTINGS 
PURPOSES The Hill Clutch canph, Paar ag “pga Co. 1erican Injector Co. 
H. W. eatt tins whoo cE ichine & Foundry Co, Morac & Roberts Co. 
% —— vor : The Wm. . el so. 
CHEESE CLOTH Royersford Fou & Machine Co. al a rig 
§ o—Bon i 7 oundry & Machine Co. Sterling & Skinn Mfg. Co. 
A T B ara — i Steel Co. Sherwood Mfg. Co, 
CLAMPS, BELT ote, SEO eee ee D. T. Williams Valve Co. 
T. B. VY COUPLINGS, SHAFT, FLEXIBLE EXPANDERs, TUBE 
CLAMPS, “C” sirkle Machine Works The Watson-Stillman Co, 
Foundry & Machine Co Lovejoy Tool Works 
. H. Williams & Co lill Clutch, Machine & Foundry Co, ENTENSIONS, TAP 
CLAMPS, MITRE, HORSE AND SHAPER Sa aoe The Allen Mfg. Co. 
FORM T. B. Wood's Sons Co EXTINGUISHER LIQUID 
Super mp ‘ reo, W. Diener Mfg. Co. 
: COUPLINGS, SHAFT, FRICTION C -OF . s . e 
CLAMPS, WOODWORKERS’, ADJUSTABLE |) e Mfg. Corp. ‘ a EXTINGUISHERS, FIRE 
. Christianser Edgemont Machin Geo. ‘WV. Diener Mfg. Co. 
7 CLEANERS, FLUE ag Hill Clutch, Mac > ‘oundry Co. FASTENERS, BELT 
Sherw Mfe : A. Jones bi oundry & Machine Co. The Brist ‘ompany 
CLIPPERS, BOLT The \ bag clea Crescent ‘astener Co, 
; ; e Med ; Company Flexible sacing Co. 
CLOCKS, WATCHMEN’S eT Wood's Boas Co FEED WATER SOFTENER AND PURIFIER 
COUPLINGS, SH. Ar z, MARINE Dodge Manufacturing Corporation 
CLOSETS, FROST PROOI Bond Foundry & M ne Swarwou Ve 
* : ss IS, STEAY SATING 
; COVERING, PULLFY FEEDER beak AM HEATING 
CLOTHS, WIPING Chicago Pulley & Shafting Co N Manu I Co. 
mee snattl Nason Man turing De 
— : ; ; CRANES, I-BEAM FILES 
: Palmer- Be Company American Swiss File & Tool Co. (Precision, 
I i Fou - - oe — CRAYONS, LUMBER d em akers’, toolmakers’, jewelers’, machin- 
re | oO at r & Co 1 | ( 1 1 C% P — . 
Pe ey & Shafting Co. i — ous sini pe Ss dina n Wes‘ern Importing Co., Ltd. 
I nuf turing ¢ poration s, cAT 5 i 
aes cage werd Niges “guna rn LEATHER FILLERS, BARREL 
Ede Th Chicago Rawhide Mfg. Co. 
The Hill Clutch, Machine & Foundry Co, E rR. J ( Ir Moran Flexi s m Joint Co, 
Leu W. A. Jor ay. ¢ N h, Co The itson-S I ‘ . . ’ : wil _ Tw 
iia akahane Geen ie eee OR, The Watson-Stillman Co, FIRE FIGHTING DEVICES—UNDER- 
P Moore & White Co. CUPS, OIL AND GREASE WRITERS’ APPROVED 
“The Ree $ I ve Pu Co. American Injector Co. Geo. W. Diener Mfg. Co. 
A. L. Schultz & Son Detroit Lu tor ¢ FIRE PREVENTING EQUIPMENT—UNDER- 
T BW ; Penberthy Injector Co. WRITERS’ APPROVED 
ae ee ee ptt a a. Coen Se Geo. W. Diener Mfg. Co. 
rican Injector ¢ oy ea D. T. Williams Valve Co. FITTINGS, HIGH PRESSURE 
e & Roberts Co. ri E xE Henry Vogt Machine Co. 
Wm. Powe Ce Clipper Belt 1 sty page atid — The Watson-Stillman Co, 
: ‘PVE ae 4 ompart , 
Roberts Brass Mfg. Co. Det Rak Sasa ey FITTINGS, HYDRAULIC 
Sterling & Skir r Mfg. Co. Henry Vogt Machine Co 
yous q ( > : , t ° 
D. T. Williams V Co. = . TTE Rs, BOLT, ROD AND CHAIN The Watson-Stillman Co. 
COCKS, BALI “ct TTERS, G ge AND WASHER FITTINGS, PIPE, MALLEABLE 
oe ona "I a Edw I . Co Illinois Malleable Iron Co. 
Ge ducts & teimes ite. Gen CUTTE RS Gl ASS Walworth oe. o. ee 
COCKS, CORPORATION sh ahah Me ak ; aie ‘ats gee — > 
Phe Wm; Par C m | CUTTERS, MILLING Sante Veet Machine On. 
'y tr 7 7 Py ~ "ad p 7 > oh Sd s 
= COCKS, CYLINDER Cc t TTERS, PIPE fe FLENIBLE SHAFT EQUIPMENTS 
The Roberts Br 3 Mfg. Co. arin & Birds. Paol Co N. A. Strand & Co. 
The Sterling & Skinner Mfg. Co. Greenfi Tap & Die Corp. FLOATS, COPPER 
COCKS, GAGE Toledo P pe Threadi ng Machine Co. Arthur Harris & Co, 
tor Co. _ CYLINDERS, WATER, AIR OR GAS FLOOR HARDENERS, CEMENT 
' yberts National Tube Co The General Fireproofing Co, 
i \} ry ( > s, TERE PrICE . > vy y ¥ 2 
e ( hic E ss Co. m. E — ST! mt, We wea r AND FACTORY FLOOR STANDS 
: Be wae: ei ee, ee ; Bond Foundry & Machine Co. 
' Pcpiy oi 5- Pe DIES, PIPE THREADING Dodge Manufacturing Corporation 
; eS —" : Armstrong Bros. Tool Co. 5 Hill Clutch, Foundry & Machine Co. 
; are We Gree Tan & Die Corp, A, Jones Founary & Machine Co. 
H gpa Sate The Ost Mfg. Co. The Medart Compan 
( OCKs, STEAM AND SERVICE Toledo Pipe Tt ling Machine Co, : Royersford canmie 4 Machine Co. 
/ }~ Rae & —. s eS 0. DIPPERS, COPPER T. B. Wood’s Sons Co. 
i The erts Brass Mfg. Co. Arthur Harris & FLUX, SOLDERING 
The Wilitams ¥ ; DISCS, VALVE a 
ne villiams e Co Jenkins Bros. FLY WHEELS, CAST IRON 
. i. OGS, FOR MORTISE GEARS Metallo Gasket Co. Dodge Manufacturing Corporation 
} Poole Engineering & Machine Co, DOGS, LATHE The Hill Clutch, Machine & Foundry Co. 
} COLLARS, SHAFT Armstrong Bros. Tool Co. W. A. Jones Foundry & Machine Co. 
; Bond Foundry & Machine Co. J. H. Williams & Co The Medart Company 
i Chicago Pullev & SI ting Co. DRILLING POSTS T. B. Wood's Sons Co. 
t Dodge oo nufacturing Corpe on . nstrong Bros. Tool Co. FORGES, BLACKSMITH 
j = = A lut : » Ma ae F ‘oundry Co. joy Tool Works Champion Blower & Forge Co. 
{ The M ab aa a dates _ ; DRILLS, ELECTRIC FORGES, RIVET 
| Royersford Foundry & Machine Co. The B © Decker Mfg. Co. Champion Blower & Forge Co. 
i Stanc Preesed Ste Co. Mo \ I & es Lovejoy Tool Works 
v le Iron Wo . S. Electrical ool Co. - 
i T. BV } R Ww Slectric Co. FRAMES, HACK SAW 
COL t MNS, WATER DRILLS, POST E. C. Atkins & Co., Inc. 
: Nason Manufacturing Co. = umpion Blower & Forge Co. FRAMES, WALL 
7 The Crescent Mac ec ™ ; 
j COMPOUND, PIPE JOINT ’ mt Machine Co. Bond Foundry & Machine Co. 
} Joseph Dixon Crucible Co. DRILLS, RATCHET Dodge Manufacturing Corporation 
eo : z The Armstrong Bros. Tool Co. The Hill Clutch, Machine & Foundry Co, 
H w. poe ell & ee Lovejoy Too] Works ‘ W. A. Jones Foundry & Machine Co. 
I. - Caldwell & Son Co — The Medart Company 
Palmer-Bee Company : DRILLS, TWIST Royersford Foundry & Machine Co, 
COPPERS, SOLDERING Cleveland Twist Drill Co T, B. Wood’s Sons Co. 
CStiteain Whee eae Ses Greenfield Tap & Die Corp. FURNACES, SOLDERING 
aannaoe DRIVES, POWER re a. See 
Chie Pier & Eeatien Oo. The Toledo Pipe Threading Machine Co. Geo Ww ——— pga Bi sae 
Edgemont Machine Co.. The DRUMS, CAST TRON Diamond Rubber Co 4 3 
The Hill Clutch, Machine & Foundry Co. The Hill Clutch, Foundry & Machine Co, Hewitt Rubber Co % i 
The Medart Company W. A. Jones Foundry & Machine Co. The Mechanical Rubber Co 
Royersford ol ry ¢ achi ‘ > edar ‘om 7 $ ro 
- 3. Woo rs po & ee i " ’ esha New York Belting & Packing Co. 
£ ’ : a ood’s Sons Co. The Republic Rubber Co, 
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Our Line is the Recognized Standard on 


Air Cocks 
Air Valves 
Cylinder Cocks 











Gauge Cocks 
Water Gauges 
Priming Cocks 






Write 
for 
Catalog 








THE ‘4 
STERLING & SKINNER MEG. Co. 


DETROIT, MICH. 











Genuine 
Nason 
Steam 
Traps 


and other specialties 


have led since 184] 





Class B, 1 to 20 Ibs. 








Class C, 20 to 70 Ibs. : 
Bulletin on request. 





z=; “S/OELUG wal : 
Seo Nason Manufacturing 
Co. 


Steam Specialty Specialists 


71 Fulton St., New York 





Sidelug, 40 to 150 Ibs. 
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A Type for 


Every Service 


Bulletins on request 


THE GOULDS MANUFACTURING CO. 
SENECA FALLS, N. Y. 
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GAUGE GLA 





You can make money sell- 
ing competition goods, but 
in the long run quality 
goods build the substantial 
husiness. 


In gauge — glasses 
specialize on Libbey 


THE LIBBEY GLASS MFG. CO. 
TOLEDO, OHIO 
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Scandinavian Western Importing Co. 
The Turner Brass Works 
Yost Mfg. Co. 

GAGE GLASSES 
Glass Mfg. Co, 
Rogers & Co, 

GAGES, HYDRAULIC 

The Watson-Stillman Co, 
GAGES, LIQUID 
Manufacturing Co, 

GAGES, WATER 
Americen Injector Co. 
Detroit Lubricator Co. 
McRae & Roberts Co 
Nason Manufacturing Co. 
Penberthy Injector Co 
The Penn Engineering Co. 
The Wm. Powell Co 


Libbey 
H. A, 


AMMONIA 
Nason 


The Roberts Brass Mfg. Co, 

Sterling & Skinner Mfg. Co 

= ne l s Valve Co. 
GASKETS 

Jenkins I 

Hewitt Ri 





Metallo Gasket Co, 


New York Belting & Packing Co. 
GEARS 

H. W. Caldwell & Son Co. 

Dodge Manufacturing Corporation 


The Hill Clutch, Machine & Foundry Co, 
W. A. Jones Foundry & Machine Co. 
The Medart Company 
Poole Engineering & Machine Co, 
GEARS, RAWHIDE 
Chicago Rawhide Mfg. Co. 
W. A. Jones Foundry & Machine Co. 
GEARS, SPEED REDUCING 
The Hill Clutch, Machine & Foundry Co. 
W. A. Jones Foundry & Machine Co. 
Palmer-Bee Company 
Poole Engineering & Machine Co, 
GENERATORS, ACETYLENE 
Imperial Brass Mfg. Co, 
GLASSES, GAGE 
The Libbey Glass Mfg. Co. 


(all kinds) 


H, A, Rogers & Co. 
GRAPHITE FOR ALL PURPOSES 
Joseph Dixon Crucible Co. 


GREASE, LUBRICATING 
Bond Foundry & Machine Co., “‘Bondeline”’ 
Joseph Dixon Crucible Co. 
Royersford Foundry & Machine Co. 
Waverly Oil Works Co, 
GRINDERS, BENCH AND FLOOR 
Bond Foundry & Machine Co, 
Chicago Pulley & Shafting Co. 
Royersford Foundry & Machine Co. 
The U. S. Electrical Tool Co, 
Wisconsin Electric Co. 
GRINDERS, ELECTRIC 
The Black & Decker Mfg. Co. 
Bodine Electric Company 
N, A. Strand & Co 
U. 8. Electrical Tool Co. 
Wisconsin Electric Co 
GRINDERS, TOOL, ROLLER BEARING 
Chicago Pulley & Shafting Co. 
GRINDERS, VALVE 
Wisconsin Electric Co. 
GUARDS, ELECTRIC LAMP 
Flexible Steel Lacing Co. 
GUARDS, MACHINE 
The General Fireproofing Co, 
GUNS, OIL AND GREASE 
Bond Foundry & Machine Co. 
Royersford Foundry & Machine Co. 
HANDSCREWS 
Cc, Christiansen 
HANGERS, BALL BEARING 
Chicago Pulley & Shafting Co. 
Skayef Ball Bearing Co. 
Valley Iron Works. 
HANGERS, DOOR 
F. B. Myers & Bro. Co. 
HANGERS, PIPE 
“Ball Joint’—The Penn Engineering Co. 
Illinois Malleable Iron Co, 
Walworth Mfg. Co. 
HANGERS, 
American Pulley Company 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co, 
W. A. Jones Foundry & Machine Co. 
The Medart Company 
Pyott Foundry Co. 
Royersford Foundry & Machine Co. 
Skayef Ball Bearing Co. 
Standard Pressed Steel Co. 
Valley Iron Works 
T. B. Wood’s Sons Co. 
HEADS, EXHAUST 
The Swartwout Company 
HEATERS, FEED WATER 
The Swartwout Company 
HEATERS, GLUE, STEAM AND GAS 
Nason Manufacturing Co, 


SHAFT 


Se a one eer amen Ay omer ee er Tr 


HOISTS, 
Ford Chain Block Co. 
Wright Mfg. Co. 
The Yale & Towne Mfg. Co. 
HOLDERS, TOOL 
Armstrong Bros. Tool Co. 
J. H. Williams & Co. 
HOOKS, BELT 
The Bristol Company 
Flexible Steel Lacing Co. 
HOSE, COTTON 
Boston Woven Hose & Rubber Co, 
Diamond Rubber Co., Inc. 
The Mechanical Rubber Co, 
New York Belting & Packing Co, 
HOSE, RUBBER 
Boston Woven Hose & Rubber Co. 
Diamond Rubber Co., Inc. 
Hewitt Rubber Co, 
The Mechanical Rubber Co. 
New York Belting & Packing Co. 
The Republic Rubber Co, 
HYDRAULIC LEATHER 
Chicago Rawhide Mfg. Co. 


CHAIN 





MACHINES, GRINDING AND POLISHING 
Bodine Electric Company 
Bond Foundry & Machine Co, 
Royersford Foundry & Machine Co, 
N. A. Strand & Co. 
Wnited States Electrica] Tool Co. 
Wisconsin Electric Co. 
MACHINERY, ICE AND REFRIGERATION 
Henry Vogt Machine Co, 
MACHINES, METAL CUTTING 
E. C. Atkins & Co., Inc, 
MACHINES, PIPE CUTTING AND 
THREADING 

Greenfield Tan & Die Corp. 

The Oster Mfg. Co. 
Totedu Hipe ‘threading Machine Co, 
MACHINES, PUNCHING AND SHEARING 
Royersford Foundry & Machine Co. 


MACHINERY, WOODWORKING 


E. C. Atkins & Co, 
The Crescent Machine Co. 
MALLETS AND HAMMERS, RAWHIDB 











Ghaa. A, wélieven Co. Chicago Rawhide Mfg. Co. ' 
The Watson-Stillman Co. MATS AND MATTING, RUBBER 
INJECTORS Diamond Rubber Co., Inc. 
American Injector Co. The Mechanical Rubber Co, 
Penberthe oe Co. New York Belting & Packing Co. 
The Wm. Powell Co. MERCHANDISE CONVEYORS i 
Sherwood Mfg. Co. F. E. Myers & Bro. Co. 
JACKS, LIFTING Palmer-Bee Company 
Lovejoy Too] Works METAL, BEARING 
JOINTS, EXPANSION, COPPER Dodge Manufacturing Corporation 
Arthur Harris & Co. Bunting Brass & Bronze Co, 
mai . ERY . The Medart Company 
, SCENES Bane 0 — Michigan Smelting & Refining Co. 
Moran Flexible seeggoz mo = ee teeves Pulley Co. 4 
KETTLES, STEAM JACKETED Stewart Manufacturing Corp. 4 
Arthur Harris & Co. > are ' 
a MILL LEATHERS, ALL KINDS 
KNIVES, MACHINE Chas. Bond Co., Philadelphia 
E. C. Atkins & Co. Chicago Belting Co. 
LACE LEATHER The Chicago Rawhide Mfg. Co. 
Chicago Rawhide Mfg. Co. Edward R. Ladew Co., Ine. } 
Edward R. Ladew Co., Inc. Chas. A. Schieren Co. | 
Chas. A. Schieren Co. I. B. Williams & Sons ; 
I. B. Williams & Sons MOTORS AND DYNAMOS 5 
LACERS, BELT Wisconsin Electric Company i 
Clipper Belt Lacer Co. Bodine Electric Company { 
Detroit Belt Lacer Co. MOVERS, CAR 3 
LACING, BELT, METALLIC Advance Car Mover Co, | 
Clipper Belt Lacer Company Appleton Car-Mover Co. i 
Crescent Belt Fastene a 0. MULE STANDS i 
Detroit Belt Lacer Co. | Boud Foundry & Machine Co, ; 
Flexibie Steel Lacing Co. Dodge Manufacturing Corporation { 
The Bristol Company The Hill Clutch, Machine & Foundry Co, ; 
LADLES AND KETTLES, MELTING W. A. Jones Foundry & Machine Co. 
7 J . The Medart Company i 
Mullins Body ( pal ipeeihded T. B. Wood's Sons Co, | 
LAMP GUARDS meat / 
- = OIL PUMPS, HAND 
Flexible Steel Lacing Co. Sherwood Mfg. Co 
LEATHER SPECIALTIES pps rr : 
Alexander Brothers OIL WELL ACCESSORIES 
Chicago Rawhide Mfg. Co. The Wm. Powell Co, 
Fdward R. Ladew Co., Inc. OILERS, PUMP 
W. S. Nott Company Lidseen Products, 
LEATHERS, HAND OLLERS, MULTIPLE FEED 
Chicago Rawhide Mfg. Co. Detroit Lubricator Co, 
LEGs, BENCH Sherwood Mfg. Co. 
W. A. Jones Foundry & Machine Co. OILING DEVICES 
Standard Pressed Steel Co. American Injector Co, 
LOCKERS Detroit Lubricator Co. 
LE SRA Seige Lidseen Products, 
The General Fireproofing Co. The Wm. Powe!l Co. ; 
LUBRICANTS, BALL & ROLLER BEARING Sherwood Mfg. Co. i 
Bond Foundry & Machine Co. - The D. T. Williams Valve Co, i 
Royersford Foundry & Machine Co. OILS, LUBRICATING i 
Waverly Oil Works Co. Waverly Oil Works Co, i 
LUBRICATOR GLASSES PACKING, AMMONIA i 
H, A. Rogers & Co. Braiding & Packing Works of America t 
LUBRICATORS Diamond Rubber Co., Inc, | 
. I t Co. The Mechanical Rubber Co, i 
precise Repeater oS New York Belting & Packing Co, 
McRae & Roberts Co. The Republic Rubber Co, 
The Wm. Powell Co. PACKING, HYDRAULIC 
Sherwood Mfg. Co. Alexander Brothers 
The D. T. Williams Valve Co, Braiding & Packing Works of America 
MACHINE TOOLS Chicago Kawhide Mfg. Co 
The Crescent Machine Co. Diamond Rubber Co., Inc, 
Greenfield Tap & Die Corp. eo 
Royersford Foundry & Machine Co. Tha Machonical Buber. Os, 
MACHINERY CLUTCHES New York Reltine & Packing Co, 
Chicago Pulley & Shafting Co. W. S. Nott Company 
Dodge Manufacturing Corporation Chas. A. Schieren Co, 
Edgemont Machine Co., Inc. The Watson-Stillman Co. 
The Hill Clutch, Machine & Foundry Co. I. B. Williams & Sons 
Jones Foundry & Machine Co. PACKING, PISTON 
FS Sean White Co Braiding & Packing Works of America 
= . Sat it & ‘So Diamond Rubber Co., Inc, 
S ot Weed's Bene Co Hewitt Rubber Co. 
’ . woes wee » The Mechanical Rubber Co, 
MACHINERY, COAL HANDLING New York Belting & Packing Co, 
H, W. Caidwell & Son Co. The Republic Rubber Co, 
Dodge Manufacturing Corporation PACKING, RUBBER 
: a ae = Braiding & Packing Works of America ; 
MACHINERY, CONVEYING AND ELEVATING jj, mond Rubber Co., Inc. | 
Dodge Manufacturing Corporation Hewitt Rubber Co. ; 
= Hill Clutch Machine & Foundry Co, The Mechanical Rubber Co. ; 
A. Jones Foundry & Machine Co. New York Belting & Packing Co, ' 
ag -Bee Company The Republic Rubber Co, | 
} 
= . — ara — a 
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Swartwout Hydromatic Steam Traps 


This Swartwouttrap doesits work per- 

fectly, without trouble, without ex- 

pense. Illustration shows enlarged view : 
of monel metalvalveand valve seat both ' 
ofwhich are reversible and interchange- ' 
able, insuring perfect fit and long wear. ' 
Should be carried by every jobber. f 









MORAN 
Flexible 


Joints 


For Steam, Air, Water. 
Gas, Oils and other 
liquids 





Straight Pattern 


MORAN Flexible Joints are 
suitable for almost every pur- 
pose requiring a flexible con- 
veyor of steam, air, gas or 
liquids. Years of actual service 
have demonstrated their superi- 
ority. They are made in seven 
types, all of which can be sup- 
plied with either flange or screw 
ends. All standard joints are 
suitable for a working pressure 
up to 150 pounds. Extra heavy 
joints from 250 to 1000 pounds. 
When ordering specify what 
type of joint wanted and if for 
steam or liquid. They are made 
in sizes from %-in. to 36-in. 






ROWING DEMAND is constantly making the 

sale of Swartwout Steam Specialties more profitable 
to our agents. Back of this increasing demand stands 
consistent advertising, whole-hearted cooperation of our 
salesmen, prompt deliveries, and products of the very 
highest standard. | 
High Pressure Bucket, Low Pressure Float and Return, 
Lifting and Vacuum Steam Traps. Cast Iron Exhaust 
Head, Steam, Oil and Air Separators, Air Traps, Water 
Level Control Valves, and the well known Swartwout 
All Service and Junior Feed Water Heaters. 


Swartwout 
















Angle Pattern 
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Distributors, send for catalog. 
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Moran Flexible Steam Se, S © l e | 

Joint Co. team Specialties | | 

217 W. Main st. HM 

Louisville, Ky. THE SWARTWOUT COMPANY : 
Special Liquid Type CLEVELAND, OHIO } 
General Offices: 18523 Euclid Ave.--Factories: Cleveland,O.-Orrville,O. i 
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“M & W” 
The Clutch Supreme 





Crescent Universal 
Woodworkers 


OU do not have to cut the price 

to get orders for CRESCENT machines. 
CRESCENT prices are made at the factory, 
and are as low as is consistent with building 
strictly high grade wood working equip- 
ment. Your customers want CRESCEN 
quality and are willing to pay for it. Send us 
more orders and we will show you that the 
machines make good. 


EXRUEKUKE CUCELEIEELELEEEEE H) 


YURERECAYAEUT UNTEUAAXENECEIET UUEIIT 











a 


PSS SESES TESTS TET eee et eetesssessesesstetes: 


Send today for catalog giving complete description of our band 
saws, saw tables, jointers, shapers, planers, borers, planer and 
matchers, swing saws, disk grinder, cut off table, hollow chisel 
mortiser, variety wood worker, universal wood workers, 


ie 
Crescent Machine Co. 


96 Columbia Street 









Power—Speed—Endurance 


SRUEREUAEE RERERAEEAEAEAEKE CUKEEKUXEXUEERECEREUIY 


200,000 in Operation 


Senter tee 
































LEETONIA OHIO | 

Complete Information on Request 
MADE ONLY BY : 
The Moore & White Co. E 
Established 1886 : iE 
2711 N. 15th St., Philadelphia, Pa., U.S. A. i 
: 4 
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PACKING, SHEET 

















& P sing Works of America 
Diamond Ru r Co.. Inc. 
er ns ‘96’ Jenkins Bros, 
Hewitt Rubber Co. 
The M n tubber Co. 
New Yor Belting & Packing Co. 
The Rept Ru r Co, 
PACKING, VALVE STEM 
B & | king Works o AT < 
Penberthy cg Co. 
he R € Mfg. Co. 
Sherwoc 
P AINT, SILC A-GRAPHITE 
Joseph Dixon Crucible ¢ 
PAINTS, W ATE RPROOF 
The General Firepr« n 
PANS, TOTE 
Mt 3 \ 
P ASTE, SOLDERING 
Ran On PINS, BELT LACING 
Chicago Rawhide Mfg. C 
Giinnee Beit } c 
I E Lace , 
Flex Steel Lacir Co, 
PIPE THREADING TOOLS 
Armstrong Bros. T¢ Co 
Gr 4 § orp. 
Toledo Pipe ling Machine Co. 
HIG H PRESSURE 
The W yn-S Co. 
PIPE, STEEL 
National Tube Co. 
wg 
Bond |! sundry ) 






Bedge Ma t oration 
PL \TES, FLOOR AND CEILING 
The Penn Eng 
PT ATFORMS, LIFT TRUCK 
Standard Press¢ Ste ( 


PLUGS, BRASS AND FUSIBLE 





ring Co 





American Co, 
Sherwood 
oD. t. < ilve Co 
wm, Co. 





POLES, — AR STEEL 
National Tube Con 
POWE - T RANSMISSION APPLIANCES 
American l pany 
Avante San se ig o. 
Bond cohosen ndry & M thine Co, 
H. W. aldwe ll & Son Co 
Chicago Pu y & Shafting Co, 
1 


r Corporation 








achine & Foundry Co, 
y & Machine Co. 


vy & Machine Co, 





PRESSES, DRILL, JEWELERS’ SENSITIVE 
Leiman Bros, 
PRESSES, DRILL AND FOOT 
Royersford Foundry & Machine Co, 
PRIMING CUPS 

Detroit Lubricator Co, 
McRae & Roberts Co, 
The Roberts Bras M . Co. 
The Ste Ss r Mfg 

P ROTE| c CTORS, ELEC TRIC 





LAMP 


PULLEY COVERING 
go Rawhide Mf Co. 


PULLEYS, BAI I. BEARING 
a Pu . x 4 ° 
PULLEYS, CAST IRON 
j > Machine Co. 
} W iw 1 & Sor ( 
T MI tu ( 


The Hill lutch, Machine & Foundry Co, 
ae , our & Machine Cx 


Machine Co. 
T. B. Woo S 
PU! i. EYS, ‘CONVEYOR 





Clut h, “Ma hine & Foundry Co 





PULLEYS, FLANGE 


urir ration 





The Hill Clutch M achin & F wanes Co. 
WwW. A. Jones i & M u r ‘oO. 
TI Me n} 
R u 
Ss Mfg. Co. 
T. B. Wood's Sons Co, 
PULLEYS, FRICTION CLUTCH 
Bond Foundry & M hine Co, 
t go Pulley & Shafting Co. 
Dodge Manu turing Corporation 


1ont Machine Co. 
C Pg Machine & Foundry Co, 
our 











Ww. dry & Machine Co. 
Th any 
Th oO. 
Re 
A. 
s Co 
tT. 3 ° 
IRON CENTER 
Do z Corporation 
T} 
Re s Pu 
Sag w Mfg 
Tr. B. Wood's 
, LOOSE 
cr o Pulle ng Co. 
Dodg M 1 turing Corporation 
The Hill Clutch, Machine & Foundry Co, 
W. A. Jones oundry & Machine Co, 
Company 
Mfe 
I ng Co 





Yood’s Sons Co, 


PULLE ys, MOTOR 





u “Corp ration 
ey Company 
ch, Machine & Foundry Co, 
y & Machine Co, 








Sons Co. 
® : LLEYS, PAPER 
The Rockwoo Ifg. Co. 
ROLLER BEARING 


PULTI E Ys, 
Skayef Ball Bear 
PULLEYS, STEEL 
lley Company 
turing Corporation 
PULLEYS, STEEL RIM 

The Medart Company 

PULLEYs, STEP AND TAPER CONE 
nufacturing Corporation 
Foundry & Machine Co, 
fateh, Machine & Foundry Co, 


Company 








Pt LL E Ys, ‘woop SPLIT 


Shafting Co. 





turing Corporation 
4 es Pulley Co, 
Saginaw Mfg. Co. 
PUMP JACKS 
rT} Goulds M Co 
M t, Foos & Ct 
F, E, Myers & Bro. Co, 


PUMPs, AIR 


Pt MPS, BOILER FEED 
The M, L, Oberdorfer Brass Co, 


PUMPS, ELECTRIC 





‘ M 
I Mye & | ( 
I M. L. Oberdorfer Brass Co, 
aga GAS AND VACUUM 
Li n Bros y 
PUMPS » HAND AND POWER 
TI G is.Mfe 
M & C 
E. M rs & Bro. Co. 
The M. L, Oberd Brass Co 
PUMPS, JET 
American Injector Co. 
PUMPS, MINE 
I Go M Co 
M I & 
E. M & Bro. Co. 
PUMPS, OIL 
7 M . Oberdorfer Brass Co. 
S$ ‘ M Co, 
PUMPS, TANK 
I r M Co 
E. M ers é I 
P t NC HE S AND DIES 
Royersford I indry & Machine Co, 
PUNCHES, SCREW 
I ejoy Tool Works 


RADIATORS, HIGH PRESSURE VERTICAL 
TUBE 


Nason Manufacturing Co, 
RAILS, ELECTRIC MOTOR 





Birkle M hin Works 
Lecaggotenden 
Scandir n Weste Importing Co., Ltd. 
RATCHETS 
Armstrong Bros, Tool Co. 
REAMERS 
( velar Drill Co, 
Greenfic & Die Corp 


“REDt CERS, SPEED 
The Hill Clutch, Machine & Foundry Co, 
Ww. A. Jones Foundry & Machine Co, 


Palmer-Bee Company 
Poole Engineering & Machine Co, 
ROPE DRIVES 
. W. Caldwell & Son Co. 
Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co, 
The Medart Company 
T. B. Wood's Sons Co, 
ROPE, WIRE 
Wickwire Spencer Steel Corp. 
RUBBER GOODS, MECHANICAL 
Boston Woven Hose & Rubber Co, 
ond Rubber Co., Inc, 
tt rubber Co, 
Jenkins Bros, 
The Mechanical Rubber Co. 
New York Belting & Packing Co, 
The Republic Rubber Co, 
SAFES, UNDERWRITERS’ 
The General Fireproofing Co, 
SAFETY DEVICES 
The Crescent Machine Co, 
Dodge Manufacturing Corporation 
SAND BLAST OUTFITS 
Leiman Bros, 














SAWS, BAND 
American Saw & Mfg. Co, 
E, C, Atkins & Co, 
The Crescent Machine Co. 
SAWs, CIRCULAR 
E. C. Atkins & Co. 
SAWS, HACK (Blades) 
American Saw & Mfg. Co. 
E. C. Atkins & Co, 
Victor Saw Works, Inc. 
SAWS, HACK (Machines) 
E. C. Atkins & Co. 
SAWS, HAND 
E, C, Atkins & Co. 
SAWS, SWING, CUT-OFF 
E. C. Atkins & Co. 
The Crescent Machine Co. 
SCREWDRIVERS, ELECTRIC 
The Black & Decker Mfg. Co, 
N, A, Strand & Co, 
SCREWDRIVERS, HAND 
American Saw & Mfg. Co. 
st ww? MACHINE PRODUCTS 
‘err ( & Set Screw Co, 
shank Mi ’ Pressed Steel Co. 
SCREW PLATES 
Greenfield Tap & Die Corp. 
SCREWS, CAP AND SET 
a e yr oe Mfg. Co. 
EF 1 & Set Screw Co, 
Stan san P ressed Steel Co, 
SCREWS, SAFETY SET 
stlien Mfg. Co, 
The Bristol Company 
Standard Pressed Steel Co. 
SEPARATORS, OIL AND STEAM 
The Swartwout Company 
Thre D. T. Williams Valve Co. 
STLAFTING 
Bond Foundry & Machine Co. 
Bliss & Laughlin, Ine. 
H. W. Caldwell & Son Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
W. A. Jones Foundry & Machine Co. 
The Medart Cormnpany 
Royersford Foundry & 
A. L. Schultz & Son 
T. B. Wood's Sons Co. 
SHEAVES, MANILA AND WIRE ROPE 
The Hill Clutch Machine & Foundry Co, 
The Medart Company 
T. B. Wood's Sons Co. 
SHELVING, STEEL 
The General Fireproofing Co. 
SHOP FURNITURE, 
The General Fireproofing Co. 
SHOVELS 
Wood Shovel & Tool Co. 
SLEEVES AND SOCKETS, DRILL 
Lovejoy Tool Works 
SOLDER, BAR AND WIRE 
Chicago Solder Company 
SOLDERING COPPERS, FLUX, 
SALTS 


Machine Co. 


STEEL 


PASTE AND 
Chicago Solder Company 
SOLDERING OUTFITS, 
Mf 


ACETYLENE 
Imperial Br: ~ 


fg. Co. 






29ED TRANSFORMERS 
The Hill Chutch Machine & Foundry Co, 
W. A. Jones Foundry & Machine Co, 
Palmer-Bee Company 
SPROCKETS 
W. A. Jones Foundry & Machine Co. 
The Medart Company 
A. L. Schultz & Son 
STANDS, EMERY WHEEL 
Bond Foundry & Machine Co, 
STEAM SPECIALTIES 
American Injector Co. 
. M. Davis Regulator Co. 
Detroit Lubricator Co. 
Golden-Anderson Valve Specialty Co. 
Metallo Gasket Co. 
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WATER GAUGES 


and 
other quality 
Products 








HE Oberdorfer Pump has proven its 
3 efficiency wherever liquids are to be moved. 
Air Cocks Made in many sizes and styles to fit any 
requirements. Constructed of bronze through- 
Steam Cocks out—sturdy, dependable, powerful. 


Built on a portable platform with motor— 
hooked up for belt drive or as a unit for 


Gauge Cocks 





your installation. 
Ball Cocks Write for Catalogue “M” 
Air Valves and name of nearest dealer. 





Etc. M. L. OBERDORFER BRASS CO. 
Syracuse, N. Y. 


Write for Catalog 


The McRae & Roberts Co. 
100-146 South Campbell Avenue 
DETROIT, MICHIGAN 


























DIXON'S © 


Silica-Graphite 























“Cleveland Type” “smith Type” “Industrial Type” i 
Collar Ojiling Hill Friction Spur Gear Speed ze i j 
Bearings Clatches Transformers . " i 
gives better protection wie. j 
1 : for all exposed metal or ; jn hy 
T'here’s a reason why you should sell weal “ak & ‘ou aa TAS 
‘ e ” ° e cost per year. \ 4 
Hill Clutch” Mill Equipment The pigment, silica. yaw 
2 graphite, providesa ‘, Bras _ 
featuring tough, yet elastic, film that ex- LTANY fe j 
- . aa aoa i pands and contracts with heat _ ‘ 
Smith Type” Hill Friction Clutches cid wall: mes coea on : 
“Cleveland Type” Collar Oiling Bearings peeling. The vehicle is pure | \ 
b : ; : 
“Ind cal T nS G S d boiled linseed oil — the best ' i 
ndustria ype pur Gear opee paint vehicle known. : a i 
Transformers Many users of Dixon's Paint \ a” | | 
“‘Steelarm’”’ Automatic Belt Tighteners have certified to its long serv- 
ice records of from five to ten \ & ‘ 
Your customers’ wants mean more to us than “‘so years and even more. } \ 
much material”, A careful study is made by Engi- Dixon’s Red Lead-Graphite a 
neering Experts skilled in Power Transmission prob- Primer is recommended for \ Sak ' 
lems. You receive the accumulated experience of priming coats. . St 4 
“half a century’ serving every kind of industry. : Coun 
Write now for Booklet 71-B. and ; 
e . learn how to reduce paint costs. — ‘ 
The Hill Clutch Machine & Foundry Co. — 
ie Pitts Bh ten Joseph Dixon Crucible Co. " \ ** 
Power Transmission Engineers Jersey City, N. J. e + ® 
General Office and Plant, Cleveland, O. Established 1827 Name | ) i 
New York Office, 50 Church St. . siti — 
; 
SSS SS SSS a — — 3 
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ILLINOIS MALLEABLE IRON CO. 


General Offices, 1801 Diversey Parkway, CHICAGO, ILLINOIS 


Manufacturers of 


Cast and Malleable Fittings, Screwed and Flanged 
Nokoros Unions, C. D. Railroad Unions 


Screwed, Flanged and Hub Ends. 


IRON BODY GATE VALVES 


Sizes 2 in. to 12 in. Inclusive. 





Nason Manufacturing Co. 
Sterling & Skinner Mfg. Co. 
The McRae & Roberts Co. 


The Wm. Powell Co. 

H. A. Rogers & Co. 

The Swartwout Company 

Walworth Mfg. Co. : 

The D. T. Williams Valve Co. 

STEEL 

Bliss & Laughlin, Inc. 
= K mane 

The General Fir ng 


STOC KS AND ‘DIES 
Armstrong ee Ce 
Greenfield + & Die Corp 
The Oster Mfg. Co. ; 
Toledo Pipe ‘rhreading Machine Co. 
STRAINERS 
American Injector Co. 








The Swartwout Company 
STRAPS, LEATHER 
Chicago Rawhide Mfg. Co. 


. Schieren Co, 
s & Son 


I. ‘B. Williams 
SWAGES, UPSET 


E. C. Atkins & Co., Inc, 
SWITCHES, I-BEAM 
Palmer-Bee Company 
TABLES, STEAM 
Nason Manufacturing Co, 
TILING, RUBBER, INTERLOCKING 


New York Belting & Packing Co. 
TOOLS, BORING 


Armstrong Bros. Tool Co. 
TOOLS, ELECTRICAL 
U. S. Electrical Too! Co. 


TOOLS, MACHINISTS’ 
American Swiss File & Tool Co. 


VALVE LEATHEKS 
Chicago Rawhide Mfg. Co. 
Edward R. Ladew Co., Inc 


VALVE-UNIONS 


Nason Manufacturing Co, 
VALVES, AIK 
The Penn Engineering Co. 
The Roberts Brass Mfg. Co, 
Sterling & Skinner Mfg. Co. 
VALVES, ALTITUDE, AUTOMATI( 
Golden-Anderson Valve Specialty Co. 
VALVEs, BALANCED, FIUAT 
Golden-Anderson Valve Specialty Co 


Mason Kegulator Co. 

VALVES, BLOW OFF 
Golden-Anderson Valve Specialty Co 
yenkins bros, 

The Wm. Powell Co, 
The D. T. Williams Valve Co. 
Walworth Mfg. Co. 
VALVES, CHECK 

Jenkins Bros. 
The Ohio Brass Co. 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 
Walworth Mfg. Co. 

VALVES, COLD WATER, 
Victor Balata & Textile Relting Co. 

VALVES, ENGINE SLOP 

Golden-Anderson Valve Specialty Co 
VALVES, GATE, 

Illinois Malleable Iron Co, 

Jenkins Bros. 

The Ohio Brass Co. 

The Wm. Powell Co. 

Walworth Mfg. Co. 

The D. T. Williams Valve Co. 

VALVES, HIGH PRESSURE 
Jenkins Bros. 
The Ohio Brass Co. 


Armstrong Bros. Tool Co. The Wm. Powell Co. 

Greenfield Tap & Die Corp Henry Vogt Machine Co, 

Scandinavian Western Importing Co., Ltd. The D. T. Williams Valve Co 

J. H. Williams & Co. Walworth Mfg. Co. 

TOOLS, PLUMBERS’ AND STEAMFITTERS’ The Watson-Stillman Co, 

Armstrong Bros. Tool Co. VALVES, HYPRAULIC 

Greenfield Tap & Die Corp. Jenkins Bros. 

Toledo Pipe Threading Machine Co. The Wm. Powell Co. 

Walworth Mfg. Co. Henry Vogt Machine Co, 
TOOLS, SAW Walworth Mfg. Co. 

E. C. Atkins & Co., Inc, The Watson-Stillman Co 


TOOLS, SCREW CUTTING 
Greenfield Tap & Die Corp, 
TORCHES, BLOW 
Clayton & Lambert Mfg. Co. 
Geo. W. Diener Mfg. Co. 
Scandinavian Western In 
The Turner Brass Works 
TRANSMISSION, VARIABLE SPEED 
The Moore & White Co. 
Reeves Pulley Co. 
TRAPS, AIR AND SEDIMENT 


porting Co. 


The Swartwout Company 
TRAPS, STEAM 
G. M. Davis Regulator Co. 


Nason Manufacturing Co. 

D. T. Williams Valve Co. 

The Swartwout Company 
TROLLEYS 

Works 

Company 

TUBES, BOILER 

Company 

TUBING, RUBBER 

New York Belting & Packing Co. 
TUBING, STEEL 

Tube Co. 

UNIONS, BRASS AND IRON 

Malleable Iron Co. 

Mfg. Co. 


Lovejoy Too! 
Palmer-Bee 


National Tube 


National 


Illinois 
Walworth 


The D,. T. Williams Vaive Co. 


VALVES, 
Detroit Lubricator Co. 
The Wm. Powell Co. 
Walworth Mfg. Co. 
VALVES, PRESSURE 
G. M. Davis Regulator Co. 
Golden-Anderson Valve Specialty Co, 
Mason Regulator Co. 
Walworth Mfg. Co. 
VAT.VES, PUMP, 
Diamond Rubber Co., Inc. 
Jenkins Bros. 
The Mechanical Rubber Co 
New York Relting & Packing Co. 
VALVES, QUICK OPENING 
Nason Manufacturing Co, 
VALVES. RADIATOR 
Detroit Lubricator Co. 
Tenkins Bros. 
The Ohio Brass Co. 
The Wm. Powell Co. 
Walworth Mfg. Co. 


RUBBER 


The D. T. Williams Valve Co. 
VALVES, THROTTLE 
Metroit Lubricator Co. 


Golden-Anderson Valve 
Jenkins Bros 
Walworth Mfe. Co. 
The D. T. Williams Valve Cao 

VISES, DRILL PRESS 
Mfg. Co, 


Specialty Co. 


Yost 





one ame 


BALATA 


GLOBE AND ANGLE 


POP SAFETY AND RELIEF 


REGULATING 


VISES, MACHINISTS’ 
The Chas. Parker Co. 
Prentiss Vise Co, 


Walworth Mfg. Co. 
Yost Mfg. Co. 
VISES, PATTERN MAKERS’ 
Cc, Christiansen 
Yost Mfg. Co. 


VISES, PIPE 
Armstrong Bros, Tool Co, 
Greenfield Tap & Die Corp. 
The Chas. Parker Co. 
Toledo Pipe Threading Machine Co. 
Walworth Mfg. Co. 
Yost Mfg. Co, 
VISES, WOODWORKERS’, 
Cc. Christiansen 
Yost Mfg. Co. 
WASHERS, LEATHER 
Chicago Rawhide Mfg. Co. 
Edward R. Ladew Co., Inc. 
WASHERS, RUBBER 
Diamond Rubber Co., Inc. 
New York Belting & Packing Co. 
WASTE, COTTON AND WOOL 
thicago Sanitary Rag Co. 
The J. Milton Hagy Waste Works 
WATCHCLOCKS 
Detex Watchclock Corporation 
WATER CLOSETS, FROST PROOF 
A. Vogel Co. 
WATER GAGES 
Nason Manufacturing Co, 
The Roberts Rrass Mfg. Co. 
The Sterling & Skinner Mfg. Co. 
WATER LEVEL CONTROL 
Nason Manufacturing Co, 
WELDING AND CUTTING EQUIPMENT 
Imperial Brass Mfg. Co. 
WELDING ROD, FLUX AND SUPPLIES 
Imperial Brass Mfg. Co. 
WHEELS, GRINDING 
E. C. Atkins & Co., Inc, 
New York Belting & Packing Co. 
WINCHES 
A. L. Schultz & Son 
WIPING CLOTHS, MACHINERY 
thicago Sanitary Rag Co, 
The J. Milton Hagy Waste Works 
Louisville Sanitary Wipers Co., Inc. 
WIRE ROPE 
Wickwire Spencer Steel] Corp. 
WIRE SOLDER 
Chicago Solder Co. 
WOODWORKERS, VARIETY 
Crescent Machine Co, 
WRENCH SETS 
Armstrong Bros. Tool Co. 
J. H. Williams & Co. 
WRENCHES, ADJUSTABLE 
Walworth Mfg. Co. 
J. H. Williams & Co, 
WRENCHES, OPEN 
Armstrong Bros. Tool Co. 
J. H. Williams & Co, 
WRENCHES, PIPE 
Greenfield Tap & Die Corp, 
Walworth Mfg. Co. 
J. H. Williams & Co. 
WRENCHES, PIPE, CHAIN 
Armstrong Bros. Tool Co. 
J. H. Williams & Co. 
WRENCHES, SOCKET 
The Allen Mfg. Co. 
Armstrong Bros. Tool Co. 
The Black & Decker Mfg. Co. 


RAPID ACTING 


Jos, 


END 
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GOLDENSANDERSON Vs 3. &© 
pct DOUBLE 
SHIONE DCHECK valve 





AUTOMATIC CrsiovED STEAM AND WATER- SERVICE VALVES. 
~ We Challenge to Test for Merits Any Automatic Steam or Water-Service Valves in the World” 
1317 FULTON BUILDING. PITTS BURGH, Pa. 
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QUALITY e LE NO a9 SPEED 
UNIFORMITY 


SERVICE 








It’s easier to sell PARKER Vises—six i 
strong talking points of extra value, and a 
mighty clincher—‘“they cost no more than d 
ordinary vises.” ' 





Ask for our new handy pocket catalog for 
your salesman. Address: 


GLASS CUTTERS 
“The Toots in lhe Paid Bor” 


AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


The Charles Parker Co., Master Vise Makers 


Meriden, Conn. U.S. A. 
Att. M. F. O. 
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THE SUCCESSFUL SALESMAN 


A Book for Mill Supply Salesmen 
By FRANK FARRINGTON 


Contains chapters on the following subjects: 





What Makes a Salesman—It Pays to Study Sales- 
manship—Salesman and Salary—The Salesman’s 

Here is another style—the Angular Cutter Mental Attitude—Understanding the Customer— 

with the cutting jaws set at an angle of 30°. = 

Easy to get at out-of-the-way places. Saves What Customers Want—Keeping Up the Cus- 

stooping and reaching. One of the several tomer List—The Entering Wedge—Getting On with 
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} 
types of PORTER BOLT CLIPPERS for Customers—Showing the Goods—Where Compe- 
cutting bolts, rods and wire. Also tools for eae : 8 . Pp | 
splitting nuts and cutting hard chain, tition is Concerned—Selling Better Goods—Putting } 


On the Finishing Touches—Putting Punch into 
Salesmanship—Honesty in Selling—The Morning ; 
After—"‘Selling”’ vs. “‘Introducing’”’—The Salesman 
and the Catalog—Netting a Profit—Cooperating 
with the House—The Value of Optimism—Curing | 
Indifference—The Salesman and his Stomach— ' 
Selling Goods *‘As Is’’"—The Element of Luck— 
The Value of System—The Traveling Man and the i 

> a Time Table—Getting It Right the First Time—The i 

t S ac ing Value of Push—The Dead Center—‘‘It Can't Be 


Done’’—The Art of Selling Yourself. 


Progressive Jobbers and Mill Supply Houses 
now sell their own PACKING a USE THE COUPON ; 
e Successful Salesman” and a year’s 


Highest grades of Asbestos, Cotton, Flax and ‘‘Spe- subscription to MILL SUPPLIES, for $1.50. 

cial’’ Packings are manufactured by us under your i a i Se Sse ee a ee a i fa ent crs loi 
own ee pg hg yond name. In attractive Tie Crmubood Publishing Be. & 

a el entail nlae tg 537 S. Dearborn St., Chicago. 





H-K: “PORTER = path 
—=|\EVERETT ASS. 











Investigate—say the word and full particulars will be Please send a copy of “The Successful Salesman” and MILL 

mailed. SUPPLIES for one year, for which we will remit $1.50 upon 
receipt of the book, 

BRAIDING AND PACKING WORKS of AMERICA pane 

251-253 Forty Sixth Street Brooklyn, New York 
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May We Call 
Your Attention to 


A Truly 
Remarkable Value 








Emery Wheel Stands 


A Remarkable Value, because— 


Bond Quality, which has never deviated from the high 
est in more than a quarter-century of production, 
is here offered in these Emery Whee! Stands at a very 
low price. 


“Bond Quality” is not an empty phrase. Prove it for 
yourself; write for details of materials, dimensions and 
prices, and compare with those of any other grinding 
wheel stand. And remember these facts: 


All Castings are of semi-steel. 


Spindles are considerably oversize and are ground for 
the bearing surfaces Do you find this on other 
Both bearings are ring oiling and absolutely 
dust proof. Wheel guards easily detached, and ad 
any direction. 


makes? 


justable In Tool rests may be adjusted 


in any direction and set at any angle. 


Right and left hand spindle nuts are of hardened and 
finished steel. 


One wrench (furnished) fits all set screws 
Thoroughly tested before leaving factory. 
Emery Wheel Head may be purchased without Stand 


for use as a bench grinder. 


Manufactured by the makers of Bond Power Trans- 
mitting Specialties, Bond Split Roller Bearings and 
Bond Truck Casters. 


Bond Foundry and Machine Co. 


Manheim, Lancaster Co., Penna. 


For nearest distributor see McRae’s Blue Book 
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ey caving Time 
Saves Money 


It would do you good to happen into a 
plant where everything stood still while 
a belt was being repaired with our 
Fasteners. It would require a split-sec- 
ond watch to keep an accurate record of 


the time spent in making the belt service- 
able again. 


BRISTOL’S 


REG. U.S PAT OFFICE 


Patent Steel Belt Lacing 


This device is the greatest time and 
money saver in the plant. Any man 
who can handle a hammer can repair a 
broken belt so quickly that the loss of 
time in shut-down is negligible. 


Every dealer should be prepared to sell 
this service to his customers. Ask for 


Catalog No. 717-H. 
THE BRISTOL COMPANY 


Waterbury, Connecticut 


Branch Offices: Boston New York 
Detroit Chicago St. Louis 











Pittsburgh 
San Francisco 
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Ms) > New Standards of Service 


ness iis for Grease Cups and Safety Collars 
ayy *? 83 SS 1b . 
eg! E The Origina Cae HE Link-Belt >Hex-Top~< , 

Grease Cup is rugged, durable, | 
convenient. Its distinctive hexa- 
gonal-shaped and slotted top is 
easily turned by hand, screw- 
driver, or wrench. Remains grease- 
tight through years of hard use. 
Specified as standard by many 
leading manufacturers. / 


and Genuine 


te 
——ws 
| coral 


Paes>'| 
Ss tj 
a 


Max Sievert 


(Sweden) 
rial used in Link- 


Blow Torches = 
and Stoves a . 


Link-Belt Malleable Iron 
Safety Collars—split and solid 


The best by far types—are their superior de- 


sign, ruggedness, durability 
r] rl : 


Over 400 Types and’ Tight weight.” The di 


Link-Belt >Hex-Top~< 
Grease Cups and 
Malleable Iron 
Safety Collars are 
made of the same 
high-grade mate- 





















We also carry a full line of Files 





© ss 7 ——— 
fF THIS YEAR }LINK- Bere iach FIFTY YEARS OLD | 
eg SSE tr (SS PI —< 


Write for catalogue 


— . LINK-BELT COMPANY 
Scandinavian Western Importing Co. Chtensn, ate , Weis hae 


ras Philadelphia, 2015 Hunting Park Ave. Indianapolis, 200 S. Belmont St. 
Limited 


116 Broad St., New York, N. Y. 


Minneapolis, Minn. Montreal, Can. 


















































Precision 
Drill 


RH \WY For accurate, 
gy é ; 
» Sensittve 
an e ID drilling in 
; steel up to* 
mee u! ) 


Com pletely 










Dumore products are “‘want- 




















































No, 1g ed” products because they equipped. 
: Gring. G have established a reputation 
oe io. 5 ap 
ges oe Sa ie x for their ability to work hard oe ee 
Ailicni actasute’ RP yt re P. a g and wear well. Buyers have rn 
; is & choo * come to expect only the high- 


YYYGYYY ; Soaligeh Of oxy. est type of efficient, satisfac- 
Yj OUNd in, Plete , alt pStOm tory service from Dumore 
2 hee d ir products—and that’s the only 
kind they get. 
That’s why any tool or appli- 
ance bearing the Dumore 
name is easy to sell. And be- 
cause it’s easy to sell, the Du- 
more line presents jobbers 
and dealers with a real oppor- 
tunity to increase profit. 
In addition to the consumer 
good will enjoyed by Dumore 
3 3 tg PH products, we offer a compre- 
NW: . hensive selling plan, national 
advertising and generous dis- 
counts to further interest the 
man whois on the lookout for 
profitable propositions. 
If you’re curious, just drop us 
a line and we'll tell you the 
whole story. Ps | 
Reps any Du ss 
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Wisconsin Electric Co. J -11',% 2hinerhe sinc} 
4§-16th Street, Racine, Wis. ond olen AP, SJrom 


Type-D Lathe 
A... 2 i. 


e Vy, . 
or ) 74 @nd o, "ami. 
Many; 2 elgg 





Type-C Motor 























Motope Ltr er who ” th 
vs H.P. A splendid tool for mena? Jor 5 bend, tet LS sm Speeds 2000 to 6000 R.P.M. 
light grinding u or r . Se STOO Biee controlled by rheostat in 
er unit. = motor base. Willtake Ritter 
, - iat | ad ;00 7 .P, 7, 
I ith PRECISION TOOLS te ial wy _ eo - } 
CnuUCKS. d ol 8 . . 
a and APPLIANCES For jewelers or dentists. J j 
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THE HU MAN APPEAL 
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i gtinctive- 

i ' 

' ‘The Pist Grip ar Trig k ep: ° a 

Tie Piet en Oe © - The GENUINE pistol Grip and 

; sreakage Dec juse when the operat = i < 7 

| go thr © ee instinctively hich Trigger Switch” 1s an exclusive 

lly pulling the wngge? nd stopping ae ot r 

i pulling the eiguer and 07% patented feature © BLACK ©& 

' You can secu’ { ect 5, Electrse Screpo Drivers, Electric Socket 4 DECKER POR BLE ELEC- : 

/ Wrenches, Electric TePP 1 Electric Grinders from "leading Mill Supp!» ‘ 4 

| ’ M ery, norive and Electrica’ « ipply Houses. TRIC TOOLS. / 

| The BLACK & DECKER MEG. co. i 

i “TOWSON, MARYL AND, U.S-A- f 

i Canadian Factory—-Ly man Tube Bldg-. Montreal, P.Q- 

Branch Offices * jth Service Stations im 4 

| Bostow New Yor® San Francisco ATLANTA 4 

' BurraLo PHILADELPHIA Sr. Lovts Dattas 1 
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Black & Decker’s — 3825.. MARCH 1935 
ae 1234 5 6X 
iw 8 98 10 11 12 13 14° 
fo 15 16 17 18 19 20 21 
22 23 24 25 26 27 28 
March Advertisement 29 30 3) “Ih uh Se or 


in The Saturday Evening Post 


Chis ts the third of a 
twelve 
monthly advertise- 
ments Black & Deck- 
er are running in The 
Saturday Evening 
Post to reach the 
great general market 
for Black & Decker 
Portable Electric 
Tools. Because this 
advertising is of tre- 
mendous value to all 
our dealers, the entire 


Series is 


series ri f 


being an- 
nounced month by 
month in advance of 
publication 





One of the big advantages in handling the Black & Decker 
line of Portable Electric Tools is the distinctive appearance 
plus the human appeal of “The Pistol Grip and Trigger 


Switch.” Once your salesman has talked to a prospect and 
has let him get his hand on “The Pistol Grip and Trigger 
Switch,” the prospect finds it much easier to remember this 


drill than the ordinary run of drills, all of which are very 
much alike in appearance. 








In asking mechanics what they consider the best Portable 
Electric Drill, we are quite frequently answered by the me- 
chanic holding out his hand and wiggling the index finger 
and saying “I have forgotten the name but it works like a 
pistol.” 


It is well to remember that “The Pistol Grip and Trigger 
Switch,” therefore, gives the Black & Decker Drill three dis- 
tinct advantages from a sales standpoint. 





1. Mechanical Excellence— 


A patented switch of greater durability, more comfort in han- 
dling, better control, and minimum arcing. 


2. The Human Appeal— 


The appeal to the American’s inherent love of fire-arms, a subtle 
but intensely strong desire to handle “The Pistol Grip and Trigger 
Switch.” 





3. A Distinctive Appearance— 


This makes it easy for him to remember and identify the Black & 
Decker Portable Electric Tools. 


The design and construction of “The Pistol Grip and 
Trigger Switch” is patented in practically every civilized 








country in the world. The phrase, “The Pistol Grip and 
Trigger Switch,” is fully copyrighted in this and foreign 
countries and, although there have been attempts at imita- 
tions the protection of this feature has made it impossible to 
duplicate the appearance and action of “The Pistol Grip and 


Trigger Switch” with any degree of success. 














Watch MILL SupPLiEs for 
\pril for our next adver- 
tisement in the 
Saturday Evening Post 
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Increase Your Bearing Metal Business 





Machining Stewart Brons 
Bushinas. They are fin- 
ished all over to exact di- 
mensions and therefore 
save time and metal. 


There is ademand... 


OUR customers know Stewart Brons. 


and users of machinery and they are 


They know it is the ideal bearing being referred to you. 

rein bg -eg bad . eed oo At 600 degrees F. Stewart Brons sweats 
: — . P just enough lead to lubricate itself. It 
economical. They want it. will not score shafts, even at a tempera- 
There is a demand for Stewart Brons. ture of 1000 degrees F. Its melting point 
It is increasing daily. More shops and is 1700 degrees F. Because it is supplied 
ae in 13-inch lengths finished all over it 
plants are using it; more people are saves practically 50 percent of metal as 
learning about it; and more bearing compared with unfinished 12-inch bars 
problems are being solved with it. It or bushings. These features mean sales 

is being advertised to manufacturers for you. 


STEWART MANUFACTURING CORPORATION 
4504 Fullerton Ave., Chicago 


Direct Factory Representatives 


A. C. Olfs Cc. W. Root J. Frank Lanning & Co, Frank M. White 
7321 Woodward Avenue 57 Erie Street 327 First Avenue Stewart-Warner 
Detroit, Michigan Milwaukee. Wis. Vittsburgh, Pa. Speedometer Corp. 

F ’ 2 bs 549 W. 52nd St. 
2. P. Grismer Ungar & Watson L. Nelson New York City 
1982 E. 66th Street 1366 S. Figueroa St. 820 N. Meridian St. * 
Cleveland, Ohio 


Los Angeles, Cal. Indianapolis, Ind. 





Brons Bearing Metal 


A Satisfied Customer Is 


4 Btisathecs Ass ert 

















MS3-I-R T @ 





When writing to Advertisers please mention Mitt Suppties. 


119 




















Heads Die Made 


(By Ferry Patents ) 


Cap Screws with heads not’ shape, together with Ferry 
only clean cut and true MHeat-Treatment, insure you 
shaped but hard and tough a cap screw with a head that | 
as the surface of the shank will not give way under un- , 
itself are always in demand. ysyal strains. And_ uni- 


Ferry perfected “The Mat- formity is positively as- ‘ 
rix’” or ‘“Die-Compression sured. 
Principle” by. which -the 





Emblem of 


Let us send you sample of 


A 4 : 

; Wieckecen | heads cots formed by pr oper this remarkable cap screw— 
RiceLeaders i compression with special Ppent 

i Fk we 4 soroiliiedl amaiiiaiceh hi compare it with other makes, 

j a. . See > en let we cues Son cur 


NAME-PRODUCT-POLICY [4 






Heads formed in this way prices. Prices are going up, 
and not hammered into _ so act quick. 


“If it’s upset—it must be heat-treated” 


THE FERRY CAP & SET SCREW CO., Cleveland, Ohio 











ne CESS. SCREWS | * 


PRINTED BY ATWELL PRINTING & BINDING CO., CHICAGO, ILL. 

















